


These pie-shaped profit-makers are reminders of how 
well the Enterprise promotion idea served you in the 
past—and will again, when goods are once more 
available. 

Started in 1939, this Home Butchering Supplies 
campaign grew bigger every year until stopped by 
war shortages. The Enterprise-sponsored idea of 
assembling related merchandise, ,displaying it to- 
gether, selling it in association, was a sales-maker 
from the start. 

Enterprise plans are now “in the works” for the 
time when goods are again available; plans to sell the 
Home Butchering market, most certainly, but also 
plans for the year-round home-and-farm market that 
Enterprise products will satisfy. 

The Home Butchering idea is one example of the 
kind of effective sales-promotion help you can expect 


from Enterprise, when restrictions lift. 
> 
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GARDENING 
HOUSEWARES 





BRUSH PERFECTION 
BY WOOSTER 


HE ABILITY of the brushmaker to formu- 

late bristle into fine painting tools has 
always been the big difference in brushes. 
However true this is regarding hog bristle, 
it is even a greater fact with nylon bristle. 
Wooster’s experience over the past two years of 
producing large quantities of Foss-Set nylons 
for our Armed Services means much to the 
painting craft who have come to depend on 


WOOSTER 


THE WOOSTER BRUSH oN 


BRUSH MANUFACTURERS SINCE 


Foss: a 


fOSSSEy 


nylons 
nb WITH OU PONT NYLO} 


them for finer brushes. . . . The immediate 
available supply of nylon has been preempted 
for military purposes by the government and 
its use for civilian manufacture restricted. It is 
our hope that the production of DuPont nylon 
will soon exceed military requirements so that 
we will be able to demonstrate the inherent 
qualities which make Wooster Foss-Set nylons 
the miracle brush of the age. 


BRUSHES 


WOOSTER, OHIO 


1851 — THRU 4 WARS 
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BLACKSTONE EXHIBIT 


AMERICAN FURNITURE MART 
CHICAGO, JAN. 4 to 13 INCL. 
SPACE 1769-70 «= = 17th FLCOR 
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@ A new government survey indicates a “waiting” demand of 
more than 4 million washing machines... almost 3 times any 
normal, prewar year’s production. Every dealer who has wash- 
ing machines will be able to sell them regardless of make! But 
the average dealer’s average unit of sale will be under $100 
. and his profit commensurate. 

Now consider the Blackstone Dealer. He'll get his share of 
overall sales. But his average unit sale will be far above the 
national average! 
Why? 

Because, in addition to a full line of “eonventional” home 
laundry appliances, he will have the sensational Blackstone 
Unit Laundry ... matched, related appliances that finish the 
job which the washer merely starts. And the sale of any one of 
these three matched units starts a natural sales sequence that 
assures future profits from the same customer! 

Alert dealers everywhere sense the better-than-average profits 
which Blackstone offers. There still may be room for another 
Blackstone dealer in your locality.Write for franchise facts today. 


' 


BLACKSTONE CORPORATION, JAMESTOWN, N. Y. 
A Division of Jamestown Metal Equipment Co., Inc. 





BLACKSTONE 


PRODUCT 


\ AMERICAS OLDEST WASHER manueacTuaea 
“4 











ardwere Age, published every other Thureday by Chilton Co. ( Ine. ). 
Mann's 1875 ( Printed in U7. 8. A.) $1.00 per year. Single copies, 85¢ each. Vol 154, 
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Increasing Draw-Bar Pull... 
Pushing Bicycle Traffic 


A war-workinG locomotive . . . hauling 
heavier loads at faster speeds. . . be- 
grudging every minute required for re- 
pairs . . . needs bolts and nuts so strong 
they defy the shock and stress of pulls and 
bumps and banging vibration. 

A bicycle . . . riding a busy assembly 
line . . . needs fasteners with threads so 
true they speed the get-away and ease the 
drive home. 

Whether strength or accuracy is the 
chief fastener requirement of your cus- 
tomers’ products, you give them both 

-when you sell RB&W Empiré products. 
“For, the same manufacturing steps that 


make them strong build accuracy into 
their dimensions. 

Your customers will more readily ac- 
cept RB&W products when you review 
their history . . . 99 years of constantly 
improved strength, accuracy and finish 
resulting from continuous research and 
progress. Tell them how this progress 
started with RB&W's development of the 
first automatic cold-header and has been 
sustained by great investments in the 
most modern manufacturing equipment 
and most up-to-the-minute methods for 
quality control from raw material to 
finished fasteners. 


that wake America tion 











And to turn your prospects into mew 
customers, tell them about the many satis- 
fied users of RB&W products among your 
own trade as well as reminding them of 
the famous names in farm implements, 
automobiles, railroads, aircraft, power 
and transmission equipment, construction 
and general industry that have standard- 
ized on RB&W fasteners. 


Russell, Burdsall & Ward Bolt and Nut Company. 
Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock 
Falls, Il. Sales offices at: Philadelphia, Detroit, Chicago, 
Chattanooga, Los Angeles, Portiand, Seattle. 
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“CRESCENT TOOL DISPLAYS 


IN YOUR 
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FOR YEARS— prior to the war-—Crescent 
provided dealers with a comprehensive 
Free Display Case service. Thousands of 
these cases have helped make profitable 
sales for hardware dealers. But because of 


tool shortages, and the ravages of time, 





many will have to be refinished or replaced. 


Now, however, is the time to plan the job. 





0 While heavy war orders prevent our resum- 


ing this program at present, we neverthe- 


La} 


less want our dealers to know that, as soon 


as conditions permit, we will again furnish 


ie 2. 


* this display material. In the meantime, 
should you desire any additional informa- 


tion on these selling displays, please write. 
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uporior Provides You 


SURES PROFITS 
With Quick Discounts ~ NO GUESSWORK | 


A well-rounded line of Superior Metal Trim shapes deserving confidence in each other. BETTER YET. 
is now available — more are being added every you can figure your profits right on the spot — no_ 
week! Now is the time for you to make a worth-your- six months delay to figure when, how, and as if | 


you made profits. With Superior YOU 
KNOW at any time that you made profits ~ 
AND HOW MUCH. If you like this 
straightforward, no pig in a poke busi- 
ness method, don’t delay any longer in 
getting Superior’s proposition and list 
of available numbers. Feel free to use 
the coupon. 


while and profitable metal trim con- 
nection that will be permanent... . 
permanent because of fair dealing 
and SOUND business practices. 

Your discounts with Superior take 
effect with your very first order. There 
is no wait and see attitude—we do 
business together with mutual and 
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Warehouses sstra- 
tegically located 
permit you to doa 
larger business 
with less inven- 
tory investment. 


Superior has more 
than 78 proven mon- 
ey - making shapes 
available now. Write 
for descriptive folder. 







Warehouses located in Atlanta, Georgie; 
Columbes, Ohio; Indianapolis, Indiane; Philadelphia, Pe.; 
and Youngstown, Ohlie. 


YOUNGSTOWN MANUFACTURING, INC. 
66-76 S. PROSPECT ST., YOUNGSTOWN, OHIO 
oS A RSE ee A SS NE See a a 


Now 
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YOUNGSTOWN MFG.. INC. SEND US YOUR FOLDER SHOWING a 

t 66-76 PROSPECT STREET ates Thind STYLE & TYPES 

‘ YOUNGSTOWN, OHIO wees i 
g COMPANY NAME . REL RTE RS LIE! EN Sie nee SR Se Oo ee i ; 
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SHARPENING STONES 

















No. 823 -SHARPENING STONE DISPLAY 


This colored counter display will catch the eye quickly and help you sell many 
Sharpening Stones. Finished in the striking Macklin colors of yellow, blue and black 
it is designed to stand on a counter as a reminder for your customers who need a 
stone to sharpen tools. It is 10%” high, 13” wide, and 4” deep and holds 6 Sharpening 
Stones of standard sizes, 3 of which are Combination Stones. It is furnished, no charge, 
with the following assortment of 8 stones: 














Quantity No. Size , List Each Total List 
2 35 1x 2x8 Comb. $1.75 $3.50 
j 34 1x 2x7 Comb. 1.50 1.50 
2 33 1 x2x6 Comb. 1.25 2.50 
4 242 1x2x8 Fine 1.50 1.50 
1 237 1x27 Med. 1.25 1.25 
1 233 1x26 Fine 1.15 1.15 
No. 823—Sharpening Stone Display ..................00. 00000 Total $11.40 


Shipping weight 12 Ibs. 


Write for full particulars on the Macklin Sharpening Stone line and the complete line 
of Grinding Wheels. “Sharpen up with Macklin.” 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS — JACKSON, MICHIGAN, JU. S. A. 


Distributors in all principal cities 
Chicago - New York - Detroit - Pittsburgh - Cleveland - Cincinnati - Milwaukee - Philadelphia 
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* The happiest solution to any distribution problem is to 
have enough stock to satisfy all customers. Of course that 
is difficult (to say the least) in these days of shortages. 
Our idea of being fair about the distribution of Wickwire 
Spencer Hardware Products is to give Uncle Sam all he 
needs for purposes of war—and then to allocate what’s left 
as equitably as we know how. 

We hope the time will soon come when war-cheated hard- 
ware stores will be able to replenish their stocks; give cus- 
tomers the goods and service they like; and realize a nice 
profit. Till then just remember we are trying to be fair— 


with you—and with Uncle Sam. 


500 FIFTH AVENUE and Subsidiary, American Wire Fabrics Corporation 


PLAYING FAIR - with you - and with your Uncle | 








SAVE A PLACE 
...in your store for these top quality 
hardware products—the bra:ds you 
remember as famous for friendly ser- 
vice and satisfaction. 


INSECT SCREEN CLOTH 
Famous “Clinton”’ and “Gold 
Strand” Brands. 


POULTRY NETTING 

Hex Mesh and Straight Line 
“Clinton” Brand. 

NAILS AND BRADS 

CLOTHES LINE 

PICTURE CORD 


DOOR SPRINGS 
“Perfection” Brand. 








WICKWIRE SPENCER STEEL COMPANY 


NEW YORK (18), N. Y. 


Abilene + Buffalo - Chattanooga - Chicago - Detroit - Houston - Los Angeles - Philadelphia - San Francisco - Tulsa - Worcester 
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Cash Register Ringers 


SHARPENING STONES, GRINDING 
WHEELS AND “’ALOXITE” CLOTH 
BY CARBORUNDUM 


HEREVER there are tools to be ground 

and sharpened—wherever there are parts, 
fittings, general grinding jobs and metal finishing 
to be done in the shop, on the farm, in garages 
—there is where you will find a ready market for 
these attractively packaged products by 
Carborundum. Complete stocks now available. 


To display them is to sell them. 
Write for complete information re- 
garding sales impelling display fea- 
tures. The Carborundum Company, 
Niagara Falls, New York. 





s/ 


, 


Abhaswe Fhoduchs fy CARBORUNDUM 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Buffalo, Pittsburgh, Cincinnati, St. Louis, Grand Rapids 
(Carborundum and Aloxite are registered trade marks of and indicate manufacture by The Carborundum Company) 
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NOW AVAILABLE 












9017 BESSEMER AVE. 


CLEVELAND, OHIO 
THE WORLD'S LARGEST MAKERS OF VISES 
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WATCH SNELL! After V-Day we 

will supply auger bits of the same 
high quality as always, in a modern 
package produced on new modern 
equipment in our recently enlarged 























PHILLIPS 
RECESSED 
HEAD 
SELF 


CENTERING 


SCREWS 


Supply the increasing demand for these mod- | 


ern screws which we are licensed to manufac- | 
ture. The tapered recess in the screw head | 
fits the tapered point in the driver and the 
screw clings firmly to the driver. The driver | 
cannot slip from the recess. All standard | 
sizes. Send for Catalog of Screws for Metal 
or Wood, also our varied line of Hardware. 


Gevernment restrictions prevent use filling erders on 
certain lines. “Our Country first”—you understand! 


THE SOUTHINGTON 
HDWE. MFG. COMPANY 

19 W. 44th St., N. Y. C. ‘ 
SOUTHINGTON, CONN. £4; 


Est. 
1867 





HARDWARE AGE 














@ We have greatly intensified our reconversion 
program. Every effort is being made to supply 
MercuryBicycles as soon as possible, without im- 
pairing our essential work on War production. 


However, recent government regulations permit 
the manufacture of bicycles in only very limited 
amounts. We are sure our friends in the trade are 
aware of this fact, and we rely on their patience 
until we can fill their requirements in quantity. 
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Metal restrictions have been modified to permit the 
manufacture and sale of Chain Link Wire Fence, Steel 
Folding Gates, Wire Window Guards, Wire Mesh 
Partitions and other barriers for certain industrial uses. a 
It’s possible some concerns in your vicinity may be 
able to qualify for these products. So keep sending 
your inquiries. We'll be glad to give you complete 
information and advice as to priority procedure. When 
writing, please mention prod- 
ucts in which you are interested. 
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The GOOD WILL that 
Sanette dependability 

building among your 
customers is a forerun- 
ner of the GOOD 
BUSINESS you can ex- 
pect on these QUALITY 





























































kitchen cans. 
Sanettes are now avail- : 
. . . . x 
able in limited quanti- = F 
ties and jobbers are be- 
ing supplied as rapidly 4 
as possible. : 
Wire Window 3 
Sol ° Guards are avail- t 
4 exclusively through late ent aes : 
hardware and housefur- size and shape of y ; 
nishin gs stores. —— Steel Folding Gates—furnished in ; 
single or double gate construction. g 
MASTER METAL When writing for information, 
give 
PRODUCTS, INC. and send sketch. 
321-M CHICAGO STREET 
BUFFALO 4, N. Y. 
Below: Stewart Non- : 
Climbable Chain Link 
Wire Fence is recom- 4 
mended where complete E 
protection is desirable. Wire Mesh Partitions % 
3TH Chain Link Wire are sectional and e 
Fence is made in several made to fit any 
heights and weights. __ height or width. ; 
; f 3 Quickly and easily installed. Ideal for i 
toolrooms, stockrooms, lockerrooms, etc. ' 
f 
2 
7 





Style OTH Chain Link Wire 
Fence is used where a lesser 
degree of protection is necessary. 




































































oo | 6Q), Stewart Plai Ornamen- 
a » a ae ain or amen 
ee By aad wh whe . tal Iron Fences add beauty 
‘ and dignity to all types of 
1 property. Its manufacture is 

still restricted. % 

a 3 








Style 11 1s i” . 
shown above. 








THE STEWART IRON WORKS CO., Inc 


1137 Stewart Block Cincinnati 1, Ohio 
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A. E. ELLSWORTH C. T. BOWEN 





y WF: SMITH 
TO BUYERS 
OF GRISWOLD WARE 


Griswold, with a very minimum of plant con- 
version, has been doing two big jobs. The first 
is one of necessity—building vital war products. 
We must continue to assist in the war effort and 
cannot stop until victory. 

War goods must come first. There are millions 
of American boys who must come home just as 
soon as possible. 


The second job consists of making a stipulated 
» 9 amount of our leading pieces of iron ware. In all 
_ $. GORDON fairness to our hundreds of friends, we share this 
production in the most equitable way we know. 
The restrictions on pig iron have been lifted, and 
just as soon as conditions permit and war needs 
are satisfied, we will be better able to serve our 
loyal customers. 
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THE GRISWOLD MANUFACTURING CO., ERIE, PA. 
Since 1865 
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THAT SELLS ITSELF! 


TT 


“ShurEdge” Quality Cutlery is su- 
perior by comparison. Finest high 
carbon steel, hand-ground by skilled 
craftsmen. Cutting edges that last 
longer. Bright, clean, chromium 
plated blades. Smart handle designs 
that combine style with comfort. 
“ShurEdge” helps you 

sell more, easier. 









NATIONALLY 
ADVERTISED 


In The Saturday 
Evening Post, Lib- 
erty and House 
Beautiful! 


THE FINEST OF FINE CUTLERY 











The All-Glass Corree BREWER 


Means Quality... Delicious Coffee Untouched by Metal 


DOMINATES for Eye Apne 


CORY GLASS COFFEE BREWER CO., CHICAGO 10, ILLINOIS 
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You sell vakety aud durability 
when you offer 


IRON HORSE 


BRAND 


OILY WASTE CANS 


Constructed in accordance with Un- 
derwriters Laboratory Specifications. 
Approved by Associated Factory 
Mutual Fire Insurance Companies. 


Reinforced top—extra strength to 
stand up under rough treat- 
ment. Gravity closing for safe- 
ty—can’t stay open. 

Opening mechanism hugs can ex- 
terior—no place for clothing to 
catch. 


Man-size handles—securely rivet- 
ed, make moving and handling 
much easier. 


Full apron body amply ventilated for 
air circulation. Firm foundation 
eliminates tipping. Constructed 
of galvanized steel. 


ROCHESTER CAN COMPANY 


8Z GREENLEAF STREET ROCHESTER 9, N. Y. 












RIEGEL 


WORK GLOVES 


These strong, protective work gloves are the product of 
one of America’s largest textile mills. They are Riegel- 
controlled --in one plant — from raw cotton to finished 
glove. This single close supervision of every detail 


results in unex quality — durability — economy. 
Sold by Leading Wholesalers 
A 


“The Right Glove pA For Every Job” 
lp yi . 4 ’ 





RIEGEL TEXTILE CORPORATION 


342 Madison Avenue, New York 17, N. Y. 
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Oil Company Uses Meyercord Decals 
for New Coded Lubrication System 


By the use of matching numerals applied with decal- 
\ =a comania, an ingenious ‘Coded Lubrication System”, 
3 —— ; developed by a nationally known oil company, now 

‘i =. provides positive identification between all lubrica- 

tion points...grease guns...oil cans...storage 
containers. Meyercord Decals are used throughout 
because of their brilliant, lasting visibility, ease of 
application, and resistance to oil, grease, vibration, 
acid, abrasion and temperature extremes. Meyercord 
Decals are the modern method for all nameplate 
identification. Investigate their flexible, low-cost use 
for your plant or product...for trademarks, oper- 
ating instructions, wiring diagrams, factory charts, 
color codes, etc. They’re washable and durable. Any 
size, design or colors can be produced for application 
DECAL CHECK CHART .to any commercial surface. Free designing and tech- 






















Telle how to select and nical service is at your disposal. Write for literature. 
Co, ieeat upeca! = Please address all inquiries to Department 11-12. 






Conveniently arranged in 
file folder f orm. Write for 


free Check Chart today. Buy War Bounds- aad Keep Them 








— ye 


World's Largest Manufacturers of Decals 


CHICAGO 44, U.S.A. + SALES OFFICES IN PRINCIPAL CITIES 
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To the nationally known line 
of Parker Small Hand Tools 
such as Parker Hack Saws, Coping 
Saws and Screw Drivers will shortly 
be added new, post-war, quality tools 
in greater variety. 





MANUFACTURING C0.\ 


WORCESTER 1, MASS 





Just as soon as 
UNION and VICTORY 
shut down on Fighting Tools! 


Just as soon as we can switch our ex- 
panded facilities from fighting tools'to ( 
hardware and sporting tools, — 


You'll have a greater line of UNION 
fast-sellers, replete with new features 
to expand your Profits on UNION 


Roller and Ice Skates 
Fishing Tackle 


* Chisels and Screwdrivers 
*Hack Saw Frames | 


Gun Implements 
* Available on Priorities 


HARDWARE COMPANY 
aw EWE aw IY 


TORRINGTON. CONN. 


NEW YORM OFFICE Cw 
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A COMPLETE NEW LINE! 


FOR IMMEDIATE DELIVERY! 


No. 110RL No. 120RL No. 210RL No. 220RL 
aw 


No. 320RL No. 420RL No. 520RL No. 620RL 


No. 765RL 
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LIONS OF FOOTSTEPS end can be rolled ond re-laid time and again. 
Easily cleaned, it will not curl or crock with age 

can to iN i¢ Rubberlike quiets noisy floors, covers worn floors, 
punishment nes. +" and makes ony oor safer, easier to walk on; low 
hospitals, institution ffi i in cost, it losts for yeors- 
hotels, apartments, ond restaurants. P . 

Rubberlike con be purchased without priority; it is 
For this new scientific composition PF evailable in two widths 27" and 36". Call your sup- 
proof, rot-proof and obsolutely slip- f plier now...0F write Bird & Son, inc. East Walpole, 
wet. it lies fiat on ony floor, without in Mass., for & free sample. 





THE 10-SECOND STORY OF 


RUBBERLIKE 


Low-cost? ° No speciol upkeep ° skid-proot 
° Rot-proof . Long-life 
- Hugs o*Y floor ° No 
rity * Extre resilient * Speeds © 
quiets traffic’ Preserves floors 
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How to Collect Dividends on Your 


Pre-War Perfection Appliance Sales 


VERY Perfection Stove and Heater you have 
ever sold can now bring you steady, all-season 


profits from Perfection Wicks. 


DISPLAY THEM PROMINENTLY! 
Keep plenty in stock! We will supply you with all 
you need as part of our 56 year old policy of 
Perfection service to dealers! (Although we are 
busily engaged in war production, Uncle Sam is 
allowing us to make Perfection Wicks and replacement 
parts, so that users of Perfection Stoves and Heaters 


can get the most efficient performance from them.) 


DISPLAY THEM PROMINENTLY! 
To nudge the memory of casual shoppers . . . save 
them special trips to town . . . give them unrivaled 


performance and satisfaction! 


DISPLAY THEM PROMINENTLY! 
They'll keep you remembered as the PERFECTION 
dealer—help you keep your customers and establish 
new-customer contacts for postwar Perfection 


Appliance sales. 


ATTENTION! ALL DEALERS 


A few models of Perfection Portable Room Heaters 
and 2 and 3-burner Flat Top Stoves now available. 


PROFIT 
» PLAN 


Immediate Delivery—No ration certificate required. Ration certificate required. 


Turn Page for 10 good reasons why you should sell only Genuine Perfection Wicks. 
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|| PERFECTION STOVE COMPANY AX 
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: 7676-F Platt Avenue, Cleveland 4, Ohio 


AGE IN PEACETIME, THE WORLD’S LARGEST MAKERS OF OIL-BURNING EQUIPMENT FOR THE HOME 











GENUINE 
PERFECTION 





WICKS e 


Sell Only Perfection 
Wicks With the Red 
Triangle Trade Mark 


Don’t spoil your profits by selling a cheap, 
inferior wick. All substitute wicks cause TROUBLE. 


(See previous page) 


10 Points of Superiority of the Perfection Wick... 


] CORRECT GRADE COTTON, spun and woven to feed 


the oil uniformly. 


PERFECT CHISEL EDGE gives a perfect flame. 
e 


3 The UNIFORM exposed SURFACE and smooth action 
ee 


gives perfect flame control. 


The TOP is EASY TO KEEP SMOOTH and free from 


. 
carbon and loose threads. 


The CARRIER is ACCURATE and meshes easily with 
the star gear on handwheel so that the wick is easy 


to insert, adjust and remove. 


Perfectly cylindrical in shape, expanded and ironed to 
fit the wick tube, thus producing perfect flame for cooking. 


The MATERIALS and PROPORTIONS of wick and 
carrier INSURE LONG LIFE. , 


Made and packed so that it REACHES THE USER in 
PERFECT CONDITION. 
The ONLY WICK designed to fit all stove burners made 


by Perfection Stove Company. 


: The only wick that will GIVE PROPER results. All 


others cause trouble. 


A SATISFIED The Mark 
Customer Is The 
Cheapest But Best 
Advertising of Quality 





No. 331-X “INNER-FLOW” Wick. 
For use in all Perfection, Puritan and Ivan- 
hoe Oil Cook Stoves and Ranges. Also for 
all Perfection and Puritan Water Heaters. 


No. 500 Wick. 54455885 
For use with all FECTI 1 
Perfection Room gent 0 
Heaters except 900 
the 300 and 400 No >! 
series. way wie 
pERFECTION 


aoom HEATERS 


THESE PERFECTION WICKS 
AVAILABLE, ALSO 


No. 441 Giant Wick. For use with Giant 
Superfex Burners in the 330 and 530 
line of Perfection Cook Stoves and with 
Nos. 421 and 431 Perfection Water Heaters. 


No. 325 Wick. For use only in the 300 
and 400 series of Perfection Room Heaters. 


PERFECTION STOVE COMPANY, 7676-F Platt Avenue, CLEVELAND 4, OHIO 
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% ‘Restrictions on building construction 
during wartime have put heavy emphasis 
on neglected floor repairs and mainte- 
nance. Because no sanders have been 
built for several years a lot of this work 
has gone undone. It all adds up to a 
big boom and rich profits with Rental 
Sanders once restrictions are lifted. Lin- 
coln is looking ahead and lining up with 
hardware dealers now. It's going to be 
first come, first served when we get the 
"GO" light . . . so, act now. 


Be one of the first to take advantage 
of the profits in rental sanders by simply 
sending us a penny postcard telling us 
which machine you want reserved for you. 
It assures you of prior delivery of the 
finest rental sanders on the market— 
either the Lincoln Speedolite, Hi-Speed 
"9", or Lincoln Dustless Disc Sander. A 
little foresight today will put you on the 
profit bandwagon tomorrow. Send a 
card or letter today . . . now! 


REMEMBER! Parts and supplies for your Lincoln Rental 
Sander department are always available. Write today. 


&. 
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The Lincoln 
HIGH-SPEED "9" 


Husky | H.P. motor 
and 9 inch balanced 
sanding drum put a 
satin-smooth finish on 
floors, Here is a sander 
that will stand years of 
hard wear. 


FLOOR MACHINERY COMPANY, 
514 SOUTH PEORIA ST., 


CHICAGO 7, 


The Lincoln 
SPEEDOLITE 


Sturdy, light - weight, 
fast-cutting, the 7 inch 
drum surfaces right up 
to the quarter-round. 
Adjustable handle. 
Vacuum bag picks up 
all dust and grit. 


Inc. 
ILLINOIS 


The Lincoln Dustiess 
DISC SANDER 


This handy disc 
sander is easy to oper- 
ate and sturdily con- 
structed. Its light weight 
makes it a favorite with 
renters. Self contained 
headlite for surfacing 
in dark corners. 


Write Today . . . These sanders are due to be re- 
leased soon, so get your order in now. 


World's manufacturer of the most complete iine of floor maintenance equipment. 





NEW! Paso Fact Selling 


MCCA MOLDED PLASTIC UNITS 





AMERICAN MOLDED PLASTIC 
SINK STRAINER 


A 
eLOleh) 4510) 80) 
LEADER 


300% more 


draining area 





Note cross brace rib design for greatest strength. Prevents sagging. 
Maintains rigidity. 


300 PER CENT more Srotning: area than in ordina 


strainers. 

uare openings for faster draining. MORE QUICKLY AND 
EASILY CLEANED. Will not stain, scratch, nor mar sink. WILL 
NOT RUST. WILL NOT CORRODE. Retains original handsome 
finish. Light and easy to handle, and—made of tough plastic for 
longest service. 


AMERICAN 
MOLDED 
PLASTIC 

HAT AND 

COAT HANGER 


(Also handy for cloths, uten- 
sils, etc., in closet, bathroom 
and kitchen.) 


Will carry the heaviest over- 
coat. Sketch shows steel rein- 
forcement for rigidity. Steel 
plate backs plastic base panel. 
Steel arm extends entirely 
through hollow hook and is 
integral with steel base plate. 
Base measures 1%"x2%", ex 
tends out from wall 2%”. 
Furnished with two screws. 

Here is a strong, colorful, de- 
pendable hanger that will not 
chip nor fade. Beautifal solid 
colors. Smart new style. In- 
stant appeal wherever shown. 


Wire or write at ence for illustrated descriptive Bulletins 
and prices. 


AMERICAN 
MOLDED PRODUCTS SALES 


1758 N. Honore Street, Chicago 22, Illinois 
Telephone: ARMitage 3045 
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Put it to work for you... 


* — This Attractive 
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GAS KITCHEN 


Booklet 






@ Here is a new booklet that you'll want to use widely 
throughout your community. It’s interesting, handsome 
in appearance. It will attract attention and deliver a 
powerful message that will create a favorable reaction 
with every reader. 

Featured are six smartly designed new kitchens shown 
in full color. Emphasized are gas ranges, refrigerators, 
water heaters and other popular appliances. 

Write for sample copy today. Ask how you can use this 
booklet effectively. 


GEO. D. ROPER CORPORATION, Rockford, Illinois, 
manufacturer of ROPER, “America’s Finest Gas Range,” 
for all gases including L.P. (Liquefied Petroleum ) gas. 
Offices and Warebouses 
in Atlanta—Chicago— Cleveland — Dallas— Denver— 
Los Angeles—Oakland— Philadelphia 
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ANUFACTURERS 


will make Gas Ranges bearing 


this SEAL OF APPROVAL 
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A-B STOVES, INC. 
AMERICAN STOVE CO. 
CALORIC GAS STOVE WORKS 
CRIBBEN & SEXTON CO. 
DETROIT-MICHIGAN STOVE CO. 
THE ESTATE STOVE CO. 
GLENWOOD RANGE CO. 
JAMES GRAHAM MFG. CO. 
GRAND HOME APPLIANCE CO. 
HARDWICK STOVE CO. 

A. J. LINDEMANN & HOVERSON CO. 
O’KEEFE & MERRITT CO. 
ROBERTS & MANDER STOVE CO. 
GEO. D. ROPER. CORP. 
STANDARD GAS EQUIPM‘T CORP. 
THE TAPPAN STOVE CO. 
WESTERN STOVE CO., INC. 





IN CANADA 


CLARE BROS. & CO., LTD. 
GURNEY FOUNDRY CO., LTD. 
MOFFATS, LTD. 












THE FLAME THAT WILL BRIGHTEN YOUR FUTURE 


DECEMBER 21, 1944 
















TRADE-MARK OF THE ASSOCIATION OF GAS 
APPLIANCE AND EQUIPMENT MANUFACTURERS 





This is the Seal of Approval you will see spot- 
lighted in model homes and showrooms all over 
the United States and Canada. For Gas Ranges 
bearing this Seal will be built to the newest and 
highest performance specifications of home econ- 
omists and engineers—and pretested by world 
famous laboratories to provide a certified buying 
guide. And it is the buying guide women will 
look for—$6,000,000 is being spent to tell them. 


For complete information about Gas Ranges bearing the."CP” Seal, 
ask your dealer or Gas Company or write Association of Gas Appliance 
and Equipment Manufacturers, 60 East 42 Street, New York 17, N.Y. 











were putting 2 peameh into 
your postwar brushes.... 






ASSORTMENTS will in- 
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NEW DESIGNS will be 
streamlined for beauty 
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FLOORS AND | 
FLOOR COVERINGS 

) f 

: 
| oO 
BALL BEARING ; x 
CASTERS Zz 
fo 
THESE casters PROTECT floors and floor cover- m 
ings—no scratches on floor, rugs or carpets. A el 
“‘@ieme”’ Casters are ball bearing casters and move ; f 
THESE CASTERS smoothly and easily in any direction and—they sell ” 
HAVE A BALL THAT as easily as they move. Let “‘Aeme”’ step up your O: 
ROLLS ON BALLS caster sales and profits. Every customer is a logi- ie 






cal prospect for ‘“‘Seme”’ Ball Bearing Casters. 
The manufacture of “‘Aeme’’ Casters will be discontinued fer the duration. 
We ean only supply “‘Aeme” Casters te customers with high prierity ratings. 







THE SCHATZ MANUFACTURING CO 
U. S. A. 


REPRESENTATIVES LOCATED AT 
Detroit: 2640 Book Tower * Chicago: 902 S. Wabash Ave. 
Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd. 
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OSTER 


Hand and Electric 


Hair Clippers 
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« 


tas eo, Akg men 
Oster quality — recognized as outstanding for more than “SeaZggem 
20 years — means satisfied customers. Satisfied customers : 

mean profits, repeat business, freedom from service worries 
for you. It’s as simple as that . . . Many leading hardware 
men can tell you that Oster clippers — both hand and 
electric — are saleable, “live” items that give you plenty 
of talking points ... Ask your jobber to let you know when 
Oster clippers are available. Then stock and promote them. 


John Oster Mfg. Co. + Racine, Wisconsin 
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HIGHEST 
QUALITY 
ALWAYS 
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Make Your Store 
Waterproofing Headquarters 





You can stand 
equarely back of 


KAY-TITE 


It will positively 
prevent the seep- 
age of water. 

It’s guaranteed to 
do the job. 

Any one can apply 
it. Goes on like 











Field and Quarry Stone 


also can be used as a mor- 
tar for pointing up brick 
and masonry, also to patch 
concrete. 

Users are always enthusiastic boosters. They will boost your 
store as the place to get real waterproofing satisfaction. 
Kay-Tite is packed in 10 Ib. packages and 60 |b. bags. It comes in 
Grey and White. A 10 Ib. package will waterproof 100 to 150 aq. ft. 


Write for complete information. Send your Jobber’s name. 


KAY-TITE COMPANY, West Orange, N. J. 











The 


‘HYDRO-COMMANDO’ 
RAINCOAT 


Sold exclusively thru 
Hardware Dealers! 
& 


A YEAR ROUND SELLE R— 
MEETS STRONG DEMAND AT 
LEAST 8 MONTHS OF THE 
YEAR 


STURDY — WATERPROOFED 
Unique in that it will not crack, 
stick or mildew—Will not harden 
in cold weather—Always soft and 
pliable—All seams double turned 
against leakage—Smartly Styled 
—3 sizes—Color, Olive Green— 
Individually Packaged. 


—Also— 


HYDRO-TEX APRONS 
Heavy Duty—Waterproofed 
— Industrial Machinists 
and Laboratory types. 
Washable — Resistant to 


HYDRO-TEX WATERPROOF 
TABLECLOTHS 


An outstanding new item for your 
housewares trade. Satin finish— 
washable. A selection of Modern chemicals—various grades 
designs in attractive colors. and colors. 


Distributed thru Jobbers 
Welcome to Chicago 
HOUSEWARE MANUFACTURERS’ EXHIBIT 
Paimer House Jan. 7th to 12th 
You are cordially invited to visit with us Reom 1080-W or at eur factery 


~HYDRO-TEX CORP. 








564 WEST ADAMS ST. 
CHICAGO 6, ILLINOIS 











GLAD RAG 
GLAD RAG 
GLAD RAG 
GLAD RAG 
GLAD RAG 


GLAD 
inl 


Silver Polishing Cloth 


#2 and $7 


Furniture Dust Cloth 


#4 and #11 


Auto Wiping Cloth 


#15 


Window Wiping Cloth 


#16 


Woodwork Wiping Cloth 


#16 




















GLAD RAG PRODUCTS CORP. 


305 E. 43rd 


St., New York 17, N. Y. 




















No. 4051Z THE DANCING LESSON 


10% inches high, in very refined and delicate 
colors, with handpainted flowers on dress, and 
general handpainted finish. A MOST PLEAS.- 
ING WORK OF ART. Weight about 60 lbs. to 


the doz. pairs. 


Packed 1/6 doz. pairs in carton. 


$60.00 PER DOZ. PAIRS. 


We Have Over One Hundred Styles of Beau- 


tifully Colored 


Figurines Ranging in Price 


From $4.80 to $90.00 per doz. 


Fully Illustrated Price Lists mailed to any 
HARDWARE DEALER on application. 







LEO KAUL cacn 








115-119Z 
South Market St. 
Chicago 6, Ill. 
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To center attention 


on your store... 


yy 





: all die Year’s Afternoon! 





ORANGE BOWL, Miami 


Columbia Broadcasting System 


SUGAR BOWL, New Orleans 
The Blue Network 


COTTON BOWL, Dallas 


Mutual Broadcasting System 


EAST-WEST, San Francisco 
Mutual Broadcasting System 
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When You Tie In With The Cavalcade Of Sports You Make Your Store Men’s Headquarters 
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Featured on 
Gillette’s Cavalcade 
of Sports the Year 
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When peace comes... 


it will be Grand 


When you think about the future, it’s a 
good idea to consider more than prod- 
ucts. For instance, you take it for grant- 
ed that the GRAND Gas Ranges to come 
after the war will be fine products, with 
the advanced, efficient features you 
naturally expect from GRAND. But we’re 
. with practical 


















going much further. . 
sales helps and lively merchandising 
plans. And we’re planning a new sales 
training program, that will bring com- 
plete product information and selling 
instruction right to the people on your 
sales floor. 


Again there'll come a day when you'll 
be selling appliances in a buyer’s mar- 
ket instead of a seller’s market. GRAND 
will be ready for it! 





GAS RANGES 


APPL P 












RUBBER POST BASIN, BATH 
AND LAUNDRY TUB STOPPER 


The popular Arrow is a “must” 
item in every Hardware Dealer’s 
stock. Carefully designed for 
efficient service, yet competitive 
in price, it is currently available 
only in black color. Has zinc- 
plated ring inserted 


in the rubber post. 





Packaged twelve 


Cross-Section View Shows 
Construction Featore 


pieces to the carton. 


Talk Lavelle Products with your Jobber ! 





LUCKY STRIKE 


Lavelle Rubber Companys Chicago 
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A FARMER 


GOES AHEAD 








—GETS THINGS DONE 


His genius is in enterprise. He believes that what was good enough for father is not necessarily 
good enough today. So—you'll find him a pretty good hand at improving things, and at getting 
new ones. You'll find him awake to new ideas, new methods—and anxious to apply them. 

You'll find, too, that on most of the progressive, prosperous farms a good deal of confidence 


and reliance is placed in FARM 
JOURNAL, the largest, most influ- 
ential rural magazine. The reason: 
FARM JOURNAL takes to 2,500,000 
such farms information, ideas, sug- 
gestions that affect their welfare, 
that help them. FARM JOURNAL’s 
very timeliness keeps the whole fam- 
ily right “up to snuff” —whether it’s 
an event in recipes or fashions—in 
cattle breeding or soil conservation 
—or information on current mar- 
kets. There is reason also for sup- 
pliers to these farm families—sup- 
pliers of everything people use—to 
take note of what FARM JOURNAL 
readers prefer. Of products adver- 
tised in FARM JOURNAL. 


FARM JOURNAL has anywhere 
from half a million to a million and 
a half more subscribers than any 
other national or sectional farm 
magazine—and in two Counties out 
of three in the U. S. leads Life, 
Collier’s and The Saturday Evening 

















These are the products in your line advertised 
in current issues of the FARM JOURNAL. 


ALCOA ALUMINUM 

ARMCO STEEL 

BAG BALM 

BILTRITE RUBBER HEELS 

BLACK LEAF 40 

BOND FLASHLIGHT 
BATTERIES 

BORG-WARNER PRODUCTS 

BOSS KEROSENE STOVES 

BRIGGS & STRATTON 
GASOLINE ENGINES 

BRIGHT STAR FLASHLIGHT 
BATTERIES 

BURKS WATER SYSTEMS 

CARBORUNDUM FILES 

CAT'S PAW RUBBER HEELS 


& SOLES 
CHORE GIRL CLEANER 
CLOROX 
COLEMAN APPLIANCES 
CORONA OINTMENT 
CYANOGAS 
DEEPFREEZE 
DISSTGN SAWS 
DUO-THERM HEATERS 


Of the 
FIRST FOUR 


General Magazines 


only ONE 


covers the rural market 








DUTCH BOY WHITE LEAD 
EVEREADY FLASHLIGHT 
BATTERIES 


FLEX-0-GLASS 
FOLEY FOOD MILL 
FREEZE-ALL 
FRIGIDAIRE 
FULL-O-PEP FEEDS 
GATOR ROACH HIVES 
GENERAL ELECTRIC 


DR. HESS & CLARK PRODUCTS 
IVER JOHNSON’S ARMS 


& CYCLES 
KALAMAZOO STOVES 
KELVINATOR 
KOW-KARE 
K-R-O RATICIDE 
LARRO FEEDS 


LIBBEY-OWENS-FORD GLASS 


MONARCH RANGES 
NESCO RANGES 
NORGE 


PARMAK ELECTRIC FENCER 


PERFECTION STOVES 


Westby A rig? Set 


ix Sa 


PHILCO PRODUCTS 
PITTSBURGH PAINTS 
PLUMB TOOLS 
POLAROID DAY GLASSES 
PRATTS POULTRY REMEDIES 
PURINA FEEDS 

PYREX WARE 

RCA PRODUCTS 
REMINGTON ARMS 
REPUBLIC STEEL 

R-V LITE 

SAVAGE ARMS 

SILEX 


SPEED QUEEN WASHERS 
STEWART CLIPMASTER 
TA-PAT-CO COLLAR PADS 
TOXITE 

UNIVERSAL APPLIANCES 
U. S. STEEL 

VICTOR TRAPS 

WARM MORNING STOVES 
WESTERN CARTRIDGES 
WESTINGHOUSE PRODUCTS 
ZENITH RADIOS 





GRAHAM PATTERSON, Publisher 


Washington Square, Philadelphia 5 
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average mark-up . . . large unit sales . . . bigger profits . . . that’s why . 
more and more hardware dealers are placing Gold Seal Congoleum Rugs, 
the original “packaged” floor-covering, at the top of their postwar planning. 


Ye selling and handling costs . . . fast turnover . . . higher than 

















Your postwar Gold Seal Congoleum Rug Department can be the “busy” spot in 
your store. Colorful Gold Seal Congoleum Rug displays attract traffic. 
Customers walk into this department pre-sold by years of national advertising 

. .. select their favorite patterns from a stock of “winners” . . . and quick 

as that the sale’s made. Here’s your No. 1 opportunity for increased 


ch vee) Lata ROR aa 


Ea 
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volume at a profit. 


For information and suggestions that will help you prepare for a profitable 
Gold Seal Congoleum Rug business write our nearest branch office or 


Congoleum-Nairn Inc., Kearny, N. J. 


Package goods sales 
are bigger 
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BRANCH OFFICES 
















Atlanta 3, Ga. Minneapolis 2, Minn. Pittsburgh 22, Pa. 
134 Peachtree St. N. W. 6th St. & Hennepin Ave. 717 Liberty Ave. 
Boston 16, Mass. 
: 20 Providence St. = Vork 06, 0. V. St. Louis 1, Mo. 
a 95 Fifth Ave. 
Be Chicago 11, Ill. oth & Olive Sts. . 
B 666 Lake Shore Drive Philadelphia 7, Pa. { NAIRN { 
i Dallas 1, Texas N. E. Corner Broad San Francisco 3, Cal. seal tInoreum | 
e 1909 Elm St. and Chestnut Sts. 1355 Market St. : Uy, a 
pie vous #0 ence. 
MAKERS OF 
DIG DEEP — CON | UM-NA IRN GOLD SEAL CONGOLEUM 
BUY WAR BONDS REGULARLY AND NAIRN INLAID LINOLEUM 
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Mie ensrans Since 1887 











© S. A. E. Washers ® Shakeproof Lock Washers 
© Riveting Washers ® Malleable tron Washers 
® Light Steel Washers © Split Repair Washers 

® Square Washers © Fibre Washers 

© Machinery Bushing Washers © Expansion Plugs 

® Carriage Washers © Screw Machine Products 
© Brass Washers © Stampings 








WROUGHT WASHER Mec. Co. 


2218 SOUTH BAY STREET 
MILWAUKEE 7, WISCONSIN 









Until R/M Woven Glass and woven asbestos wicking can be had 
again, R/M Tri-Ply Wicking will do...and do very weil. Here’s why: 
1. Hard outer ply resists wear and tear. 
2. Middle layer of crimped asbestos felt sends fuel 
racing-to-the-rim. 
3. Inner layer of soft asbestos paper keeps fuel-supply 
uniform. 
4. Rippled construction permits wick to be rolled without 
buckling. 
5. Tri-Ply construction effects complete fuel-vaporization. 
R/M Tri-Ply Wicking comes 7%", 1", 1%", and 14%" wide— 
SIX FEET TO THE BOX, 12 boxes to the carton. Also in cartons 
of 100 feet. Ask your jobber. 


° INDUSTRIAL SALES DIVISION ° 











RAYBESTOS-MANHASTAN, INC. 


NORTH CHARLESTON SC 


MANNHEIM PA 






















SPRING LOCK WASHERS 
MACHINE SCREW NUTS 
TAPER PINS 
COTTER PINS 

















Write for catalog 
for each of these 
STANDARD Products. 




















STANDARD LOCK WASHER & MFG. C0., INC. 


17 VIKING TERRACE e WORCESTER 4, MASS. 


















The traditions of three 
generations in manufac- 
turing wire products are 
woven in every roll of 
WRIGHT Wire Cloth. 
Equal to WRIGHT has 


; long been the high \ 
standard of the industry. % 
ene : 
(; HI STEEL & | 

bt WRI WIRE CO. 
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We are deaply concenned 


Yes, we are deeply concerned that there are so few Corbin pad- 
locks on your shelves or on your sample boards. We want to tell 
every dealer and every jobber the entire story, not simply the fact 
that Corbin padlocks have gone to war, but why! 


It goes back thirty years ago to the time when the Government 
wrote up the present specifications covering padlocks. At that time, 
the CORBIN EXTRUDED METAL padlock was new. The Government 
liked this lock — its quality and appearance; hence, the Government 
specifications for padlocks were built around it. 


Naturally, when this war and also the first World War came, the 
Government turned to us for help. We had the quality; we had the 
complete line and we had the facilities to see the job through. 


Since Pearl Harbor, we have supplied locking equipment on well 
over eight thousand hulls. On just one order for ninety- one hulls, we 
were called on to furnish 198,000 locks. In any one’s language, that 
is a lot of padlocks and certain to cut into any manufacturer's civilian 
supply potential. These urgently needed locks had to go, where they 
went, and we know neither you nor we would have had it otherwise. 


We have no axe to grind — we seek no shoulder to weep on. With 
our production almost nil on items for civilian consumption, we have 
supplied no jobber or dealer at the expense of any other. We have 
cultivated no new “friends” to the detriment of the old, although the 
opportunities to do so have been legion. 


The Army and the Navy have as usual chosen the best. Rest assured 
that we will have the best for you when the shooting is through! 


CORBIN CABINET LOCK CO. 


NEW BRITAIN, CONNECTICUT 


THE AMERICAN HARDWARE CORPORATION, 


CORBIN 


SUCCESSOR 
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ROYAL HEATERS have been a prized pos- 
session for many years in thousands of 
homes. Increase your profits by focusing 
your sales on ROYAL GAS HEATERS. 


Write for complete information 


CHATTANOOGA IMPLEMENT & MFG. CO. 


CHATTANOOGA G&G, TENN. 


47. : ws 
"LE TIC equier™ 


> THE LUCKY DOG KIND 


Military needs must have the right-of-way. 
The demand by the Armed Forces for Athletic 
Equipment, together with an acute shortage 
of essential raw materials, have created pro- 
duction difficulties. 


it is our hope that with the release of vital 
raw materials increased production will again, 
in the near future, provide a surplus for our 


distributors” needs. 


Remember that the Athletic Equipment at 
present not available to you is doing double 
duty with the Armed Forces on the home front 


and in every far-flung outpost of the world. 


THE DRAPER-MAYNARD CO. 

















Start the 
New Year 
Right 
with HOPPE’S No. 9 


Don't speculate with—or in—nineteen forty 
five. Put your money and selling energy into 
this time tested—proved by forty years of 
use—effective gun cleaning solvent that gun- 
ners everywhere consistently ask for. 





Continuous Advertising 


and continuous customer satisfaction have made 
Hoppe’s No. 9 Solvent the outstanding gun cleaner 
of the market. Most dealers sell it because it is the 
recognized cleaner for removing primer, powder, 
lead and metal fouling and for preventing rust. Most 
JOBBERS handle it because it moves fast. Your Job- 
ber can supply you. 


FRANK A. HOPPE, INC. 


2314A North 8th St. Philadelphia 33, Pa. 






























400 VORK STREET CINCINNATI, OHIO 





PAPER TWINE 


MADE BY 


FITLER 


Smooth— 
Strong— 
Flexible 


Made from Strong 
Northern Kraft 
Twisting Paper 
and sold under the 
Fitler Trade Name 





“WOOD FIBER TWINE” 


PUT UPS 
On Wood Reels Approx. 50 Ib. each © In Strand Form M/E 
Coils 100 Ib. each @ In Balls 5 and 10 Ibs. each 
+ 


THE EDWIN H. FITLER co. 


Quality Rope for Over a Century 
ESTABLISHED 1804 


7 
MAIN OFFICE 





5625 Tacony St., Philadelphia 24, Pa. 
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When lives depend on rope, the Red, White, and Blue markers of 
Columbian Pure Manila assure safety and performance. If you still have some of this 
fine Columbian rope today, you’re lucky! After the War is won, there’ll be enough for 
everyone, as in the past. Do the best job possible with what’s available. Tomorrow you 


can have the BEST again. 


Meantime, remember this. It takes more than fine fiber to make fine rope. Colum- 
bian’s methods are all-important. Those methods go into the rope you can buy today. 
The finest fibers go to war, but the best methods of rope-making are still yours. Until 
Columbian Pure Manila is again available—be sure the rope you buy is still Columbian. 


COLUMBIAN ROPE COMPANY 
Auburn, “The Cordage City,” N. Y. 
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fat Briddell’® 


Part of the secret of the quality unfailingly 
found in all Briddell tools is—proper 
tempering. 

Photo shows Aden Howard, one of 
four Howard brothers at Briddell’s, prac- 
ticing steel-tempering the way he learned 
it from a master craftsman, Founder 
Charlie Briddell. At the 100% proper 
moment Aden will remove his blades 
from the fire and immerse them in the 
just-right bath of tempering oil. 

At every point in production the same 
craftsman’s care prevails; efficiency, long 
wear, economy must be built into every 
tool. We never forget that our tools are 
for folks who will use them to make 
their living. 
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Flag awarded Jan. 4, 1944 * Star awarded June 24, 1944 








CuAS. D. SRIDDELL, ING. 







Crisfield, Maryland + Craftsmen in Metal since 1895 


THE WITT CORNICE COMPANY | 











What Is Pat INTO 












WITT cans are hot-dipped gal- 
vanized—a hand process that 
gives the Can the thickest possi- 
ble coating of rust-preventing 
zinc. This method, plus finer ma- 
terials and workmanship, pro- 
longs the life of WITT Cans as 
much as five times over that of 
ordinary galvanized cans. 









Corrugations are deep, well 
rounded, and closely pitched— 
of the super-streng rolling type 
that assures freedom from cracks 
or weak spots. 















Heavy, one-piece steel bands, at 
top and bottom of Can, provide 
spring-like action — absorbing 
shocks and holding body of Can 
firm and rigid. 


















Lids, made in one piece, fit well, 
are interchangeable and retain 
their shape. 






In a Can, it’s not what the user puts into it 


that counts. The important factor is what 
the manufacturer puts into it—to make it 
wear better, look better, and last longer. We 
know people don’t handle Cans carefully— 
and with Witt Cans they don’t have to. Be- 
cause Witt Built-In Quality—evident at a 
glance—enables these strong, rugged Cans to 
outlast 3 to 5 of the ordinary kind. 


At present, Witt production is necessarily re- 
stricted. One of these days—soon we hope— 
all your requirements can be met when war- 
time conditions permit. 


CINCINNATI 14, OHIO 
ORIGINATORS OF THE CORRUGATED CAN 
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AIR COOLERS of 


STANDARD Blowers) 


HEAVY DUTY Browers/ 
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FORCED-AIR FURNACES 
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FAN CORPORATION 


4851 S. Alameda Street 


Los Angeles, California 
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A BASIC POST-WAR PLAN 
ENTERS ITS SECOND YEAR OF OPERATION 


Over a year ago, Universal predicted that post-war 
selling would be no push over—that advance prepa- 
ration by dealers was needed to capitalize on future 
opportunities. The now famous “U” Plan for “V” 
Day was developed as a practical, down-to-earth 
approach to this problem. Its chief aim was to help 
dealers get ready for the post-war period. It has 
already established many new Universal “firsts”. 






1. FIRST WITH A BASIC PLAN FOR POST- 
WAR SELLING — Over sixteen thousand 
dealers are now making use of the 


J” Plan to bring about millions of 
customer contacts. 


2. FIRST WITH POWERFUL NATIONAL AD- 
VERTISING SUPPORT—Over forty mil- 
lion consumer messages explaining the 
“U” Plan and creating a national con- 
sciousness for Universal have appeared 
in 14 national publications during 
1944. 


3. FIRST WITH COMPREHENSIVE POINT- 
OF-SALE HELP —Over sixteen thousand 
dealers have received the free identi- 
fication kit to help them tie in with 
national advertising. Monthly, they re- 
ceive the “Dealer’s Digest”—a guide to 






























post-war thinking. They are profiting from the “100 
Letter Plan” —a ready-to-mail service for increasing 
dealer-consumer contacts. 


4. FIRST WITH A PRACTICAL STORE AND 
PERSONNEL CONDITIONING PROGRAM 
— Geared to dealers’ needs, Store Plan- 
ning, Sales Training and Planned Sell- 
ing services are being released to “U” 
Pian dealers at a time to help them most. 


The “U” Plan is available free to all dealers. Contact 
your Universal Distributor or write the factory for 
"U” Plan information. Also ask for a presentation of 
“Forward March to Market’—the fascinating story of 
Universal's preparation for post-war appliance selling. 
Find out how you can secure the valuable Universal 
franchise in your community. 


Universal Electrical Appliances dis- 
tributed in Canada exclusively by 
Northern Electric Company, Ltd. 



























LANDERS, FRARY & CLARK © NEW BRITAIN, CONN 
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LISTEN 


Te JOHN W. VANDERCOOK 
Every Saturday afternoon from 
5:30 to 5:45 E.W.T. the com- 
plete NBC. network caWies 
Sentinel’s message to Zou, 


customers. See your 
for local timgand natn 




















DECEMBER 21, 1944 








Radio in this war, beyond its great military service in hastening 
victory, has performed another and more human service—it 
has enabled the soldiers to keep in touch with home. For the 
first time in history, soldiers on all fronts at Christmas time can 
listen to the United States—can hear familiar Christmas songs, 
voices and holiday programs wherever they are. This has been 
radio’s contribution to fighting morale. ~ 

The development of radio to its present high peak of efficiency 
has been shared by Sentinel in research, production and manu- 
facturing skill. During the war, Sentinel’s every effort has gone 
into the creation or betterment of radio and electronic equipment— 
to aid in the successful prosecution and early conclusion of the war. 

Sentinel shares with the entire world a hope that before 
next Christmas all hostilities will be ended...and new, improved 
post-war Sentinel radios will be moving rapidly off your shelves. 


SENTINEL RADIO CORPORATION 


2020 Ridge Avenue, Evanston, Illinois 






DELCO helps all 3 


...- dealer ...salesman ...serviceman 


Dealers find that Delco Appliance products are built right 

and function satisfactorily . . . are priced right and so 

yield a good profit. 

Salesmen find that Delco Appliance comprehensive’ selling 

aids so dovetail with Delco Appliance advertising that 

ratio of actual sales to the number of prospects contacted 

is increased. 

Servicemen find Delco Appliance Installation and Service 

Manuals really save them time in doing the best job. 

And, furthermore, a/] know that when there is anything 

new and better in their business, Delco Appliance will - 
supply it. é Y eentty 
It will pay you to find out if the Delco Water Systems fran- “a : om 
chise is available in your community. Write: Delco Appli- 


ance Division, General Motors Corp., Rochester, N. Y. 
GEnt® AL 


DELCO WATER SYSTEMS 
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KEEP ON BUYING WAR BONDS—AND KEEP THEM! 











With every good wish for 


a Merry Christmas 
and 


a Prosperous New Year 


" McKEE GLASS COMPANY 


Jeannette, Pennsylvania 











McKEE 


SINCE 1853 


GLASBAKE — RANGETEC 


OVEN WARE wnetm TOP-OF-STOVE WARE agrm \ 














THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WORLD 
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America’s best-known department and 





furniture stores have found the key 
to more sales and more satisfied 
customers in the nursery department. 


Pass the word to your buying staff to 





See Lee 


for better styled and 
better Quality furniture 
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This is the “LEE Two-way Quality High 
Chair that many stores are featuring 
so successfully! Our production now 

permits us to take on a limited 
number of new accounts. 
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1403 American Furniture Marl -- CHI 
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OOD NEWS travels fast— 
and often becomes somewhat 

sel « eae 
inflated” as it is passed along. 
It’s human nature to express our 
hopes as though they were facts. 


As a matter of fact, the War Pro- 
duction Board has permitted the 
manufacture of a very limited 
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L&H PRODUCTION IS NOW DEVOTED 
TO MAKING THESE WAR GOODS: 





























number of gas and electric ranges 
where it will not interfere with 
the production of materials need- 
ed for war. The ranges to be 
made will be far fewer than most 
people expect or than are needed. 
Further, the difficulty of getting 
necessary raw materials will slow 
down and curtail civilian produc- 
tion even more. Don’t expect 
too much too soon! 

Here at Lindemann & Hoverson, 
production of vitally essential 
war goods comes first—and it 











will as long as we have a war to 
win. This same condition exists 
in many large plants normally 
making products similar to those 


carrying the L & H trade-mark. 
So this is a plea for your patience 
and understanding. We know 
that you, too, put the winning of 
the war above all else — so that 
your boys and ours may come 
back sooner to peace and pros- 
perity. As the manufacture 
of civilian goods increases, 
L&H will produce its share. 


oa 


A. 3. 


LINDEMANN & HOVERSON CO. 


Since 1875 
MILWAUKEE, WISCONSIN 


cos ALCRIRE 
a 


Manufacturers of ELECTRIC RANGES + ELECTRIC WATER HEATERS © GAS RANGES + OIL STOVES © PORTABLE OVENS + GIL WEATERS » WICKS 


Pins for tank tracks; anti-aircraft shells; elec 
trical control cabinets; containers for bomb 
parachutes; cartridge belt webbing; assembly 
of air compressors on U. S. army trucks; steel 


cases for truck tools and parts; Radar parts. 
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MR. DEALER, MEET | 
YOUR TRU-TEST FOR A MORE PROFITABLE ee 


DISTRIBUTOR: 


WALTER H. ALLEN COMPANY, INC. | ¢ 
Dotios, T 
your Ouying 
BAIRD HARDWARE CO. 
Gainesville, Florida 


BARKER, ROSE & KIMBALL, INC. 5H 
Elmira, New York ) eg / 
W. BERGMAN COMPANY, INC. / f . fi 
Buffalo 3, New York 4 * oie 
GROWN-CAMP NARDW ARE co. Se. 4 po J y 
s Moines 6, lowa 44 pA — 
BROWN-ROGERS-DIXSON COMPANY _— mal 
Winston-Salem, No. Carolina 
DUNHAM-CARRIGAN & HAYDEN HARDWARE AUTOMOTIVE SUPPLIES 
Sen Francisco, California 
DUTTON-LAINSON COMPANY 
Hastings, Nebraska 
FONES BROTHERS HARDWARE CO. 
little Rock, Arkansas 
C. D. FRANKE & COMPANY, INC. — 
Charleston, So. Carolina us 
GREER & LAING 


Wheeling, West Virginie 
HERR & COMPANY, INC. way =a ) = 


lancaster, Pennsylvania 
HOLMES HARDWARE COMPANY FURNITURE PAINT HOME APPLIANCES 
Pueblo, Colorado 
HUNT & MOTTET COMPANY 
Tecoma |!, Washington 
(MPERIAL —— COMPANY 
Ei Centro, Colifornie 
JELCO MILWAUKEE CO. WwW I T la] Y @) U R 
Milwavkee 12, Wisconsin & 
JENSEN-BYRD COMPANY 
Spokane, Washington 
KEITH-SIMMONS COMPANY, INC. 
Nashville 1, Tennessee 


mt! §©6E RU-TEST DISTRIBUTOR 


MAY HARDWARE COMPANY 
Washington 7, D. C. 

C. MH. MILLER HARDWARE CO. 

Huntingdon 19, Pennsylvania 


MODERN APPLIANCE & SUPPLY CO For 1945 and the years ahead, farsighted dealers everywhere are planning 


MOREHOUSE & WELLS COMPANY to concentrate the major share of their buying. Why not concentrate 
MORROW-THOMAS HARDWARE CO. your buying with the TRU-TEST Distributor serving your territory. He 
RAILEY MILAM, INC. is backed by a nationwide organization furnishing the important 
READER'S WHOLESALE DIST. lines of merchandise—TRU-TEST trade-marked . . . styled and priced for 
REHM HARDWARE COMPANY volume and profitable sales . . . and supported by TRU-TEST’S hard-hitting 
Py og dealer-to-consumer rotogravure catalogs, national advertising, 


Tee ScnAPen COMPANY display material and other sales-stimulating dealer helps. 


TYRRELL HARDWARE COMPANY Have your TRU-TEST Distributor explain in detail all of the advantages 


JOHN B. VARICK COMPANY of modern mass distribution and promotion that the TRU-TEST 


WAITE HARDWARE COMPANY system brings to independent retailers of Toys, Hardware. 


eR Automotive Supplies, Furniture and Home Appliances. 
weed, Asmmemneh & haceah, (10. The plans you make today will vitally affect your profits in the years to come. 
outet cicnene aoeiase Don’t delay—talk it over with your TRU-TEST Distributor now—also send 


€ Pose, Texes the coupon for the new free booklet describing the TRU-TEST System. 
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TRU-TEST 
Merchandise Mart 


tli 
Chicago 54, Illinois 
Please send booklet explaining the TRU 
TEST System. 
es — namin 
Company______ : 
( \ ; | 


Address_ 
City MERCHANDISE MART= CHICAGO 54, ILLINOIS 
: Eastern Offices: 225 Fifth Avenue, New York, N. Y. 


¢ 
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GET READY NOW FOR THE FUTURE 


wl PINCOR Arodtucts 


for the HARDWARE TRADE 


POWER LAWN MOWERS ec HAND LAWN MOWERS 
BATTERY CHARGERS ¢« POWER PLANTS ¢ CENTRIFUGAL PUMPS 


Look for new PINCOR products just ness. All PINCOR products are 
as soon as war conditions permit their result of careful research by Pic 
manufacture. They will mean increased engineers and reflect high standg 
sales and profits in your postwar busi- design and craftsmanship. 


Your inquiry will receive our prompt attention 


The mower illust 
a ee 


CORPORATION 
5841-49 DICKENS AVENUE 
CHICAGO 39, ILLINOIS 


a 
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One of the modern Buffalo Bolt machines 
—capacity 4200 pieces per hour. 


7HE LONG 


and the short of it 








Because of the versatility of our modern head. 





ing equipment—and the ease with which these 








machines can be changed over—Buffalo Bolt 









Company is supplying all types and sizes of circle 
“B” fasteners for every sinew of war—from the 


tiniest cap screw to the heaviest battleship bolt. 









COMPANY 


NORTH TONAWANDA, N. Y. 
SALES OFFICES IN PRINCIPAL CITIES 





DEC 





machines 


hour. 


PERROTT ENO 


MEN make rove 


In the Plymouth laboratory, chemists and 
engineers work to find ways of making better 
rope. In the Plymouth factory, rope is made 
on modern machines that do wonderful 
things. But not even the machines can serve 


as substitutes for the rope-making skill of 


the men who operate them. 

The men of Plymouth are craftsmen in 
every sense that a tradition of more than 
120 years implies. They are experts who de- 


vote their knowledge and ‘ability to produc- 
ing rope that meets the exacting specifica- 
tions of Plymouth laboratory engineers. 
That is why Plymouth Cordage has become 
famous the world over as “The Rope You 
Can Trust.” 


Plymouth Cordage Company, North Plymouth, Massachusetts and 
Welland, Onterio. Cistrict Cffices: New York, Chicago, Houston, 
San F i Wareh Stocks: New York, Boston, Philadelphia, 
Baltimore, Houston, Chicago, San Francisco. 





PLYMOUTH 


CORDAGE PRODUCTS 





The House that Hampers 


Pearl-Wick specialization built the world’s largest hamper 
factory ... the world’s biggest hamper business . . . the 
world’s greatest hamper name. . . because it builds 


the world’s best hampets! 


You can rely on Pearl-Wick to build your hamper sales 


and profits! 


PEARL-WICK 


Self-Ventilating evtd- 


PEARL-WICK CORP., LONG ISLAND CITY 2, WN. Y. 
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Yes, you buy right when you stock DURABRITE — the recognized trade- 
mark for quality household products which sell on sight. 

Include these sales-proven items in your merchandising program NOW — 
Durabrite all-plastic Dustpan made in many brilliant colors...sensational selling 
Zip-Sip collapsible plastic cup for lunch boxes, 
babies, servicemen, picnics, etc. ... Durabrite 
sink strainer ...and many, many other house- 
hold products AVAILABLE FOR IMMEDI- 

ATE DELIVERY. 


See your jobber today. If he does 


not have in stock, write or wire... A nA tite 
, Distributor for 
Plastic Die & 


IT’S RIGHT—WHEN IT’S DURABRITE 
Tool Corp. 
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NARROW 
HEAD 


COMBINATION Make the PLVMB LINE 


BOX AND OPEN 


END WRENCH EASIER TO SELL 


REVOCSTIONARY WHEN More quality features per tool—the most complete line— 
FIRST INTRODUCED BY PLOMB— ‘ y ar 
full margin of profit for you—nationwide advertising— 


STILL THE LEADER IN ITS FIELD : . 
these are important reasons why the Plomb line means 


more profits for you. 


As you develop your postwar program, consider these 
Plomb advantages. Concentration on the popular Plomb 
aia ale = line will increase turnover and repeat sales. It will simplify 
cote ey your supply and service. It will centralize your buying 
power. Plan now to make more profits with Plomb. Write 

today for free catalog and complete details. —Plomb Tool 
Company, 2227 Santa Fe Avenue, Los Angeles 54, Calif. 





. Turn wrench end 


- | VPLYMBY 





. Use open end 
to run nut off 
quickly, 
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Covered Wagons and Settlers 
aa 
| Gounps WATER SYSTEM | of a New Kind 


| GOUL 


DEPARTMENT 


In the near future, many families are going to leave the city and put 
down their roots in the outer suburbs, in a great mass movement 
that was interrupted by the war. 


The suburban or semi-rural market, comprising the families of your 
community who live beyond the water mains, is already a big field 
for selling water systems and running water accessories—and it’s 
going to be much bigger. 


Great numbers of families now living in the city are going to fulfill 
their desire to own “a place of their own” with more land than they 
could afford to buy and maintain within city limits. 


This significant shift in population started back in the 1920's. At 
that time increases in municipal taxes had influenced many city 
dwellers to move to the outer suburbs. 


This movement is bound to continue as soon as personal transporta- 
tion becomes available again, with the removal of wartime restrictions. 


We suggest that you plan now to take full advantage of the great 
potential that the outer suburban market offers you, capitalizing the 
Goulds Water Systems will provide the sound dependability and fine reputation of Goulds Water Systems to help 
foundation for establishing a Goulds Water Sys- you reap the rich rewards that lie beyond the municipal water mains. 
tem Department as an exceedingly important and 
profitable part of your future business in the rich 
suburban and farm market. 


After you sell a Goulds, its owner becomes a 
likely prospect for many running water accessor- 
ies, from milk coolers to bathtubs, from garden 
hose to washing machines. 

For your full share of this profitable business, 
depend on dependable Goulds to help make your 
Water System Department successful. 

We will furnish you with a complete program 
of advertising and merchandising and promotion 
support, including a highly effective direct-mail 
campaign to secure prospects at low cost; will 
provide you with full facilities for instructing 


your salesmen in installation work and servicing. Goulds famous Jet-O-Matic Goulds"Cid’"’Shallow Well Goulds Cid” Deep Well 


—one unit for shallow or Pumping Unit. Pumping Unit. 
deep well operation. 


B | GOULDS PUMPS, Inc., Seneca Falls, N.Y. 


BETTER and BETTER PUMPS... and ONLY PUMPS... for 96 YEARS 











Re, 
TO MEET THE DEMAND FOR PROTECTED LUBRICATION 


TRADE MARK 


Now, more than ever before, you should be selling 
the clean oil insurance and motor protection WIX 
provides. These new day sock-type cartridges in- 
stalled in oil filters now, pay off in continued opera- 
tion tomorrow. In terms of maximum oil life and 
really clean motors, they cost less and DO MORE— 


LONGER! 


With this ONE COMPLETE LINE, many hard- 
ware dealers have found that an enormous and 
highly profitable market exists for them. Because, 
there’s a WIX model to fit EVERY oil filter replace- 
ment need they meet .. . on trac- 
tors, trucks, stationary engines and 
all manner of filter protected mo- 
torized equipment. Ask for the 
whole profit-making story for 
hardware dealers NOW! Make 
WIX a “BUY” word among your 
customers. 











WIX ACCESSORIES CORPORATION ¢ GASTONIA ¢ N-C:- 
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ODLp-TIMeRs in the washing machine industry 
will well remember Speed Queen’s sensational 
climb to a top-bracket position in the laundry appli- 
ance field ... how, during the depths of the depres- 
sion, Speed Queen paced the industry with record- 
breaking increases year after year! 

This manufacturing and merchandising “know- 
how” will again swing into high gear as soon as 


Visit Speed Queen at Chicago Furniture Market 
January 4 - 13 — Spaces 17106 - 17107 
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washer and ironer production gets the full green 
light. Speed Queen will again be out to give Speed 
Queen dealers the industry's most profitable line to 
handle. Therefore, you can negotiate your post-war 
Speed Queen franchise now with full assurance 
that you're making the best choice. 

BARLOW & SEELIG MFG. CO. «+ RIPON, WIS. 


Manufacturers of Household Appliances Since 1908 





= 





Yes .. . We admit our service at times was slow, due to tremendous 
demand on us and limited labor . . . but at least during the past three 
critical years our accounts had putty to sell. Additional facilities will 
shortly permit our serving a few more important customers, who 
demand the best in canned putty. 


LANDEN PUTTY WORKS MALDEN, MASS. 











No. 024 
There are no substitutes fer quality—buy RED DEVIL Moedern-line 
GLASS CUTTERS, glaziers and painters tools and machines. 


RED DEVIL TOOLS, Irvington, New Jersey, U. S. A. 





es many te . HOME ° PLANT 
IN YOUR TERRITORY 
NEEDS i 
MARKING 


FOLD-AWAY : 
CARD TABLE FOR MODERN 


Floquil Fountain Marker and Floquil Instant Drying 
Colors are in use in government depots and. many 
of the nation's best known plants—large and small. 
This "team" gives users legible, water proof, weather 
proof, abrasion proof markings on packages, farm 
tools, frozen food containers, etc... . on any surface 
—wet or dry! It gives you an easy-to-sell item with 
repeat business galore on Floquil Marking Colors. 


@ Folds down to 
only 4 inches 


HIS clever new convenience for card players thick ... : ] 
: i EXCLUSIVE FLOQUIL FEATURES 


is the biggest selling, fastest moving game @ Easily stored in 
minimuin space 


table in leading stores everywhere. Porta-Poker iiiacies aun ae 
is the all-purpose portable playtable for small foot diameter... | %& Handy, non-breakable, non-inflammable. 
apartment, den or recreation room. This is a new, @ Green felt play- ses 
improved model. Attractively finished, substanti- Fe omar ‘a Precision fitted—no threads te wear out. 
ally made, sturdy leg construction. Nothing to tip holders for % Instantly interchangeable nibs. No tools re- 
loosen or wear out. May be sold with complete —, sad eo | quired. 
satisfaction. For year-’round profits, it will pay you Matees e 
to feature Porta-Poker! LIST PRICE $34.00, * stained, ‘alcohol- K Pressure-less, marks at touch. Speeds up 
Dealer price 1 to 5, $23.00 each . . . 6 or more, one + 8 ~ work. Eliminates fatigue. 
$20.70 each, F.O.B. Shipping weight 44 Ibs. % Unconditionally guaranteed for mechanical 
HOME EQUIPMENT MFG. CO., Dept. H- 663 N. Wells St., CHICAGO 10, ILL, agg 

Also complete line of marking 


World's Sones ee of Portable Game Tables | and stenciling devices 


3 Parts 
Nothing Write for Informative Literature 


diet FLOQUIL PRODUCTS, INC. 
pepo DEPT. H 1993 BROADWAY © NEW YORK 23 


DISTRIBUTORS IN PRINCIPAL CITIES smc 


AUTOYRE 


MANUFACTURERS OF BATH 
ACCESSORIES. NOW I0 N WAR PROD N 


THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 


_ . 5 
CARPENTERS oo aa a Jl ~ 
1 a — a 5 co 
\\ s }* AND ALUMINUM ORIGINATED Rsjcle AND AL SMINUM 
MAYES GUARANTEES ACCURACY, SERVICE a «f 
wee 


¢ 


ASK YOUR DEALER *AND DURABILITY:= ode 


naves roots MAYES BROS.TOOL MANUFACTURING CO. , Inc. iain aie ae 
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ndous 
three 


a A HALF MILLION MILES 
5. OF LINE CONSTRUCTION... 


ea| | MEANS A BIG MARKET 
FOR YOU! 


e After the war, there will exist a potential of over 500,000 miles of 











NT a —— new line construction in rural areas. Besides this, a vast extension of 
telephone lines is being planned and the construction of a million 
; } <a . houses a year is considered well within the realm of possibility. All 


’ . - sa ~~ this development means a big market for tools. 


, Klein Pliers have been the standard tool in the hands of linemen 
NG | i —_ | and electricians since the first wires were strung. These men recognize 
that the quality of the work they do—the speed with which they do it— 
and, above all, their very safety depend on the quality of tools and 





t Drying 3 y } equipment they use. It is significant that Klein Pliers remain the first 
nd. many _ at choice of linemen and electricians. 
nd small. wr : 

ilies When the removal of war restrictions permits, take advantage of 
os, form bas the demand for Klein Pliers—see that you have a complete assortment 
y surface ; of Kleins on your shelf—for the men who know good tools. 


tem with i i 
- Colors. ‘ DISTRIBUTED THROUGH JOBBERS 
’ AA Foreign Distributor: International Standard Electric Corp., New York 


, — 
le. | = } ; 7 iy This book on the care and safe use of tools 


out. will be sent without charge upon request. 
Dols re- 


eds up 


hanical 


Sc. 
RK 23 


anne EINES 


c's ee ; oe ee Oe, GO Oy ey: We i On [-HIECAGO 18, FLLINCGIS 


DECEMBER 21, 1944 





THE MASTIC STRIP OF 


Cele} Mity +4 

















JUST PUT IT ON THE COUNTER .. 


..-1T SELLS ITSELF! 


HUNDREDS OF THOUSANDS OF BOXES SOLD over the counter by hardware dealers 
from coast to coast since its introduction just a few months ago! 
That's cash-register proof of the enthusiastic, nation-wide acceptance of Strip-Seal, 
the new, streamlined, popular-priced mastic strip of a thousand-and-one uses. > 
Here's a “loose change” item that’s got what it takes to boost your winter season \ 
sales and profits .. . all you need to do is put it on the counter . . . if sells itself! 

Every home needs Strip-Seal . . . it plugs, putties, caulks, weatherstrips and seals 
everything . . . it keeps out wind, weather, water, draughts, dust, dirt, insects, 
vermin . . . it fills cracks and joints in wood, wallboard, masonry, metal, glass, 
tile . . . and no tools are needed, not even a putty knife! 


Everybody has 29c and every home has cracks and crevices that need to be 
plugged and sealed. Furthermore, Strip-Seal is 


Single Package - $ Ayo cellophane-wrapped to keep it fresh and clean to 

Full Box. . . - -25 handle . . . it is packaged in short, non-wasteful, 

Case of 13 Boxes. 16.25 , ‘ : 
convenient and economical strips. 

(RETAIL LIST PRICE) 

MIGHER IN WEST AND DEEP SOUTH ASK YOUR JOBBER SALESMAN ABOUT IT! He 
will tell you what a really hot winter number 
Strip-Seal is . . . he will show you window 
streamers, advertising folders, counter displays 
and other merchandising helps that are yours for 
the asking. 

Don’t put it off ... put it on your counter... 

and watch if sell! 





























THE TREIMCO MANUFACTURING CO 


8701 KINSMAM ROAD, CLEVELAND 4, OHIO 
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/ 
poate SWITCH in production is nothing new at 
Stewart-Warner. In fact, when the Japs struck on 


j . 
‘ You i j Get Rey d ios December 7th, 1941, we were among the very first com- 


panies to shift completely into war production. 
Plenty has happened, prodiction-wise, these last few 
y years. At Stewart-Warner, a new kind of production 
line has been created. And, the minute we are told we 
can throw the switch, part or all of our facilities will 


immediately be focused on radios for you. 
ee The truth is, because of new production techniques, 
Stewart-Warner will probably be among the first to ship 


civilian radios! 
They are the same Stewart-Warner techniques that 


Hold Everything Until You See have achieved such records as: 
...more than 12,000,000 pounds of radio, com- 


STEWART-WARNER’S LINE! munications and direction-finding equipment shipped 


to Army and Navy forces since Pearl Harbor... 

© Get set for something different in Stewart-Warner ...a volume of material sufficient to fill more than 
Radios. You'll get a line of “best sellers”... packed 1200 freight carloads equalling a train nearly 12 
with innovations and sales points that make radios miles long. 

move fast at a good profit. Yes! There'll be merchan- ... all this equipment shipped om time. 

dising and advertising help, too. So, look to Stewart- So, rest assured, that when the “go ahead” signal comes, 


Warrer for the class of the radio field! Stewart-Warner Radios will be shipped 
quickly. And they’ll be “tops” in perform- 


ance, workmanship and dollar value. 














RADIO DIVISION OF STEWART-WARNER CORPORATION, Chicago 14, Illinois 
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FOR THOSE 


BUSY 
DAYS 
AHEAD — 


The Bits Mechanics 
Like to Use 


To produce such a bit as the 
Russell Jennings, the steel must be 
of first quality, the tempering ex- 
perienced, taper and clearance ac- 
curate. Also—the screw must be in 
the exact center, the lip and spurs 
keen enough to cut the stubbornest 
wood without splintering. That is 
why Russell Jennings Auger Bits 
have been the choice of fine crafts- 
men for four generations. 


Sold only through wholesalers, and 
as war demands permit. 


ooall § BITS 











THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 








TURNER 


TORCHES 


witli ie 


You can be sure that Turner 
Tested Torches are design- 
ed and constructed to meet 
our every claim for their greater 
safety and service. Each torch is in- 
spected at frequent check-points dur- 
ing the entire manufacturing process 
...key parts receive special tests as 
individual units...and lastly, after 
‘final assembly, the completed model is 
given an actual burning test under 
regular operating conditions! These 
are just a few of the reasons why 
Turner Torches are so widely known 
and preferred by dealers and users 
throughout the country. 


C 











@Send toda: 


for our new iCeege booklet: 
“The Story 


hind The Turner Brass Works” 
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Anvil Tools 
Awls 

Bars — Ripping 
Bit Braces 
Boring Tools 
Breast Drills 
Chisels — Cold 
Chisels — Wood 
Hammers 
Hand Drills 
Levels 
Marking Gauges 
Mitre Boxes 
Planes 

Punches 

Rules 

Saw Sets 
Scrapers 
Screw Drivers 
Sledges 
Soldering Irons tiectric) 
Spoke Shaves 
Squares 

Vises 
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Stanley Tools are a familiar feature of every picture of America at 
work. The biggest job in history—building.the tremendous war 
machine that won't be finished till the enemy is crushed — takes most 
of the Stanley Tools produced today. Though these tools have the 
well-known Stanley endurance and efficiency, the finish is a service- 
able “battle dress” that permits greater speed in production, and 


economy of scarce metals. 

When America’s coming job of “reconversion” is started, there’ll 
be more work for Stanley Tools. They will be styled, finished and 
packaged to sell. Better-than-ever displays and dealer helps will 
simplify your selling job. 

When making your post-war plans for profitable business, put 
STANLEY TOOLS at the head of the list. Stanley Tools, 111 Elm 
Street, New Britain, Connecticut. 


\ na THE TOOL BOX OF THE WORLD 


STANLEY 





TRADE MARK 
















































































GENERAL ) ELECTRIC 


0| ATTRACT MORE WOMEN — 


Chances are that you may have used one or more of these ideas before. Maybe you 
are now using some of them. But a// of them are tested display ideas that will 
click with good customers and prospects. Each display shown here features 
quick set-up time, easy handling, and strong sales appeal. Try these ideas in 
your own store—and watch your customers buy more G-E Mazda lamps! 


2 
¢ 


SERVICE COUNTER DISPLAYS like this are a con- PUT IN A WINDOW display of G-E lamps and KEEP G-E MERCHANDISERS well stocked with 
stand reminder to customers that you sell 5 bring in more customers—more people pre- G-E lamps. Tie in with G-E’s national adver- 


lamps “Made to Stay Brighter Longer. ; 


i 


fer General Electric quality. tising, too—and watch your sales go up! 


NEW G-E DISPLAY MATERIAL 


Many a retailer knows the sales-build- 
ing power in pre-tested G-E display 
materials. New sales helps—shown 
at left—offer a strong tie-in with G-E 
national advertising, help you sell 
more merchandise and boost your 
profits. Sales helps like these are dis- 
tributed regularly. Get them from 
your G-E lamp supplier. 


Re Os VAN 


KEEP BUYING WAR 
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Followed the Progress of Welding? 


Around homes, farms, garages and shops of all kinds 
welding is now in everyday use for repairing and 
maintaining all kinds of metal parts. 


There is a P&H Welding Electrode to satisfy every 
requirement for welding . . . no matter what the 
job, what make of welder is used, or what metals 
are welded. With P&H 

Welding Electrodes, parts 

can be rebuilt or hard sur- 

faced at a far lower cost P&H alse builds a complete line 
than by replacement. of AC and DC are welders 


General Offices: 4616 West National Ave., Milwaukee 14, Wis. 

















They'll Be 


EVEN BETTER 


After the War 





Right now, war production 
is taking the materials once 
used for the products shown 
here. But after this Nation 
has fought its way back to 
peace, those popular Hi- 
LO Pienic Stoves, ZIPPER- 
TOP Rubbish Burners, and 
MULTI-LINE Clothes Dryers 
will be available to you— 
more attractive than ever 


before. 


UNION ‘STEEL 
PRODUCTS CO. 


125 Berrien Street 
Albion, Michigan 




















@ 


ft 
, 


“¢ mi « 
aa : : 
* 


o 


PARALLEL ACTION TOOLS 
Give Wore Power ta You!” 


THE WM. SCHOLLHORN COMPANY 


Peac 
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LOST!...a needle! 


FOUND:... 
a thrilling New World of Sound! 











Aisseonns CROSLEY USER-PLUs is the Instead of the old-fashioned sharp- 






Radio-Phonograph Combination with the pointed needle a permanent sapphire 
exclusive, patented Floating Jewel* Tone stylus is used. As the name indicates, this 
System. stylus “floats” in delicate contact with the 






sides of the sound groove in the record. 









instead 7. It never touches the bottom of the groove 
of this °°“ where the ordinary sharp needle plays. 


















This means “Goodbye” to needle scratch- 
ing, hissing, chattering—no longer do sur- 
face noises fog or jam the clear, pure tone. 
Even old records give forth new richness 
of sound and new records play with full 
clarity and brilliance. All records, new 
and old, will last up to ten times longer 
with the Crosley Floating Jewel* Tone 
System. And its permanent stylus puts an 
end to needle changing. 















Just such a plus as this gives every 
Crosley product extra preference in users’ 
homes — and extra buyer appeal on the 
sales floors of merchants. 









It is Crosley’s aim to design such excess 
values into all Crosley products — those 
scheduled to come after the war as well as 
the familiar appliances already known to 
millions. 







*Reg. U. S. Pat. Off. 







THE CROSLEY CORPORATION 






CINCINNATI, OHIO 


Peacetime manufacturers »{ Crosley refrigerators, radios, other household appliances and the Crosley Car. Home of WLW, “The Nation’s Station. 


See Crosley Exhibit January 4th to 13th—spaces 44 to 48 inclusive—17th floor, American Furniture Mart 


” 
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The Season’s Greetings and 
Best Wishes for the New Year 
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X | A | N S for all ty pes of Army General Douglas MacArthur waves a greeting to bis men as 
ed . k he makes an inspection of bis troops a few hours after the 
vehicles, such as the one shown invasion landings on Leyte in the Philippines. 
Neal? here are vital to the progress of the 
s > Z > > Pac > . . . 
Allied drive both in the Pacific Plate) This fourth war-time Christmas Season of 
Since 1869 European war zones. The Cleveland World War Il finds us still in the grip of war 
Highest Quality Chain & Manufacturing Company necessities and restrictions—with American 
Chains . x6 > > Je ‘ . P . ‘ . 
he Gicien continues to help in the huge boys and their allies still slugging it‘out against 
Sunn task of supplying these chains to an enemy fighting with fanatical last-ditch frenzy. 
every branch of the armed forces All news from the fighting fronts is good and we 
think ahead of victory and peace, but the war is 
far from won for our boys in the foxholes. Let's 


I he LE VE. LAN. D Press sate toe = be thankful that, through them, 


* 


Serving Your Best Interests Always 
(HAIN : 
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WELDED AND WELDLESS 





— (ou era ee 
THE CLEVELAND CHAIN a 2. = 8s Es 6. wom’ 





& MFG. CO. 
Associates: DAVID ROUND & SON, Clevelond 5, Ohio * THE BRIDGEPORT CHAIN & MFG. 


CLEVELAND 5, OHIO CO., Bridgeport 1, Conn. © SEATTLE CHAIN & MFG. CO., Seattle 8, Washington * ROUND 
CALIFORNIA CHAIN CORPORATION, LTD., So. San Francisco and Los Angeles 54 California 
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The Starter That 
Clicked With the Trade! 


~~, 


in the New 
RED PLASTIC 
Can 


Tomorrow's Starter Today! 
New! Distinctive! 


Listed and Approved by Underwriters’ 
Laboratories Inc. 
Submitted to Electrical Testing Leb. Inc., 
for certification. 


Pat. Nos. 3200448-2228210 


Locks Out . . . Resets AUTOMATICALLY 


1 Positively cuts out deactivated, flickering, blinking 
lamps. 

@ When trouble is detected the starter automatically 
cuts off current to the ballast and lamp. 

3 Gives long life to ballast because defective lamp is 


lecked out. Prevents overheating. } 
4 When Licyd AUTOMATIC locks out defective lamp 
—turn off the current—Remove defective lamp—Put 


in @ new lamp. ‘- “ee 
Allow at least one minute to make the above change rea 
of lamps. Turn on the current. The starter aute- cardia 


matically lights the new lamp. 
NO NEED TO DO ANYTHING TO THE STARTER FLEGTRIC 


5 Lloyd NEW PLASTIC CAN has higher dielectric 


strength, is stronger, lighter, distinctive. 
6 Knurled rim on plastic can insures positive grip for HEATERS NOW 
lasertion and removal of starter. 


7 Plastic can is sealed. No projecting lugs to couse 
Te it IN PRODUCTION! 


@ The life of the AUTOMATIC starter is many times 
greater than that of the average lamp. 

9 !t saves maintenance costs and power consumption, 
= and insures longer IMe to the ballast ond APPLIANCE DISTRIBUTORS ESS 


ees tiae = Weitinnetonl - ECONOMASTER 


LLOYD PRODUCTS COMPANY 
Dept. HA-12 Providence 5, R. I. 


en SS ee ee ee ee 
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Deceintie Guletidet: This year Americans 
will have honored their America with the greatest Christmas gift in history 
...not greatest in the sense of cheer and celebration, but greatest in the true 
meaning of giving...the gift of their courageous manhood and womanhood! 
* ** To the eleven million who are so generously demonstrating this gift of 
self to their beloved country and its righteous cause, our Yule wish is one of 
ato) ol -teeMo Male) oloMh cel atclela bYml ol:1e14-MaMMelale Mi ial-M ole) 4-1e col male] ol-Molm@VanlclalaeM Mactitl aa) 


gift to Americans —the reunion of all loved ones with home and fireside! 


ENGLISHTOWN CUTLERY, 2a. 


230 FIFTH AVE., NEW YORK 1,N. Y FACTORY, ENGLISHTOWN, NN. J. 
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\ i “ Hf 
AT aa | | long handle, round i H 
ic if point, OPEN BACK ; j 
shovel with Steel Hi 
—__ i Hh | 
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long handle, round 
point, CLOSED BACK 
shovel ... with Steel 
1-Beam Handle Rein- 
forcement 





1-Beam Handle Rein- 
forcement 


Shovels, spades and 
scoops made by Wood 
never come back... but 
the men who buy them 
do... to buy these same 








good-will building brands again and again. Because 
Stuart and Wilson Brand Shovels are MADE—FIRST TO 
LAST... are sold with the unqualified guarantee that each 
and every Wood manufactured tool must make good. 


The day is approaching when Stuart and Wilson Brand 
Shovels, Spades and Scoops, will be available in un- 
limited quantities. Include these repeat sellers in your 
post war plans for bigger, better business. Tell your job- 
ber now that you want Stuart and Wilson Shovels ... the 
complete shovel line answering every Hardware Require- 
ment of Quality, Construction and Price. 








@ A National Organization specializing exclusively 
in Shovels, Spades and Scoops. 
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TIME 
TO SWITCH OVER 








We are still 


B2% on War Wonk 


But after the war 


“ 
GILBERT will offer 


% Lonc-Livep QUALITY 
% SturDyY DEPENDABILITY 
% SMART STYLE AND 


% ALL-ARoUND VALUE 


to justify Gilbert’s continued right to the 
title: 


“Clock makers to the nation since 1807” 





The Wm. L. Gilbert Clock Corp. 
Winsted, Conn. 








Keep Your Postwar Eye on 
| 
GILBERT 


alarm 


CLOCKS 
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YEAR END RHYMES TO A RETAILER 

















Among the things that won't be missed 
Markdown cards will head the list. 
if marking-down is your nightmare 

You're just not wise to Pyrex ware 





























What other manufacturer, please, 
Provides you selling helps like these? 

From Pyrex ware each year comes four 
Complete Display Kits for your store. 














ha 


Ask your distributor's salesman for Pyrex Wa 
to Corning Consumer Products Division, 


Consumer Products Division 





re Dealer Helps or write direct 
Corning Glass Works, Corning, N. Y. 


When you need 
A sale that’s 
Your Pyrex jobb 
To serve you 


900ds you want 'em fast, 
missed is gone and Passed. 
er’s ‘round the block 

Well from his Own stock. 


JOHN G. 


Wit. J. Fx 


Wintiam ¢ 


Mau M. WE 


R. J. Brron 








PYREX 


SR ano 


OVEN WARE 
for better and faster 


CORNING GLASS WORKS, CORNING,.N.Y. = 
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Informal-Editorial Comments... ., 


Just Among Ourselves 


... By Charles J. Heale, ‘Editor of HARDWARE AGE 








“Don't Expect Too Much 
Too Soon’— 
Nor Too Early in 1945:— 


VJ have been 


saying “Don’t Expect Too 
Much Too Soon” so many 
times for the past year that we 
nearly say it in our sleep. It 
needs repeating again and 
now, as we face the closing of 
1944 and come close to the 
new year 1945. In recent 
weeks, the whole tenor of offi- 
cial Washington statements 
closely parallels this thought. 
This represents an almost com- 
plete reversal of many previ- 
ous opinions from that source. 

For many months there 
was a veritable deluge of news 
releases suggesting some sub- 
stantial relief on certain scarce 
essential consumer goods at an 
early date. Very little ma- 
terialized and it would now 
appear that any major recon- 
version toward such a goal will 
still be subjected to further 
delays. 

No true American would 
even suggest any departure 
from the policy of “winning 
the war first,” but every citi- 
zen is justified in protesting 
against misleading optimism 
which has encouraged, or at 
least permitted, so much 
newspaper publicity on pos- 
sible or probable reconversion 
programs that never devel- 
oped. News headlines fairly 
screeched out with statements 


not justified by careful read- 
ing of the full facts involved 
and, as far as we can learn, 
nothing was ever done about 
it in Washington, where it 
should have been known that 
these headlines were not tell- 
ing the truth. 

Many of the official news 
releases were so complicated 
that it was extremely difficult 
to get the proper perspective. 
Early paragraphs seemed to 
hold out high hopes for all 
kinds of essential civilian 
goods and not until you stud- 
ied out many more para- 
graphs, sometimes pages, did 
you catch up with the “ifs,” 
the “whereas” and_ other 
qualifying, and often nullify- 
ing, factors involved. 

American business does not 
want to be “kidded” by its 
Government, directly or indi- 
rectly, and is entitled to know 
the facts. If essential civilian 
goods cannot be produced for 
six months, or even another 
year, Washington should so 
advise interested industrial 
groups and make their state- 
ments so clear-cut that misun- 
derstandings could not de- 
velop—and if they did there 
should be a prompt correc- 
tion. 

By and large. WPB has 


done a magnificent job of 
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marshalling production for 
war purposes. It should not 
spoil that record through care- 
less handling of its news 
stories that permit mislead- 


ing headlines and misinterpre- 
tations on the probable avail- 
ability of essential civilian 
goods. A good New Year’s 
resolution for WPB would be 





a publicity program in 1945 
that provides facts and noth- 
ing else, so that business men 
and consumers can both plan 
accordingly. 


Adult Games Active After Holidays:— 


rp HE tremendous Christ- 

mas gift volume on adult 
games has overshadowed the 
fact that the ensuing months 
of January, February and 
March are the greatest game- 
playing months of the year,” 
writes a manufacturer of such 
products. He continues, “In- 
stead of a drop in volume, re- 
tailers can easily enjoy in- 
creased business that is ready 
and waiting. Proof of this 
are the sales records of a num- 
ber of key stores which have 
been alert enough to feature 


games for home entertainment 
—capitalizing on the long, 
wintry nights when people stay 
at home and seek the entertain- 
ment and_ relaxation that 
games afford.” 

This strikes us as good mer- 
chandising logic. Most hard- 
ware stores could feature 
games in the first quarter of 
the year and enjoy some 
profitable volume on the line, 
for, as stated, the first three 
months of the year must surely 
be the greatest indoor season 
in this country. It should be 


equally true that juvenile 
games could enjoy an impor- 
tant market in this season as 
children, too, must depend 
upon indoor diversion at this 
time. 

There is a great variety of 
adult games available today— 
wide enough to appeal to all 
kinds of tastes and pocket- 
books. Hardware dealers who 
have not previously featured 
games in the post-holiday pe- 
riod would find this line help- 
ful in maintaining their sales 
levels. 


Happy New Year 1945—a Victory Year:— 


YEAR ago we expected 

and hoped for victory in 
Europe by this date. We 
didn’t quite make it—but the 
progress of American arms, 
with those of our allies, has 
been tremendous—and now 
1945 seems to surely promise 
the victory we hoped for in 
1944. If we get it, it truly 
will be a very happy New 
Year for all of us. 

A year ago we also hoped 
for an _ overall production 
which would permit reason- 
able quantities of essential ci- 
vilian goods that are still on 
the critical list and very 
scarce. Perhaps 1945 will 
bring about partial relief in 
this direction. 
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Surplus goods disposal in 
hardware store lines may also 
be expected in the. new year 
and that also may help to some 
extent. 

Certainly, wholesale and 
retail hardware distributors 
who have survived thus far 
can properly be expected to 
carry on for the duration and 
be in condition to meet post- 
war problems in an efficient 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 120 











and competitive way. In or- 
der to do this, 1945 should be 
a great year for planning, 
thinking and acting on mod- 
ernization of store fronts, in- 
teriors and lighting equip- 
ment; for studying potential 
markets for the new lines that 
will be added; the wartime 


goods that will be retained © 


and, of course, the basic 
hardware store inventory that 
will be resumed. Nineteen 
forty-five will be a busy year. 
Hardware distributors who 
make the most of the new year 
will be in the best shape to go 
forward in the near-at-hand 
peacetime economy which 
will bring many acute prob- 
lems of its own. 
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“I’m not too busy to wish you 
A Merry Christmas” 













r- Wouldn’t you just guess that Santa Claus would have to plan trips on priority, 
be too, this year? And he’s right when he says ‘““Thanks to you’’ — because it is the 
° forbearance and good-natured “getting-along”’ by you and your customers that 


released production facilities for war-winning materiel. 
Makeshifting isn’t easy. Lockwood’s ‘‘Victory” Line of Builders’ Hardware 


“ Trim and Locks is nothing aside of what we’d like to offer you — and will again, 
at after V-Day — but it helps keep customers happy — and merchants in business, 
ie until the day when Lockwood dealers will really reap the fu// profits of the 
F Lockwood Builders’ Hardware Franchise Plan. 


So, ‘thanks to you” again, and let us not forget that the foundations of a good 
peace, or a good business, are based on an old phrase, 


‘ “‘Goodwill toward men.’’ ' 

; | The Lockwood Hardware Mfg. Co. 
h Division of Independent Lock Company 
FITCHBURG, MASSACHUSETTS 
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Hardware Age 
Post-War Forum 


“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


\ \ E salesmen are in 


for a rude awakening when the 
war is over. And it may be over 
sooner than some of us expect. 


For two years ‘or more we've 
had a soft job—too soft, perhaps, 


for our own good. We did not 
have to go out into the territory to 
solicit orders. Customers came to 
us—by letter, by telephone, by 
telegraph, and in person. “What 
have you got to sell?” they de- 
manded, and bought whatever 
they could get, often without ask- 
ing about price, style, or quality. 
It was a seller’s market. 

No longer was it necessary for 
us to spend weeks away from home 
on selling trips, calling on cus- 
tomers and prospective customers 
in big towns and little towns, 
spending nights in small hotels, 
trying to sleep in hard, uncomfort- 
able beds, eating strange food in 
out-of-the-way places—all for the 
sake of getting signatures on the 
dotted line. 

No, many of us haven’t had to 
do much traveling and selling since 
Pearl Harbor. We've spent most 
of our time doing odd jobs in the 
office and plant, staying on the 


“They shall beat their swords into ploughshares 


Let's Prepare Ourselves} { 


“Many new products will become a 

part of the average business when 

peace comes and we salesmen might 

as well make up our minds now to 
sell them—or else!” 


By R. C. JONES 


Sales Representative, 
Atlanta, Ga. 


payroll, trying to think of bigger 
and better excuses for being un- 
able to furnish more goods. There 
was never enough merchandise for 
our regular customers; there was 
none at all for new accounts. 

As a result of this inactivity, 
some of us have gotten soft and 
have lost some of our pep and ag- 
gressiveness. We haven’t had to 
stay constantly “on our toes,” try- 
ing to out-think, out-smart, and 
out-sell our competitors. We 
haven’t had to stay awake nights 
trying to think of satisfactory ex- 
planations for losing good ac- 
counts. In fact, we haven’t had to 
do any real, honest-to-goodness 
selling at all. Some of us have for- 
gotten how to sell! 


Oo ; Oo 

“When the war is over we shall 
have an era of production, selling 
and competition such as we have 
never known before . . . Pre-war 
production was ‘chicken feed’ com- 
pared to what our industries can 
and will produce in the post-war 
era. They will turn out products in 
quantities never dreamed of before 
—turn them out faster, less expen- 
sively and superior in quality.” 


oO a 


When shortages of goods be- 
came more acute, most firms were 
confronted with the problem of 
maintaining their sales volume, 
making expenses, and keeping 
their employees on the payroll. 
Many jobbers added new lines 


which could be sold to their regu- 
lar trade, thereby compensating 
for at least a part of the business 
lost in regular lines. 

Other jobbers, who tried to add 
new lines, ran into considerable 
opposition when they tried to get 
their salesmen to sell them. Hav- 
ing “cut our teeth,” so to speak, 
on old, familiar staples, some of 
us just couldn’t “see” the new 
products at all. We fought them 
to the bitter end and did our 
darndest to convince the boss that 
the “new-comers” couldn’t be sold. 
Didn’t we know our trade better 
than anyone else? Couldn’t we 
tell in advance that our customers 
wouldn’t buy the new stuff? Sure 
we could! Then why not take our 
advice and forget about the new 
lines? 

Some of us won our point, and 
lines which might have helped 
greatly in keeping up our volume 
—lines which might have become 
a permanent and profitable part of 
our post-war business—were cast 
aside because of lack of vision, 
foresight, and willingness to sell 
them. 

You do not believe these state- 
ments are founded on facts? I 
assure you that they are. Here are 
three instances: 

Actual sales tests in a certain 
territory by one jobber proved 
without doubt that an agricultural 
product new to that section could 
be sold in volume, and at a satis- 
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factory profit. This particular job- 
ber admitted that his salesmen 
sold far more than he had ex- 
pected. 

When the results of this test 
were placed before a jobber in an- 
other part of the territory, he was 
favorably impressed, and wanted 
to give the new product a trial. 
But when he called his salesmen 
together and tried to interest them 
in it, they opposed it. To the last 
man, they said it couldn’t be sold 
in that territory and that it was a 
waste of time to try. 

Now, if these men had objected 
to the new line after having shown 
samples, quoted prices, explained 
its advantages, and made a rea- 
sonable effort to get their dealers 
to stock it, and then had met with 
unfavorable reaction from the 
dealers themselves, there would 
have been good, sound reason for 
their opposition. However, no 
such test had been made ip their 
territory, so actually they did not 
know whether the new item could 
be sold or not. Apparently, they 
were opposed to it simply because 
of personal prejudice. They were 
not willing to tackle something 
new. 

o a 


“The present is the time for every 
salesman, regardless of his line of 
business, to take a personal inven- 
tory, discover his faults and short- 
comings and start correcting them 
today. Let us prepare ourselves for 
the biggest era of selling in our 
history, by reading and absorbing 
all available information on any 
new product that might affect our 
business and by studying the po- 
tential markets for these new prod- 
ucts.” 


O 0 


The jobber did not take on the 
new line, of course. “There’s no 
use in trying to sell something if 
our men take that attitude,” he 
explained. 

The sales manager of another 


DECEMBER 21, 1944 


for Post-War Selling! 












































R. C. JONES 


wholesale house said, after con- 
sidering the new line, “I believe it 
has possibilities, and we surely 
could use some extra business, bul 
our men are getting old and we 
can’t get them to take any interest 
in new lines.” 

Still another jobber remarked, 
“Our men have been. so accus- 
tomed to selling the same lines to 
the same class of trade for such a 
long time, that they don’t know 
how to sell anything new. I don’t 
know what we are going to do with 
them after the war, when many 
new products, requiring new sell- 
ing methods, will be on_ the 
market.” 

Does this not indicate that some 
of us are getting soft, that we have 
ceased being salesmen and have 
become order-takers? 1 think that 





and their spears into pruning hooks.”..... ii, 4; Michab, Iv, 3 


it does. And if we think we can 
get by with this sort of thing after 
the war, we are in for a surprise, 
for many new products will be- 
come a part of the average busi- 
ness when peace comes, and we 
salesmen might as well make up 
our minds now to $%ell them—or 
else! 

It has been said by more than 
one economist that when the war 
is over we shall have an era of 
production, selling, and competi- 
tion such as we have never known 
before. If we think that American 
industries knew something about 
mass production before the present 
conflict, we have another great sur- 
price in store for us. Pre-war pro- 
duction was “chicken feed” com- 
pared to what our industries can, 
and will produce in the post-war 
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Join the Hardware Age Post-War Forum! 


Day by day. the need of adequate post-war planning impresses 
itself upon our consciousness. And daily we are coming to realize 
more and more that this planning must not be delayed. Plans for 
the post-war period must be made now. There will be untold op- 
portunities after the war but the firms that have planned and are 
ready will be the ones to capitalize upon them. Competition will 
be keener than ever before in the field of manufacturing and 
there will be many new phases entering into the business of 


distribution. 


All branches of industry—manufacturing. wholesale, 


and retail—should make their plans now for post-war business. 

The Hardware Age Post-War Forum is devoted to an exchange 
of ideas on this vital subject of post-war thinking and planning. 
You are invited to take an active part in its deliberations and 
te contribute your ideas upon this vital subject. 








‘era. They will turn out products 
in quantities never dreamed of 
before—turn them out faster, less 
expensive, and greatly superior in 
quality. 

This great production of Ameri- 
can products must be sold! Every- 
one on down the line—producers 
of raw materials, manufacturers, 
wholesalers, and _ retailers — will 
have to do a selling job to keep 


the products moving out of ware- 
houses and stockrooms and into 
the hands of consumers. 
Competition will be greater than 
ever, we are told, and we shall 
have to do some real, hard, ag- 
gressive, creative selling to get, 
and keep, our share of business. 
Therefore, the present, is the 
time for every salesman, regard- 
less of his line of business, to take 








a personal inventory, discover his 
faults and shortcomings, and start 
correcting them today. Let us pre- 
pare ourselves for the biggest era 
of selling in our history, by read- 
ing and absorbing all available in- 
formation on any new product that 
might affect our business, and by 
studying the potential markets for 
these new products. 

Let us take renewed interest in 
our present lines, and try to dis- 
cover new, hidden selling points 
formerly overlooked. 

Let us get ready now for an era 
that will call for the best we can 
give in the way of ability, in- 
genuily, aggressiveness, and sales- 
manship. 

Post-war selling will have no 
place for the man who says, “I 
can’t sell that!” It will have a big 
place for the salesman who says, 
“Tt can be sold, and / can sell it!” 


Odd Sizes and Types of Sporting Goods 
Disposed of By Unique Sale 


AST winter, Alexander Grant’s 
Sons, Inc., of Syracuse, N. Y., 
disposed of a wide variety of odd 
sizes and types of winter, spring, 
summer and autumn sporting 
goods, all of which were in good 
condition. Attention was called 
to these items by four scrolls in 
the store’s display window. Each 
of these scrolls listed items to be 
sold under certain classifications. 
The first listed “Clothing and 
Campers’ Supplies,” the second 
“Skiing and Baseball,” the third 





The scrolls listed the various items for sale under 
four separate headings. A built-up display of some 
of the items to be sold was in a central location. 
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“Hockey, Track and Miscellane- 
ous,” and the fourth “Football, 
Soccer, Basketball and Boxing.” 


These items were offered for quick 


sale and, while they were all per- 
fectly good items, they were, in 
effect, “odd numbers.” Although 
a few pieces of merchandise were 
displayed in the window, the 
lists on the scrolls were the main 
feature of the window display. A 
long banner across the top of 
the window bore the words “In- 
ventory Housecleaning Sale.” 


or color were 


In the store itself were display 
tables of these items bearing price 
cards “This Gets the Axe,” each 
card also showing a hand grasp- 
ing an axe. All items were marked 
down from 25 per cent to one- 
third off their original prices and 
all were at odd prices to give the 
proper bargain complexion to the 
sale. Original prices also were 
indicated on each item. Many cus- 
tomers enjoyed some out-of-sea- 
son bargains as a result of the 
sale. 


More odd items, all good but only one of a size, type 
featured on tables inside the store 


with signs which bore the legend “This Gets the Axe.” 
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Socks and mittens are displayed in tilted boxes on open counters where they catch the eye. 








QO UTDOOR clothes 


have paid fine dividends to the 
Bremmeyr-Bain Co., Inc. of Petos- 
key, Mich. While this firm had 
always handled hunting clothes to 
some extent, it was only during 
wartime that the department was 
enlarged to include more items, 
some for men and others for 
women. The result has been an 
increased profitable patronage for 
the lines and a notable increase in 
store traffic as well. 

Petoskey has a population of 
only 6000, but it is host to thou- 
sands of vacationists, hunters and 
fishermen every year. Naturally, 
people who get outdoors a lot need 
warm clothing and they can get it 
at the Bremmeyr-Bain store. 

The store carries a sizable line 
of men’s hunting clothes. There 
are red hunting jackets and mack- 
inaws ranging up to $19.00 in 

(Continued on page 91) 


LECEMBER 21, 1944 


Outdoor Clothes Department 
Builds Traffic and Profits 


Bremmeyr-Bain Co., Inc., always 
found it worth while but it 
has added wartime importance 


Hunting clothes 
are hung upon a 
rack in orderly 
arrangement. It 
is an easy matter 
to see these 
items there; they 
may be removed, 
tried on and re- 
placed on the 
rack without dis- 
turbing the effect. 
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Samples are ranged 
in rows and each is 
tacked to strips of 
wood. Each one is 2!/2 
ft. long. Samples are 
featured just below 
the ceiling around 
two of the walls. 


Wall Displays of 
Samples Increase 
Sales of Wallpaper 
40 Per Cent 


Manistee Hardware features more 
than 100 samples and finds the 
idea saves time and aids sales 








M.. E than 100 


samples of wallpaper carried in 
stock are displayed in effective 
fashion on two walls of the Manis- 
tee Hardware, Manistee, Mich.. 
and this sort of display has helped 
the store increase its wallpaper 
volume about 40 per cent. 

F. L. Bristol, owner, says that 
he thought of the idea one day 
when he was looking at the near- 
the-ceiling area and wondering 
what use he could make of that 
section for display. He finally hit 
upon the idea of placing wallpaper 
samples at this spot and showing 
enough of each sample so that the 
display would be visible from the 
floor and would attract the atten- 
tion of prospects. 


Ranged in Rows 


Under Mr. Bristol’s plan, he 
shows about 214 ft. of each sam- 
ple. This is a large enough piece 
of wallpaper so that the prospect 
can see how the pattern will look 
on a wall. The samples are ar- 
ranged in rows, tacked onto strips 
of wood and thus remain in neat, 
attractive order throughout the 
entire length of the store. In some 
areas Mr. Bristol has the room to 
display two rows of samples; in 
some, three rows, and in others 
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only one row. By means of this 
display arrangement, he is able to 
make use of most of the near-the- 
ceiling space throughout two sides 
of his store and also promote sales 
of wallpaper at the same time. 

Each sample bears a price and 
bin marking. By merely checking 
on the bin number, Mr. Bristol can 
go to his wallpaper stock at the 
rear of the store and get the pat- 
tern in which the customer is in- 
terested. The wallpaper samples 
can be kept clean very easily by 
means of a long duster on the end 
of a broom and this can be done 
without interfering with the ar- 
rangement of samples. 


Saves Selling Time 


Such a display helps consider- 
ably in these days of manpower 
shortages. For example, a woman 
shopper who is interested in pur- 
chasing wallpaper can walk along 
the aisles inspecting the various 
samples while waiting for a sales- 
man. In fact, she can just about 
select what patterns she wants. This 
makes the actual selling much 
easier and it also takes less time. 

“Wallpaper is an item that 
women do not buy as quickly as 
they do some other articles,” de- 
clares Mr. Bristol. “They like to 
linger over two or three selections 
before making a final decision. By 
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displaying samples out in the open * 


we give those women an oppor- 
tunity to compare samples they 
like and then to make a choice.” 

Another factor worth consider- 
ing is that the display of wallpaper 
ties in with and promotes the sale 
of paints. The store has a large 
paint department which is patron- 
ized by city and rural customers 
alike. Many of the wallpaper sam- 
ples are displayed directly over the 
principal paint area and this has 
helped to increase the sale of 
paints. Clerks always mention 
paints to wallpaper customers, for 


Three rows of these 
samples are in some 
areas, two in others 
while in some spots 
there is only one. 
Each sample bears a 
label showing price 
and its stock bin. 


the person who buys wallpaper 
usually has a little painting to do 
as well. 

Regarding the display of paints 
in the store, Mr. Bristol uses two 
small step-up arrangements facing 
one aisle and directly in front of a 
large wall display. These two step- 
ups are used for featuring many 
small cans of paint in mass dis- 
plays. These get many a customer 
interested in paint and this fre- 
quently leads to the sale of larger 
cans. The step-up displays begin 
at floor level and reach as high as 
the countey tops. 





Two step-up fixtures are used to feature mass displays of small cans 
of paint. These displays extend from floor level to the counter tops. 
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C ARRYING more 


than 50 patterns of dinnerware 
during wartime has helped the 
F. H. Retzlaff Hardware Co., New 


Farmers often visit this table of white dinnerware for replacements. 











One table near the 
entrance has a display 

of fast-moving dinnerware as 
well as novelty glassware pieces. 


Progressive Displays Add | t 


Ulm, Minn., build a large busi- 
ness on this line. Serving towns- 
people and farmers alike, this 
store devotes about 20 per cent of 
its large first floor location to a 
showing of dinnerwear, glassware 
and gifts and this display policy 
has paid off very well. 

Dinnerware patterns range in 
price from $4.95 to $42.50. Sets 
containing from 32 up to 100 
pieces move well at this store, for 
there are families of all sizes in the 
trading area. Farmers especially 
like the sets with more than 75 
pieces, says Waldemar Retzlaff, 
who with his father, F. H. Retzlaff, 
operates the store. 

The display of china and glass- 
ware has been carefully planned 
so as to get the maximum number 
of sales. For example, one table 
near the front entrance to the store 
contains a display of some of the 
fast-selling dinnerware patterns 
and also some novelty pieces in 
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The top shelves on 
the sidewall hold china, 
glass and pottery. Below one 


sees the ovenware and mixing bowls. 


glassware. Several tables back is 
a large display of ordinary white 
dinnerware. Farmers visit this 
table frequently in order to buy 
extra cups and saucers and plates 
for everyday use on the farm. 
Stocks have to be replenished fre- 
quently, as the volume of this re- 
placement business is consider- 
able. 

“To date we have been able to 
carry quite a large stock of din- 
nerware,” says Waldemar Retz- 
laff. “Our dinnerware business 
has been decidedly satisfactory. 
Display has been a big factor. 
W. A. Raabe, who does our book- 
keeping, also doubles as our dis- 
play and window trim man and 
he really gives this dinnerware de- 
partment an attractive appearance. 
Women like to shop in an attrac- 
tive store, we find.” 

The sidewall displays of china, 
pottery and glassware are well 
worked out. For example, the top 
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Glassware Volume 


F. H. Retzlaff Hardware Co. gives 20 
per cent of first floor space to 
these lines and finds it pays dividends 





Teapots, coffee pots, vegetable dishes and bowls are in mid-store area. 
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shelves of one area are devoted to 
a showing of colored pottery and 
some enamelware. The shelf di- 
rectly below contains a showing of 
various patterns of dinnerware 
which are displayed on an incline 
which serves to bring them to the 
attention of customers. 


Salt and Pepper Shakers 
The wide bottom shelf on this 


display is given over to a large 
showing of figurines and salt and 
pepper shakers. This store has 
capitalized on the salt and pepper 
buying craze to a remarkable ex- 
tant. Many women buy these items 
as a hobby. In some instances. 
women have 20 or more sets of 
shakers. One woman came into 
this store not so long ago and 


bought $8 worth of salt and pep- 
per shakers at one time. 

This same sidewall display area 
has an interesting and practical 
lower level display, beginning sev- 
eral inches above the floor. This 
section at one time had been de- 
voted to a showing of wicker 
goods, clothes baskets, etc., which 
did not harmonize with dinner- 
ware and glassware. The manage- 
ment of the store then built a 
three-level, step-up display area 
for mixing bowls, ovenware and 
similiar goods. The shelves were 
painted a light color so as to make 
the merchandise stand out to ad- 
vantage. 

As a result of this display ar- 
rangement, the Retzlaff store now 
has room to show many items 








The Post-War Kitchen—We Dont‘ Think! 


\ 
POSTWAR 
FAUCET - KITCHEN — 





Widespread, exaggerated forecasts from some writers as to labor saving 
equipment to be found in post-war homes—-particularly in the kitchen—inspired 
members of The Schaible Co., Summer St., Cincinnati 14, Ohio, to issue a four- 
page folder on a “Postwar Faucet Kitchen.” The weird kitchen proposed in the 
folder would be built around a giant revolving faucet having a control seat for 
the operator who would operate just about everything in the kitchen with a 
push button. A chemical garden would “raise” pre-hydrated fruits, vegetables 
and fish. Illustrated is the artist's conception of this “nightmare” kitchen as the 
Schaible company’s folder terms it. Provisions would be made for swimming 
and wading in the kitchen, when desired. Except for a brief statement to the 
effect that the company will, as soon as it is permitted, produce a greatly 
increased volume of refined pre-war models and improved gate, radiator, and 
air valves, together with altogether new items and newly designed existing items 
to round out a very complete line of high-quality goods the folder is devoted 
entirely to the “nightmare kitchen.” Copies of the folder may be ordered from 
the company in reasonable quantities which the trade can put to good use. 





ON AVAILABLE GOODS 


which women want to buy for their 
kitchens. Waldemar Retzlaff says 
that by placing such goods near 
the dinnerware and glassware sec- 
tion more sales have been 
achieved, for women can inspect 
the complete line at one time. Price 
placards throughout the area help 
the women identify the items and 
enable them to make their choice 
more quickly. 

“We take great care to keep our 
dinnerware and glassware sections 
clean at all times,” says W. A. 
Raabe, “especially these floor level 
displays. This cleanliness helps 
sales considerably.” 


Farm Goods Department 


This store also has a farm goods 
department in the same building. 
One table of mixing bowls, milk 
pitchers and other crockery has 
been placed in that area to appeal 
to farm women who go shopping 
there with their husbands. This 
has been found to be a good idea 
for many farm women buy crocks, 
mixing bowls, etc., when they see 
them. The store carries crocks in 
all sizes up to those of 30 gallon 
capacity. 

The dinnerware and glassware 
department is advertised occasion- 
ally in local newspaper advertise- 
ments and also in direct mail to 
rural routes. The store has some 
excellent display windows and the 
line gets a fine showing about once 
a month. All kinds of china and 
glassware featured by the firm are 
shown in these window displays 
which are always artistically ar- 
ranged so that they arrest the at- 
tention of people passing the store. 
Increased sales are the result. 
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PLAN NOW TO STOCK 
THE COMPLETE 
REMINGTON LINE 


BRIDGEPORT, CONN., December 
1944. The day is coming when you'll 
again be able to display and sell a com- 
plete line of sporting firearms and am- 
munition. And when that day arrives 
it will pay you to stock the Remington 
line because it is a complete line. 

Remington sporting ammunition in- 
cludes the famous Remington Express 
and Shur Shot shotgun shells. In the 
metallic cartridge line there are the 
powerful Remington Hi-Speed 22’s and 
the big game hunter’s favorite—Rem- 
ington cartridges with soft-point Core- 
Lokt bullets. All have the exclusive 
Kleanbore non-corrosive priming. 

The Remington name has been syn- 
onymous for years with high quality 
rifles and shotguns. There is a Reming- 
ton rifle for every type of small bore 
rifle shooting, ranging from the popular 
bolt action, single shot, Model 510 
Targetmaster to the fine autoloading 
Model 241 Speedmaster. Remington 
makes a complete line of high power 
rifles for big game shooting. For hunt- 
ers, trap or skeet shooters there are 
Remington shotguns to fit all needs. 

The Remington line also includes 
complete equipment for trap and skeet 
shooting, including traps and the fa- 
mous Blue Rock targets. And for every 
gun owner there is a Remington gun 
cleaning aid—Remington Gun Oil, 
Remington Gun Grease, Remington 
Powder Solvent and Remington Rust 
Remover. 

Remington products are backed by 
years of experience in the manufacture 
of sporting firearms and ammunition. 
Hunters and target shooters know that 
“If It’s Remington—It’s Right.” 
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Ehristmas-1944... 


It’s just a few days until Christmas... 

























A soldier huddles in a fox hole, half 


mS 

. S 
buried in mud. Clouds of vapor rise like 
ghosts from the lush undergrowth and 





= disappear silently into the dripping foli- 
age above. 


The pale gleam of tiny lights on the in- 
strument panel cast an eerie glow on the 
taut face of the fighter pilot. 20,000 feet 
below, pin-point flashes of ack-ack guns 
wink menacingly. 


















Cold, scuddy clouds race low across the 
sky. Mountainous waves of the angry 
sea wash over the bow of a sleek de- 
stroyer. On the bridge, the officer on 
watch tucks his chin deep into his coat 
collar and sweeps the horizon with his 
binoculars for a tell-tale wisp of smoke. 





For these boys, let’s top off our Christmas list with one or more War 
Bonds. Each Bond we buy will help speed the day of their return. 
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When you have a question— 
Drop Remington a line 


Customers sometimes have a habit of 
firing questions at you that only a 
laboratory technician could answer. 
When you get any questions like that 
about guns or ammunition, we'd like to 
help you answer them. 

The more you know about guns or 
ammunition the more ‘authority your 
recommendations carry with sports- 
men. The next time you have a ques- 
tion put to you by a customer, or one 
occurs to you, yourself, drop us a line. 
We’ll answer as promptly and com- 
pletely as we can. 


Express, Shur Shot, Hi-Speed, Kleanbore, Target- 
master, Speedmaster and Blue Rock are Reg. U.S. 
Pat. Off.; Core-Lokt is a trade mark of Remington 
é Arms Co., Inc., Bridgeport 2, Conn. 
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Buys and Reconditions Old Stoves— 
And Up Go the Profits! 


The Wisler Hardware Co. locates 
them in the classified ads and 
plenty of customers do the rest 





iis of both new 


and used stoves have aided appre- 
ciably in building wartime volume 
for the Wisler Hardware Co. of 
Mancelona, Mich. Most of the 
business in used stoves has been 
developed by the simple expedient 
of being wide awake and “on the 
job.” 


Inspecting a used 
stove in the store's 
repair shop. These 
stoves are given 
a thorough over- 
hauling and re- 
conditioning and 
are then sold. 
Profits are excel- 
lent and there are 
always plenty of 
customers for 
stoves in that sec- 
tion cf the state. 


J. P. Wisler constantly checks 
up on the advertisements in the 
newspapers of nearby towns and 
purchases used stoves and other 
appliances which are advertised 
for sale in those columns. These 
are reconditioned and sold at a 





New stoves are also sold by the firm. Here we see a number 
of coal or wood circulating heaters on display in the store. 
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decidedly worthwhile profit. There 
is always a large number of used 
stoves in the store and they attract 
customers. These, together with 
new stoves, both rationed and ra- 
tion free, serve to keep business in 
this department in a flourishing 
condition. 

Here is an example of how the 
method works out. Some time ago 
Mr. Wisler saw an advertisement 
among the want ads, followed it 
up and purchased a number of old 
stoves for the sum of. $90 for the 
lot. These were reconditioned in 
the store’s service shop and were 
later sold for $250. In another in- 
stance, Mr. Wisler paid $20 for a 
number of old stoves, recondi- 
tioned them and sold the lot for 
$100. 

“We are located in the center 
of northern Michigan’s great hard- 
wood area,” says Mr. Wisler, “and 
this means that # great many wood 
stoves are bought and sold. We do 
a very fine stove business every 
year, and we didn’t let wartime 
shortages stop us. We went right 


(Continued on page 90) 
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/T HAD TO BE DONE 
AND WE DIDIT! ~ 


BOSTON WOVEN HOSE & RUBBER COMPANY 


WORKS: CAMBRIDGE, MASS., U.S.A. P.O. BOX 1071, BOSTON 3, MASS., U.S.A. 
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Why We Use Broken and 
Full Package Prices 


How one firm has solved a problem 
of reducing cost of distribution 
and placing dealers in a position 
where competition becomes easier 


By WM. FRANKFURTH 
President, 
Frankfurth Hdwe Co., 
Milwaukee, Wis. 


\ \ E use broken and 


full package prices because we be- 
lieve they will help to reduce the 
cost of distribution and place 
dealers in a better position to com- 


pete. Breaking packages, repack- 


ing and handling is costly and 
should be avoided wherever prac- 
tical. Full package buying can be 
encouraged by using double pric- 
ing; namely, a lower price for the 
full package than for the broken 
package. 

This immediately brings up the 
question, “Can the jobber afford 
to sell at lower prices than he does 
now, for his labor costs and other 
expenses have increased?” This 
can best be answered by a break- 
down of overhead and a graphic 
example. 

There are many ways to break 
down overhead and, in our opin- 
ion, it would be incorrect to ap- 
proach this problem with a stop 
watch and try to figure the cost of 
each operation, because it couldn’t 
be accurately divided or properly 
allocated and many factors would 
be overlooked entirely. We wanted 
to know the average cost per item 
sold (or average line extension) 
and average cost of handling it. 
To obtain these we divided our 
net sales for one year and then the 
total overhead for one year by 
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the total number of line extensions 
for that year. By line extension 
we mean, each item priced and ex- 
tended on our invoices. For ex- 
ample, the following invoice has 
three line extensions: 





WM. FRANKFURTH 


We will see below in Table A 
what effect broken package selling 
has on net profit, using $12.00 per 








1/12 Doz. Hammers 
2 Kegs Nails 


5 Gro. Wood Screws 


S®O® 


$12.00 Doz. $1.00 


3.55 Keg 7.10 
.20 Gro. $1.00— .50 50% 





$8.60 





I will use hypothetical figures 
for the following example for no 
two jobbers would get the same 
answer. The figures will vary 
based on the method of operating 
and the type of merchandise han- 
dled. Let us say that we find our 
average line extension to be $2.40 
and our average overhead cost per 
line extension 40 cents, our aver- 
age margin of profit on sales 20 
per cent and déur total overhead 
18 per cent on sales. 





dozen as the broken package price 
and $11.50 per dozen as the full 
package price. 

If we always sold in 1/6 dozen 
lots, we would just break even. If 
we always sold in 14 dozen lots 
our net profit per dozen would be 
3 times 20 or 60 cents for each 
dozen sold. 

Our margin at $12.00 per dozen 
is 20 per cent while our margin at 
$11.50 per dozen is 1614 per cent. 
(See Table B at bottom of page.) 








TABLE A Margin Cost per Profit or 
at 20% Extension Loss 
1/6 Doz. @ $12.00 = $2.00 40 40 .00 
\Y% Doz. @ 12.0 = 3.00 .60 40 + .20 
TABLE B Margin Cost per Profit or 
at 16.5% Extension Loss 
yy Doz. @ $11.50 = 95 40 + .55 
1 Doz. @ 11.50 = 1.90 40 41.50 
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YOU'LL BE THRILLED 


| .-. » TO SEE 2 NEW LINES THAT MEAN 
: IMPROVED SALES FIGURES for YOU 





VISIT }: OUR SURPRISE DISPLAY of KITCHEN SINKS 
JAN. 4-16, 1945 JAN. 22-27, 1945 

Chicage Furniture Mart Hew York Furniture Exchange 
SPACE 1545 SPACE 1613 
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If the full package is one-halt 
dozen we would make a net profit 
of 55 cents, or $1.10 for each 
dozen sold. If the full package is 
one dozen, we would make $1.50 
for each dozen sold. 

You can see from the above that 
by selling in full packages of one- 
half dozen and one dozen lots at 
$11.50 per dozen which is at a 
margin of only 1644 per cent, we 
are able to show a net profit of 55 
cents or $1.50 instead of the 60 
cents when our sales were in one- 
quarter dozen lots at $12.00 per 
dozen. We were able to cut our 
margin, show a larger profit and 
still pass on a little better than a 
4 per cent saving to the buyer. I 
think this point is important, for 
it shows us that large percentage 
margins do not help us if handling 
costs are excessive. It might be 
well to consider selling in larger 
units even if at lower margins to 
help reduce overhead and increase 
profits. 

It is true that if only one price 
were used, dealers would some- 
times buy a full package but there 


t 


is no incentive for them to do so, 
and, as a result, they often buy in 
one-quarter dozen or other small 
lots. This is costly to the jobber 
as well as for the dealer, for under 
these circumstances no saving can 
be passed on. 

Let us also consider the prob- 
lem that confronts most jobbers 
where the unit is small even though 
the package is not broken. For ex- 
ample; items packed one dozen, 
selling to the dealer at 80 cents 
per dozen. The following figures 
show that these are usually sold 
at a loss and about the only thing 
that can be done is to try and re- 
duce that loss. (See Table C.) 


so. By showing a one dozen price 
at 80 cents and a two dozen price 
at 75 cents, or a one dozen price 
at 80 cents and a three dozen price 
at 75 cents on some of these items 
the sale could be stepped up so 
that the loss of handling these 
small units would be cut down. 

Care should be taken in setting 
up double pricing, for in our opin- 
ion no general rule or fixed per- 
centage of discount will apply to 
all lines. Each line-and item of a 
line should be considered sepa- 
rately. Some items are packed in 
quantities too large for dealers to 
buy in standard packages, others 
are packed in bulk. However, if 





TABLE C 
1 Doz. @ $ .80 = $ .80 
2 Doz. @~ 75 1.50 


3 Doz.@ .75= 2.25 


Margin Cost per Profit or 
at20% Extension Loss 
16 AO — .26 
14.6% 
.22 40 — .18 
33 40 — .07 





Some 10-cent items sell in vol- 
ume and dealers could, and would 
buy more than one dozen if they 
could see an advantage in doing 


dealers’ buying and selling prac- 
tices are studied, a lower price 
equivalent to a full package price 
may be set for quantities that 

















without effort. 


Long the favorite heavy duty snap, and today, 
despite wartime production difficulties, just 
as sturdy and dependable as ever. The staunch 
pressed steel tongue holds with a powerful 
grip, yet may be quickly and easily released 








OTHER DEPENDABLE 
COVERT ITEMS 








Illustration shows one of the 
most popular styles .. . the ring 
type’ for jack straps. “Queen” 
Snaps are also available in sev- 
eral other styles. 


BUY MORE WAR BONDS Lef’s All Pull for Victory 


TROY, NEW YORK 





COVERT MFG. CO. 


BITS RINGS 

LOOPS SNAPS 

HOOKS BUCKLES 
ROPE GOODS 
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dealers can buy without overstock- 


ing. 

The price differential should be 
large enough so that it would be 
an incentive for the dealers to buy 
in full packages. A reduction of 
4 per cent on an article selling at 
from $12.00 to $15.00 per dozen 
represents a 48 to 60-cent saving, 
which is worth while, but 4 per 
cent on an item priced at 80 cents 
a dozen would only be a little over 
3 cents which is not much of an 
inducement. We think it is better 
to install these double prices grad- 
ually so if mistakes are made, they 
can be corrected without too much 
confusion. After a pattern has 


been established, the practice may 
be accelerated. 

It is understood, of course, that 
these double prices cannot be ap- 
plied if the item is fair traded or 
there are other exceptional cir- 
cumstances, 

We have made a start in this di- 
rection and have found this prac- 
tice to be satisfactory. It is our 
intention to continue and broaden 
this method of pricing in the fu- 
ture. 

We believe this is one method 
that jobbers can successfully use 
to help dealers meet prices and do 
it profitably. 











What Happens to a Bullet When It Strikes Its Mark? 





The new X-Ray flash camera, developed by Westinghouse, is an aid to 
scientists of Remington Arms Co., Inc., Bridgeport, Conn., in answering this 
question. Not only does the camera stop a bullet in flight, but it also shows 
what happens after it hits its target. The pictures above are (A) .22 long rifle 
bullet in flight in air seemingly standing still; (B) .220 Swift bullet traveling 
at 4,000 ft. per second; (C) .22 long rifle bullet entering block of wood; (D) 
similar bullet about two-thirds of the way through a plank; (E) another bullet 
of the same caliber emerging from a block of wood; (F) this bullet literally 
exploding a wood block on emerging. By comparing picture C with pictures 
D, E and F, it is easy to see what happens to a bullet when it strikes its 
mark. This remarkable camera is of much assistance to Remington re- 
searchers in the study of bullet action, both in flight and on impact. 
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bring ‘em 


back 





The satisfied customer who comes 
back, who values your sound advice 
and service—he’s the one who creates 
business and increases your profits. By 
selling STAR Hack Saw Blades you 
make lasting customers among me- 
chanics who KNOW the true value of 
a blade that gives long and efficient 
service. The STAR Unbreakable 
Special Flexible blade is the ideal all- 
around metal sawing blade. Display it 
where your customers can recognize it 
by its distinctive green finish. They'll 
soon learn to ask for it by name. 


GOI you sales 


... with this handy pocket- 
size booklet “Metal Cut- 
ting”. Itis really atextbook 
on the art of metal sawing, 
covering the important 
points in the selection, use 
and care of hand and 
power hack saw blades, 
and the proper use of the 
sensational STAR Hack Saw Frame. Copies 
are available for distribution to your cus- 
tomers. And they’re free to you. 


CLEMSON BROS., INC., Middletown, N. Y. 
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Buys and Reconditions 
Old Stoves—And Up 
Go the Profits! 


(Continued from page 84) 


out and began buying up old 
| stoves that people had for sale and 
| reconditioned them in our shop. It 
seems to me that war conditions 
often bring out the best that there 
is in some business organizations. 
We have kept hustling and we’ve 
made money. Of course, such a 
| program means working at night, 
| making five, ten or fifteen-mile 
trips to distant towns, looking at 
stoves, buying them, loading them 
and bringing them back home— 
but it pays. There are numerous 
opportunities for hardware dealers 
during wartime in buying used 
stoves and other appliances and re- 
conditioning them.” 

Mr. Wisler states that during 
the 1930’s when an average hard- 
ware store did a monthly volume 
of $3,000 to $4,000, the manage- 
ment thought it was a fine record. 
And so did he. However, today he 
is doing a monthly volume of over 
$5,500, he states, which shows 
what can be done even during a 
period of scarcity, if a dealer is 
willing to work and make the best 
of his opportunities. 

“We always have quite a lot of 
stove prospects,” says Mr. Wisler. 
“People in this area know that we 
usually have a large stock of used 
stoves in wartime and they come 
to see us before buying elsewhere. 
Naturally, we are often able to sell 
other items to such people as well. 
Our reputation as a stove house 
pays good dividends.” 

The Wisler Hardware Co. has 
two corner windows, and Mr. Wis- 
ler often devotes one of them to a 
showing of used stoves and stove 
accessories. He sells quite a vol- 
ume of the latter, along with many 
grates and firepots. His stove re- 
pair department, in charge of a 
capable man, turns out many re- 
pair jobs every month during the 
season. 


“We try to promote stove sales 

and repairs as early as possible 

ELECTRIC COMPANY, INC. every year,” states Mr. Wisler, 
“and this helps us get business. 
Many of our newspaper ads during 
the summer carry a line of copy 
urging people to check their stoves 





PAWTUCKET © RHODE ISLAND 
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and place their orders early. That 
spreads out our stove volume and 
enables us to give better service.” 


Mr. Wisler uses both classified 


much MORE than 


and display ads in weekly news- | 


papers in his area to stimulate the 
sales of stoves and accessories. One 
recent ad contained a number of 
stove illustrations and stressed the 


fact that both “new and used” | 


stoves were available at the store. 


Outdoor Clothes 
Department Builds 
Traffic and Profits 


(Continued from page 77) 





price. Raincoats sell well at $9.95. | 





There is also quite a stock of re- | 


versible coats priced at $14.75, as 
well as sheepskin coats at $10.75. 
For the outdoor person who only 
wants a light jacket to keep out the 
cold breezes there are some at 
$5.95. These jackets are very 
popular with businessmen and 
other local citizens. 

Quite an assortment of outdoor 
and dress socks are carried at the 
store. These range in price from 
35 cents to $2.25 per pair. The 
outdoor socks come in a wide 
range of attractive colors and sell 
very well. Because many wives 
and sweethearts come with the 
men to pick out outdoor clothing, 
Bremmeyr-Bain has __ stocked 
women’s and children’s woolen 
mittens at from $1.00 and up. 
Many sales have been made dur- 
ing the season on these items. 

Red hunters’ suspenders at 
$1.00 and red caps at $1.50 and 


up are always good sellers at this | 


store, for this is the section of 
good hunting, and there are al- 
ways plenty of hunters in and 
about the town. 

The store displays its socks and 
mittens for men, women and chil- 
dren in tilted open boxes on open 
counters. This is the display meth- 
od used by many dry goods stores, 
and the company finds it very ef- 
fective with this sort of merchan- 
dise. Most of the hunting clothes 
are displayed on a large, specially 
constructed coat rack. The mer- 
chandise hangs on this rack in an 
orderly arrangement that is ap- 
pealing to the eye. Hunting clothes 
can be shown to customers and 
replaced quickly on the rack with- 
out confusion. 
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a TOASTER 


The pictures tell the story . . . a story 
of a great new home convenience that 
has caught on like wild fire wherever 
advance models of this Merit-Made 
Duo-Appliance have been shown. 


This compact, complete “breakfast chef” 
will carry a long-service guarantee (de- 
tails later). Other Merit-Made quality 
toasters include a streamlined pop-out 
type without the cooking unit and a 
handsome quick-flip 2-slice model. 


Dealers and distributors will be sup- 
plied with complete promotion services. 
You can “Make Money with Merit- 
Made”. Write for details. 


MERIT - MADE 
PRODUCTS 


Division of 


Allied Machine Contractors 
98 Elm Street Buffalo 3, N. Y. 
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DOES BOTH / 














91 








ph United States be- 


lieves in selling. This country has 
developed more great salesmen than 
any other nation on earth and has 
rewarded her great salesmen with 
honors, position and wealth. 

Advertising is selling in print. I 
have called advertising the “John 
the Baptist of Selling”—it prepares 
the way! 

All of us, big and little, producers, 
consumers, buyers and sellers are 
interested in advertising. Advertis- 
ing has become a part of our daily 
lives. It therefore seems pertinent 
that The Dean at this time should 
make a few feeble remarks on this 
interesting subject. 

Just after Pearl Harbor there was 
a disastrous slump in advertising. 
Many concerns taking on war busi- 
ness reduced or discontinued their 
advertising. As advettising is the 
backbone of our daily papers, maga- 
zines, trade papers, radio programs, 
etc., the outlook for all these forms 
of publicity was depressing. 


Advertising Accelerates 


But we carried on, and when the 
Government decided that a “reason- 
able” amount of advertising could 
be deducted from tax returns and in 
renegotiation contracts as a part of 
the cost of doing business this de- 
cision helped. As war production 
and general business got into its 
swing under war conditions and 
Government regulations advertising 
slowly at first and then with in- 
creased acceleration recovered its 
ground and in 1943 set a pace of in- 
creasing volume. 

Printers Ink in several recent is- 
sues has been giving the detailed fig- 
ures of advertising in newspapers, 
farm papers, magazines, trade 
papers, etc., broken down into year- 
ly comparisons and various lines of 
business, etc. 

The figures are simply stupen- 
dous! The volume in millions of 
dollars is almost appalling and the 
number of papers and magazines of 
all kinds serving the country beyond 
the wildest flights of any one’s imag- 
ination. Even one like myself, more 
or less connected with advertising 
for years, until this record was 
studied had no competent idea of 
the extent, variety, and volume (in 
dollars) of advertising in this coun- 
try. 

Now a friend (an intellectual) 
fearing that in my thinking I might 
fall into a groove. subscribed for the 
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The 
Dean’s 
Page 


“By SAUNDERS NORVELL 





SAUNDERS NORVELL 


New Republic for me and asked me 
to read it. So I have received it and 
carefully and slowly have digested 
two issues. There’s a lot I could 
write about the, New Republic, 
but I must postpone that pleasure 
until a later date. But what did 
strike me was an article on adver- 
tising signed “Madison Ave.” This 
is the pen name, so they say, of one 
of our leading advertising men. All 
advertisers—big and _ little—should 
read that article. It tells a lot of 
things about present day advertising 
all of us should think about. “Madi- 
son Ave.” does not pull his punches. 
He names names “right out in 


2999 


meetin’! 


Something to Think About 


Combine the statistics of Printers 
Ink with the “Madison Ave.” re- 
marks on advertising and you certain- 
ly have something to think about! 

Here’s a point made by “Madison 
Ave.” that hit me hard. I had dimly 
felt it but the thought had never 


crystallized into the consciousness of 
words. He says that advertising is 
selling and as long as our advertis- 
ing men—(and some of our great 
corporations) stuck to selling, to 
giving information about their goods 
and helping their dealers sell them 
they could not be excelled — but 
when they left pure selling and got 
into the field of pure ideas they have 
been simply awful! When a sales- 
man thinks he is a philosopher he is 
no longer a salesman. 

Can’t you recall some of the ultra 
expensive, full-page outpourings of 
some of our great corporations, not 
on selling, not about their own busi- 
ness but paternal advice on religion, 
patriotism, politics, health, ethics. 

It seems to The Dean that in the 
trade magazines there has been in 
the last year a great improvement 
in the set-up and appearance of the 
advertisements. It must be admit- 
ted, however, that some of the trade 
press advertisements fall into the 
category of the ads criticised by 
“Madison Ave.” 


The Test of an Ad 


The test of an ad it seems to me 
is—what has it told me? What have 
I learned from it about the house, 
the quality of the goods, the price, 
or how to sell the line to the con- 
sumer? If it doesn’t inform me on 
any of these things it’s a poor ad. 
One thing is to extract personal ego 
out of advertising. Personal ego is 
almost always offensive. 

The Dean had a young friend—a 
bright fellow who was a_ branch 
manager for a large corporation in 
Florida. He prepared all of their 
local advertising. He came to New 
York and brought his advertising 
scrap books with him. He asked me 
to go over them and give him my 
opinion. The ads were good, but 


they had one serious and dangerous 


fault. My young friend injected him- 
self into every one of them. “These 
are the ‘most dangerous ads I ever 
saw,” I remarked. “How?” he in- 
quired. “Because,” I said, “the 
head offices are not paying for ads 
telling all about you and the next 
thing you know, no matter how good 
you are you will be fired.” He was. 
I think a lot of these “idea ads” are 
in the same class. Some advertising 
man has wandered away from the 
narrow path of selling to the broad 
and dangerous one of “propaganda 
ideology.” 

“Us Americans” are going to need 
our feet flat on the ground for the 
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RETAILS 


YOU CAN OFFER 


A BIG VALUE / 


. . and a natural for your paint and brusb 
department. “Little Doc” Brush Cleaner re 
news old brushes and keeps new ones in top 

condition. Comes 24 to a colorful 

counter display. 
\ Step up your volume with thie 
and the four companion items: 
~ “Little Doc” Window Cleaner Con- 
¥< centrate, Ten Minute Car Wash, 
si Rug and Upholstery Cleaner Con- 
centrate and the Refrigerator Clean- 


GUS J. SCHAFFNER CO. 


534 Celifernra Ave 
Aveion Dittsburgh 2 Pe 
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Don’t make your post- 
war plans until you have 
consulted Premax. These 
fast-selling, popular-priced 
Rods will be ready when 
V-E Day comes. 


Femax oduct 


Division Chisholm-Ryder Co., Inc. 
4509 Highland Ave., Niagara Falls, N. Y. 








STRAPS 


Available in 5 Ib. cartons and 100 Ib. 
bags 


Nail Hole will meet 
Government Specifications 


*% Look for name 
PAINE and size on 
every strap for easy 
identification. 
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Guaranteed Number Of Pieces To The Pound. 


A FAST-TURNING SHELF ITEM 


For fastening thin wall pipe, BX, rigid con- 
duit, and non-metallic sheathed cable. 


Made of uniform gauge Galvanized with 
rounded edges. Beaded for extra strength. 
14 different sizes in each style. 


Ask your Jobber or write for Catalog. 


THE PAINE CO. 
2963 Carroll Ave. Chicago 12, ill. 
Offices In Principal Cities 
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Profit from 


the Complete 


CLOVER 


ABRASIVES LINE 





Announcing CLOVER-Dirats Grind- 
ing Wheels « rounding out CLOVER’S 
well-known line of grinding com- 
pounds and coated abrasives. 


To round out its line, Clover now an- 
nounces the addition of general pur- 
pose and hardware grinding wheels. 
Possessing the quality and accuracy 
usually found only in industrial wheels, 
these new products have a synthetic 
colloid bond of scientifically-controlled 
secret composition that assures remark- 
able mechanical strength and longer 
wheel life. 

When writing, ask about colorful 
counter display now obtainable. 


CLOVER MFG. CO. 


Norwalk, Connecticut 


CLOVER 


Vb udiitte 


COATED ABRASIVES LAPPING 
AND GRINDING COMPOUND 
GRINDING WHEELS 


QUALITY ABRASIVES AND PERFORMANCE 


SINCE 1903 




















rest of this war and when peace 
comes. Advertising can set all of us 
a good example of common sense 
selling. . 

“When peace comes America will 
have what are in effect two great 
new frontiers, each greater than any 
of our old frontiers, for individual- 
istic, capitalistic, cooperative ef- 
fort,” J. George Frederick, research 
consultant and writer, told the One- 
Hundred-for-One Club in the rooms 
of the Traffic Club, Hotel Biltmore, 
at its luncheon. 

“The first new frontier will be 
the extensive opportunities in other 
parts of the world created by the 
war, the airplane and our tech- 
nological and financial leadership,” 
continued Mr. Frederick. “Just as 
the young men of 1868 went west 
in great numbers to seize the op- 
portunities of our frontiers, so will 
the young men of 1947 go all around 
the world to do new things. 

“The second new frontier will be 
the immense increase and advance 
in materials, processes, technology 


and new industries, which compel 
an almost complete re-shuffling of 
our industrial techniques. My re- 
searches show 2980 new develop- 
ments, materials, inventions, prod- 
ucts, 546 outstanding new items, 68 
new raw materials, 79 new processes 
and methods,’ 119 new industries. 
“The coming capitalistic oppor- 
tunity is very great, but no greater 
than the individualistic opportunity, 
no greater than the cooperative op- 
portunity. Our frontiers are now 
global in space, and our technologi- 
cal frontiers expand our frontiers in 
another dimension. All this adds up 
to a frontier opportunity for Ameri- 
can energy and will that makes the 
old frontiers of a century ago look 
small and dull by comparison. 
“The frontier adventure which we 
face is one such as no people has 
ever before faced, and it ought to 
stimulate us doubly—first to win the 
war and clear the savages out of the 
frontier, and second to do a swell, 
thrilling job of frontiering, worthy 
of the best of our past frontiering.” 








value of all the 
goods produced 
and all the ser- 
vices rendered by 
all the people in 
any one year. In 
the past four years 
we have lifted the 
value of these 
goods and ser- 
vices from almost 
$100 billion to 
very nearly 
$200  ~=ibillion. 
True, much of 
this is in the form 
of war goods, and 
the rise in’ the 
price level has 
somewhat swollen 
the figure, but it 
is a remarkable 
production 
achievement nev- 
ertheless. 

Now look at the 
way the costs of 
government have 
risen in the same 
time. In 1940 total 
government ex- 
penditures (fed- 
local) were less 
than $20 billion, 
or one - fifth of 
gross national 
product, but in 
1944 total govern- 
ment expendi- 
tures will amount 
to almost $110 bil- 
lion. or more than 
half of the gross 
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Government EXPENDITURES and 
GROSS MATIONAL PRODUCT: 


billions of dollars 





1940 re gross national product 





38 expenditures 





national product. 


This means the war consumes 55 per cent of the goods and services of the 
country. with a balance of only 45 per cent available for consumers this year. 
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This Post Card 
Saw the World 


OU hear a lot about delayed 
mail during these wartime days 
but the following collection of cir- 
cumstances is one of the most un- 
usual that has come to our attention. 
Some time ago Cornell Bros. of 
Tuckahoe, N. Y., wrote HARDWARE 
AcE asking for information regard- 
ing the name of the maker of a cer- 
tain type faucet. Investigation fail- 
ed to develop the name of the maker 
and accordingly the following card 
was mailed to the firm: 

“In reply to your recent inquiry, 
we are sorry to advise you that our 
records do not show the. . . combina- 
tion sink faucet. 

“Yours truly 
“Harpware AcE Directory” 


The card was not received by 
Cornell Bros. for several weeks. 
When it did arrive it was enclosed 
in a letter from a lieutenant in the 
United States Army Air Force who 
was stationed in England. The let- 
ter follows: 

“Found this card I have enclosed 
stuck inside of a photographed mail 
I received the other day. Just could 
not figure it out. Believe, since the 
mail came out of the Yonkers, N. Y., 
Post Office, this card slipped in. 
Please excuse our government’s care- 
lessness. 7 

“Incidentally, I am quite familiar 
with your firm since I was with S. 
Parker Hardware Mfg. Co. for five 
years and was employed in sales 
with Francis Keil & Son just before 
coming into the service. By gosh. 
I'm really getting rusty—am bomb- 
ing hell out of the opposition 
though, flying a Liberator. 

“Well, your card has traveled 
some, U. S. to England—England to 
U. S.—to Tuckahoe. 

“Sincerely yours 
“W. Tempte CuMIsKEY 
“itt. £2... USAASP” 


The only comment we can make 
is that it certainly traveled. 


Always a Question 


LJ OW to raise more publit 

monies apparently has always 
been a question. Louis XIV, king 
of France about 300 years ago, 
asked his financeman, J. B. Colbert, 
for advice about getting more reve- 
nue out of his tax-weary subjects 
and the advice given was: “Take a 
leaf from the housewife’s notebook 
and so pluck the goose as to get the 
largest amount of feathers with the 
least squawking.” 
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Why the Army Needs Too Much 
of Everything Sooner Than Possible 


Urgently needed equipment needed to be mov- 
ing within 48 hours is frequently found in jobber 
stocks. Army’s warehouse problem urgently in- 
comparably greater than a wholesaler’s ware- 
housing problem. When the Army needs some- 
thing it must have it quickly. “It is better to end 
the war as we shall, with mountains of stuff 
piled up all over the world than to be pushed 
into the sea because we don’t have enough.” 


By MAJOR S. C. PACE* 
Public Relations Officer, 
Office of Chief of Ordnance, 
Detroit, Mich. 


l PROPOSE to give you 
some of the little understood facts 
and reasons why the Army needs 
too much of everything sooner than 
possible, and why we call upon you 
so urgently to deliver goods to us. 

I might tell about one little inci- 
dent that occurred not very long 
ago. In a certain Pacific Island the 
Marines and Japs were breathing 
down each other’s necks. The 
Marine plan called for a road to be 
built quickly to carry heavy equip- 
ment, such as tanks and _ trucks. 
Alas, the road had to go through a 
swampy area. They needed rock, 
heavy rock to use as a foundation 
for the road. There were no rocks. 
But the Marines improvised and 
they built that road with a founda- 
tion of boxes of tools and spare 
parts. And no tools and parts ever 
had a finer use than that. 

That is an extreme instance of 
some of the crazy things that hap- 
pen to our supplies in overseas 
operations. 

A week ago we had a call for 
supplies to be used for Gen. Eisen- 
hower’s staff cars. We found them. 
They were flown overseas and to- 





*An address delivered at the joint 
conventon of the American Hardware 
Manufacturers Association and the Na- 
tional Wholesale Hardware Association 
at Atlantic City, N. J., October 18, 1944. 
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day, presumably, they are being 
used by that commander and his 
staff. 

You will recall that in Sicily the 
Germans didn’t fight right; they 
kept their guns in the wrong places 
to long. They crossed us up in the 
landing operations. So it was some 
time before the land vehicles could 
be gotten ashore, because the ships 
were too far out, and it was almost 
fatal to dunk a land vehicle com- 
pletely in ocean, water unless you 
could take time to take it apart and 
dry everything out. So for several 
days the “ducks” had to do the job 
for the land vehicles. “Ducks” were 
loaded from ships and then sent 15 
and 20 miles overland, over roads 
destroyed by the Germans, or 
across open country. They were 
broken and worn out at an appall- 
ing rate, and the fanatic call for 
parts was desperate indeed. That 
was one time when we were really 
flying airplane loads of spare parts 
across the ocean. 


Nuts and Bolts 


Take ordinary nuts and bolts. We 
got a frantic call for nuts and bolts 
on the Gulf Coast. It seems that a 
ship about to sail was short of a 
certain list of supplies. One of you 
came through and those nuts and 





MAJOR S. C. PACE 


bolts were whisked over the Pulaski 
Route and flown to the Gulf. 

I represent the Office of Chief of 
Ordnance, Detroit. We are the Na- 
tional Headquarters, you might say 
the ‘‘World Headquarters” for 
American trucks, tanks and self- 
propelled guns. Our technical men 
design them, in team work with en- 
gineers from industry. Then we get 
them manufactured by dealing with 
the 13 ordnance districts, which 
make the contracts with the manu- 
facturers. Once made, these sup- 
plies are placed in ordnance depots 
and put into the pipe line of supply 
flowing overseas. 

I wish to call to your attention 
particularly to the New York ord- 
nance district, of which Brigadier 
General S. E. Reimel is chief, be- 
cause that district has a unique de- 
partment that has put you to a lot 
of trouble and will trouble you in 
the future. That department is the 
Emergency Parts Procurement Sec- 
tion, commonly called “EPPS.” 
And we have with us here today Mr. 
Ed. Weingarten who is the “EPPS” 
man most likely to get you on the 
telephone with a frantic demand for 
something that you have. 

From overseas there come frantic 
cablegrams of highest emergency. 
The goods usually must be shipped 
in the matter of 24 to 48 hr. That 
kind of an order we are likely to 
turn over to “EPPS” in New York 
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FUEL OIL CONSERVATION 
Offers YOU New 
SALES OPPORTUNITIES 


Install A-P THERMOSTATIC TEMPERATURE 
CONTROLS on ALL Oil Burning Space Heaters 
using A-P Model 240-DR or UR Manual Controls 


Unless you show them how to get more heat, more 
steady comfort out of available fuel oil, many space 
heater users in your community will be cold early next 
spring, because of needless overheating and fuel waste. 


Here’s your chance to make many staunch friends, 
an opportunity to serve — and SELL. Get in touch with 
all your past heater customers. Tell them how the ad- 
dition of an A-P THERMOSTATIC TEMPERATURE 
CONTROL SET to their present heater will help 
stretch fuel oil enough to take them over the “hump.” 


Complete Sales Package — Easy to Install 
The A-P Thermostatic Temperature Control Set is a 
complete sales package, including an Electric Auto-Heat 
Conversion Top for installing on top of present manual 
controls, an accurate wall thermostat, transformer, wiring, 
staples and full instructions. It’s easy and simple to 
install on most oil burning space heaters, inexpensive, 
more than pays its cost in fuel savings and steadier 
comfort. No priorities needed. 


Tie in NOW on this vitally essential program — for 
ready extra sales! Write for bulletin and prices on A-P 
Thermostatic Temperature Control Set No. 240-ED. 


AUTOMATIC PRODUCTS COMPANY 


2442 NORTH 32nd STREET 
MILWAUKEE 10, WISCONSIN 





.} DEPENDABLE 


OIL CONTROL VALVES 
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FARM FENCE 
CONTROLLERS 










jst Price $27.50 
Shipping Wat. 164 Ibe 


Ten pelling eye appeal. . 


In Electro-Line, beauty is a good deal more than skin 

deep! Down even to small details you will find careful 
workmanship—competent handling —the unmistak- 

able trademarks of production skill and efficiency. 

Electro- Line controllers are supported by national 
advertising. Every Electro-Line distributor and deal- 

er is receiving the benefit of Electro-Line’s consumer 
educational program. This expanding program is 

the result of careful study of stock-handling prob- 

lems of farmers, and is designed to prove the true 

worth of electric fencing. . 

Let Electro-Line help you share the benefits of this 

new program by allying yourself with Electro-Line’s 
progressive policies. There’s an ever increasing con- 

sumer trend toward the Electro-Line controller — 

because it has so satisfactorily served so many of the 

nation’s farms. Sold 
Electro-Line controllers are moderately priced and Through 
modernly styled —their impelling eye appeal in the Goblers 
dealer’s store demands attention —their satisfying Only 
service makes lasting friends. 


ELECTRO-LINE FENCE COMPANY 





















Milwaukee 2, Wisconsin 


120 North Broadway 
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PRESTIGE AND SALES 
BUILDERS 


Your share of the money spent in 
your community for hardware items 
of every description will depend on 
the quality and reliability of the 
products you sell. 









Vaughan tools for over seventy-five 
years have just that reputation—the 
ability to stay sold—to do a good 
job—and bring repeat business for 
many other hardware items to your 
store. 








Vaughan Fine Tools of consistent 
quality cost no more than ordinary 
tools, yet help give your business 
added prestige and increased sales. 


ir 
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Attractive display assortment of 
Vaughan Quality Hand Tools for use 
in your store windows and counters. 
Each unit consists of 30 assorted 
tools that sell on sight—a real sales 
builder with eye appeal. 
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and they really put on full pressure 
to find those items, frequently from 
your stocks, and get them on their 
way. 

“EPPS” is one phase of the pro- 
curement program where “no” sim- 
ply cannot be taken for an answer. 
The orders that they fill so suddenly 
from your stocks are really hot, so 
Gen. Reimel and Ed. Weingarten 
asked me to thank you for your 
magnificent cooperation in the past 
and to describe to you why they so 
urgently need it in the future. 

Many of you have been put in the 
position of a real first-aid for some 
bad situation overseas. Like the 
good old doctor that gets up in the 
middle of the night and delivers the 
baby, you always come through, 
thank God. 


Some Comparisons 


Now for some comparisons that 
will give you a picture of the size 
and complexity of this parts supply 
problem. I was recently on the ra- 
dio with the Parts and Service Man 
from the Cadillac Division of Gen- 
eral Motors. He told me he stocks 
24,000 kinds of spare parts at the 
factory. I then told him that my of- 
fice was struggling with 260,000 
different kind of spare parts for our 
tanks, trucks and _ self-propelled 
guns all over the world, including 
the huge supplies which we have 
delivered to Russia. We have a 
warehouse in Texarkana, Tex., with 
160,000 bins. 

You can visualize some of the dif- 
ficulties that our supply men faced 
at Normandy and in our other in- 
vasions. Visualize dozens of ships 
dumping 260,000 kinds of boxes out 
on the beaches with the Germans 
shooting at them all the time. 

Do not imagine that two days 
later one of the men could look at a 
card index file there on the beach 
and have it tell him that box No. 
197,851 could be found on just such 
and such square foot of ground, or 
under a certain bush. It takes a 
long time even under the best of 
conditions to organize all that stock 
so that they can find precisely the 
one box that they want. And by the 
time they get it organized, our fight- 
ing men have pushed forward 50 
miles and you have to pick up the 
whole supply and move .-up with 
them. 

We sometimes wish we were in 
the food business for the Army. 
Food is interchangeable. You can 
insert a can of beans in a soldier 
and he will march just about as far 
as though you had inserted a can of 





fancy turkey that he really wanted. 
But try to insert a fan belt where a 
carbureter belongs, and it’s no go. 
You have got to be able to find just 
the one box out of 260,000 different 
kinds. And in the harum-scarum, 
helter-skelter nature of war, dealing 
with that many different kinds of 
items, it is impossible to keep those 
supplies as neatly indexed and or- 
ganized as you do the items in your 
own warehouse. You simply have 
to pile up so many of the supplies 
that the men cannot fail to find the 
right box at the right time. 

Another comparison: Trucks give 
us one of the soundest bases for 
making a comparison between the 
costliness of war and of peacetime 
operations, because we had a great 
truck industry in peace, and we cer- 
tainly have one now in the war. And 
I now state to you the fact that the 
Army requires 10 times as many 
spare parts for trucks, as a truck 
operating around here in the streets 
of Atlantic City. For every $100 
we spend for a truck, we spend $40 
for spare parts to supply it. War 
is amazingly costly, and you can see 
one of the reasons why we have to 
buy so many War Bonds to keep it 
going. 


The Need for Parts 


Now I am going to state to you 
the reason why ten times as many 
parts for an Army truck as for your 
own truck. Combat loss is actually 
one of the minor reasons. Certainly, 
combat losses are enormous, but 
here are the real reasons for our 
high requirements for spare parts: 

Mud and rock. Mud forces 
Army trucks to grind away day 
after day in low gear. We have 
thousands and tens of thousands of 
Army trucks overseas that can’t 
even remember when they were ever 
out of low gear. And rocks hidden 
under the mud chip and tear the 
tires to pieces. Tires seldom get a 
chance to wear out. 

Wretchedly, tired and _ sleepy 
drivers who have lived on cat naps 
for days. You read about them in 
the newspapers. They cannot do 
the most efficient job when they are 
tired and sleepy, shifting gears con- 
stantly as they struggle along their 
way. Army trucks have three to 
four forward speeds, with an under 
drive which means that actually 
there are eight-to-ten gear ratios 
with which the driver must struggle. 

Driving in darkness hits us heav- 
ily because the men cannot see what 
rock or ditch they are going to hit 
next. 
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And don’t think that Army trucks 
can be given that 500-mile break-in 
that you would always give your 
own car or truck. Overseas, they 
have to be driven hard right from 
the very beginning, and usually in 
low gear. 

Overloading hurts us. Overseas 
when they load a truck they can’t 
take out the scales and weigh the 
pieces as they load them on to the 
truck. The boys ahead are howling 
for supplies. So they load the truck 
with everything they can hang on it, 
and away it goes. 

In the Pacific theatre we have to 
deal with corrosion and fungus con- 
ditions to a degree that is unknown 
in the United States. Out there, a 
pair of binoculars left exposed for a 
few hours or days will be covered 
by a vicious fungus growth that will 
actually ruin the optical glass. You 
can imagine what that does to a 
truck, 

Then, take the coral dust that we 
encounter in the Pacific Islands. 
You cannot keep it out of the run- 
ning parts of the vehicle, and that 
explains why brake bands on the 
Pacific Islands usually last only five 
or 10 days. 

Sea water is a _ tremendously 
costly item in the Army supply pro- 
gram. You saw the photographs of 
land vehicles splashing ashore 
through the long, shallow surf off 
Normandy. When they reached 
land, the boys naturally could not 
take time out to disassemble the 
trucks, wipe everything dry, and 
apply oil and grease. The Ger- 
mans were shooting at them, and 
they had other things to do. Those 
trucks you saw in the photographs 
paid the penalty in the next day or 
two. Sea water puts them out of 
The chemicals in sea 


commission. 
water are. particularly vicious 
against the electrical apparatus. 


All of these factors together, plus 
others that I won’t take time to 
mention, usually put a truck out for 
repair in some respects within a 
few hours or a few hundred miles. 
And that is where you really pay 
off. Whereas you stop your truck 
the minute something goes wrong. 
and get it repaired, the Army can’t 
do it. The truck has to go ahead 
and deliver the goods just as long 
as it will rum. And you know how 
costly it is to drive a truck or car 
when it should be in the shop being 
repaired. 

Another heavy reason for parts 
requirements is the utter unpredict- 
ability of just what you are going 
to need, how great the quantity, and 
where and when. You can make fair- 
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TARPAULINS 
Hay lover £, 
Machinery Cover 


Covers for Crops 


~_ 


uh the Field 


It will be a long time before farmers can replace barns and stor- 
age buildings. In the meantime they need to protect their crops 
trom weather and dirt. Harvested feed grasses, such as alfalfa, 
clover, hay, etc., deteriorate when left to the mercy of rain and 
snow. Farmers should protect their crops and farm machinery 
stored on the outside with Fultex Waterproofed Tarpaulins. 

Fulton Bag & Cotton Mills, established in 1870, also manufacture back 
bands, cotton twine, tarpaulins, truck covers, tents and other canvas items. 


WRITE ‘DEPT. H A’ FOR INTERESTING DEALER PROPOSITION 


FULTON BAG & COTTON MILLS 


Manufacturers since 1870 


St. Louis 
New Orleans 


Dallas 
Kansas City, Kan. 


Atianta 
Minneapolis New York 
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JOHNSON xtc 


Because Johnson XLO 
Music Wire has count- 
less uses, there is a 
constant demand from a 
wide variety of outlets. 
Packaged attractively in 
units of 1/4 lb., 1/2 Ib., 1 
lb., and 5 lb. packages. 
Wire sizes .003” to .200” 
diameters. 


JOHNSON STEEL & WIRE CO.INC 


WORCESTER 1, MASSACHUSETTS 


NEW YORK AKRON CHICAGO LOS ANGELES 











ly close calculations of your future 
sales and turnover month by month, 
but the unexpected is so common in 
Army supply operations, that it 
makes a monkey of anybody who 
tries to call the shots closely on any 
given item. And it takes just one 
missing item to make a General 
Sherman tank as helpless as a 
baby; just the lack of one part out 
of the 28,000 parts that go to make 
up a General Sherman tank. 
Every one of you carries his stock 
on the basis of turnover. And if a 
little town dealer tries to carry a 


big city stock of stuff, he goes 
broke. The sheriff gets him and 
hands him to the banker. 

The Army has service garages. all 
over the world, by far the biggest 
service garage business ever han- 
dled by one organization. And not 
one of them is run by a man who is 
scared of the sheriff. An Army ga- 
rage man is scared of the Japs, the 
Germans and he is scared of his 
commanding officer if he fails to 
have the supplies to keep the ve- 
hicles running. So he orders freely. 
His sole and his sacred obligation 








HOMER G. SNOOPSHAW says: 


War batteries really pack a wallop! 


Fighting men know it—and Burgess ads 

show it! When folks read these ads in 31 
important magazines and 1,629 weekly 
newspapers, they'll understand better why 


batteries are scarce here at home. 


HE HAS YOUR BATTERY 


a ee, 


> ens 


Jap pill-boxes and gun emplacements are ‘‘knocked out’’ fast when 
deadly bazookas go into action! It takes a trained two-man team and 
battery-power to keep these portable weapons firing. Batteries that 
once were made for homes and farms are now sent to serve our 
fighting men. Use your available Burgess Batteries 
sparingly .. . keep them cool and dry. 
I | Write to Your Serviceman Today! 


wied BURGESS BATTERIES 


GURGESs | 


IN THE NATION’S SERVICE 


Free Battery Hints—Write Burgess Battery Co., Freeport, iil. 
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is to keep the vehicles running, to 
keep his men alive, and to win the 
victory. 

The man who ordered the parts 
and supplies for Anzio during those 
critical months there knew that the 
whole military history backed him 
up in his belief that it was better 
far to keep those tanks and trucks 
running even if had to pile up parts 
left over and towering above Mt. 
Vesuvius—hetter that by far, than 
his not having enough parts on 
hand and his being thereby blamed 
for getting the American forces 
wiped out or pushed into the sea. 

Your balance sheet and the bal- 
ance sheet of an American garage is 
written in black ink or in red ink at 
the end of the year. The balance 
sheet of an Army service station 
anywhere in the world is written in 
good, American blood. 


Some more extreme instances of 
the costliness and innate wasteful- 
ness of warfare; on a Pacific Island 
a ship carrying a lot of the stuff 
that we handle in Detroit, was half 
unloaded when it was told to hurry 
to Island No. 2 to pick up a cargo 
on top of the original half cargo 
and to deliver it to Island No. 3. 
At Island No. 3 it was told to dump 
the entire cargo, including our stuff, 
and hurry to another island. So 
here was a great quantity of tanks 
—automotive spare parts and tools 
landed on an island where they 
were not wanted and not needed. It 
was the wrong island. 

In the Sicilian invasion our men 
found it expedient to use seized 
German petrol. To their dismay, 
the German petrol had some chemi- 
cal reaction on the metal in Ameri- 
can carburetors, and countless 
American carburetors suddenly re- 
tired from the war. That was some- 
thing you wouldn’t expect to hap- 
pen. But it did. And the only rea- 
son we got those vehicles quickly 
back into action was that we had 
stocked in Africa a quantity of car- 
buretors that would have looked, ex- 
tremely large had not this situation 
developed. You have to be prepared 
for anything—tenfold. 

In conclusion I wish to state 
again the high urgency of the or- 
lers that are put upon you by 
“EPPS” of New York. Every order 
that they get virtually has blood 
and sweat dripping from it, and it 
originated probably only a day or 
two previously across the seas. 
When one of those orders comes to 
you we pray that you will continue 
to deliver the goods as you always 
have. 
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SPACE 


Talk to your Wesco 
distributor NOW. 
“ Get the full story on 


i We, 


» Evanair—and you'll 

“a, know why Westing- 

house Electric Sup- 

ply Company and 

Evans have joined 

hands to sell Evanair home heating 


equipment. 


You can capitalize on Evanair’s long- 
time success, enhanced by amazing war- 
time achievements in heating equipment 
for tanks, trucks, ambulances and 
soldiers’ huts. Evanair offers not only 
the time-tested fan-forced, circulating 


Manufacturers of 


floor-level heat it originated—but many 
advanced features revolutionizing heater 
appearance and efficiency. 


The Evanair program will provide 
greater and greater profit opportunities 
for aggressive dealers, as production con- 
trols are lifted. You can count on the 


EVANAIR DIVISION 


EVANS PRODUCTS 
COMPANY 


DETROIT 27, MICHIGAN 


HEATERS 


Wesco-Evans team to give you an out- 
standing line of space heaters as well as 
powerful merchandising and advertising 


cooperation. 


The Evanatr franchise may still be 
available in your city; ask the nearest 
Westinghouse Electric Supply Company 
distributor or write Evans without delay. 
Also ask us for the handy Heat Loss 
Indicator which will aid you in recom- 
mending the proper size heater for cus- 
tomers’ specific needs. This copyrighted 
indicator is simple to use. And it’s 
FREE! Write today to Evans Products 
Company, 15310 Fullerton Avenue, 
Detroit 27, Michigan. 


Heating Equipment 


Space Heater 
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There’s a growing 
Ae market for these 


— a | LINOLEUM 


2.—Production design. 


' 3.—Most complete line available i 
+ +++ Plain Back, Solid Shank, i 

Closed Socket Shank, Socket 

Shank and Hollow Back types. / 


4.—Selected materials and per- 
fection of workmanship guar- 
antee valve for user and # 
seller. 


5.—REPEAT SALES INCREASE 
PROFITS. 
Get your share of this profitable business. Here is 
a complete line of linoleum adhesives and acces- 
sories — conveniently packaged — and priced righi. 
Your name and address imprinted on labels FREE— 


on minimum orders. 


Lin-O-Wax—aAvailable in 7 beautiful colors 


(paste) 
Lino Wax—Self-Polishing Floor Wax (fluid) 
Fabriklieen—Foam Carpet Cleaner 
Fabrikleen—Dry Cleaner 
Linoleum Paste 
Dehydrated Linoleum Paste—2 Lbs. & 5 Lbs. 
Waterproof Cement 
Dampproof Cement 
Sink Top Cement 
Cove Base Cement 
w ” ; Cotton Back Wall Adhesive 
oo ne Asphalt Emulsion 
end rakes were in- Asphalt Tile Cement (Cut Back) 
troduced six years age Asphalt Primer 
following seven years of : Asphalt Felt 15 Lbs. 

development and experi- away ye Al 

mentation. Today, recognized , Saturated Felt 42 Lbs. 

by Mr. and Mrs. Consumer as a oye Felt 42 Lbs. 

ry Linoleum Felt %4 Lb 
pines eae anaes Asphalt Tile Cleaning Powder—3 Lbs. & 10 Lbs. 


“AMES” implies —valuve. For Prepared Mastic Floor 
Nutop Patcher & Resurfacer 


WRITE TODAY! 


Fer complete price list and name of necrest distributer. (Dis- 


4 ») 
eee LINO-PAS 
q 1774 5 


1948 CARROL AVENUE 
AMES BALDWIN WYOMING CO. CHICAGO. ILL 
Parkersburg, W.Va North Easton, Mass. . : 


AMES” PRODUCTS 
SHOVELS SPADES -ialelel 2 FORKS HOES RAKES 
POST HOLE DIGGERS AGRICULTURAL HANDLES 


increased profits, promptly 
investigate sales possibilities 


“Largest exclusive makers of linoleum adhesives 
in the country” 
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No. 111 


“AVENT’ Double Action Wins 


Instant Popularity ! 


GITS KNIFE 


Approved Under WPB Allotment 


A REAL KNIFE—NOT A NOVELTY 


®@ 5 Position Blade 

® Highest Carbon Razor Steel 

@ Lustrous Colored Plastic Handle 
@ A Volume Seller 


Unlimited market! Ideal for pocket, purse, 
office, shop, home or school. Sturdy, light- 
weight and 356” long. Razor-edged blade 
slides open or closed with one finger, locking 
safely in any one of five positions. Handle is 
molded of lustrous colored unbreakable plastics. 
Handle colors: Pearl White, 
Bone Onyx, Red Onyx, 
Green Onyx and Black. In- 
dividually boxed, 12 to a 
display carton—12 display 
cartons (144 knives) in a 
shipping container (8 Ibs.) | 


— 50c Each 
Order from 
Your Jobber 


































AVENT while used as a flue vent also air conditions the 
kitchen by allowing natural chimney draft to remove cook- 
ing fumes and odors leaving air sweet and clean. The 
| AVENT flue vent is made of heavy gauge steel and is 9% 

inches in diameter. Formed steel band fasteners provide 

4 | four points of contact. Fits any flue opening. Three attrac- 


tive colors—white, green and ivory enamel. Prompt de- 
oration 


livery. Packed 1 doz. to carton. Send for literature and 
prices. 
4612 West Huron Street, Chicago 44, Illinois 
Manufacturers of 
the famous Gits Flashlights, Rasor Knives, 
Games, Protect-o-shields, Savings Banks, etc. 





Canadian Distributor: 


KAHN, BALD & 
LAODON, LTD., 


@ York Street, Toronto 


THE METALOID CO. 
5815 Kinsman Rd. Cleveland 4, Ohio 


















|_ BEBTY — the mame to remember in POT 
CLEANERS. Women everywhere call for Lib- 
erty by name. It’s the big turn-over kitchen neces- 
sity that you should get on your counters now. 


THE ALL METAL KNITTED POT CLEANER 


Knitted of galvanized flattened wire now—they’ll come in pure 
copper when again available. Liberty POT CLEANERS are 
rust-proof for durability. Clean rinsing for service. Long lasting 


for value. 
TO RETAIL AT 10¢ 


any al, ARIALIW.. 
W! NATIONALLY’ 


Keep your eye on “Liberty” national advertising. An all-American audience over 
50,000,000 strong is feeling the impact of the Liberty sales message. They are 
your customers. 


LETRAW MFG. CO. 








229 W. ILLINOIS ST. 
CHICAGO, ILLINOIS 
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For Late January—Bath Accessories, 





Radio Repair Service and Anti-Freeze 
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BATH 
ACCESSORIES 
WINDOW 


MERCHANDISE: 


Shower curtains, 
clothes hampers, 
glass shelves, toilet 
tissue, bath stools, 

‘bath brushes, bath 
cleaners, bath mats, 
bowl cleaners, drain 
pipe openers, bath 
room mirrors, bath 
fixtures. 


BACKGROUND: 


Center panel of light 
green_ corrugated 
board or painted 
wallboard. Side 
panels of buff mate- 
rial. Cut-out letters 
of bright red. 


HARDWARE AGE Original Window Display IDEAS 



























































RADIO ICICLES AHEAD! 
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RADIO 
REPAIR 
SERVICE 
WINDOW 


MERCHANDISE: 


Radio tubes, radio re- 
pair parts, radio bat- 
teries, etc. 


ANTI-FREEZE 
WINDOW 
MERCHANDISE: 


Anti - freeze, motor 
oil, hydrometers, tire 
chains. 


BACKGROUND: 


Center panels of light 
green _ corrugated 
material or painted 
wallboard. Side 
strips of buff mate- 
rial. Cut-out letters 
of red material. 
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Features of the KINNEY Lines 


Meet The KINNEY Lines “In Person” at the January Show 


Two Complete Lines of Molded 


Aluminum Cooking Utensils 


The Kinney Aluminum Company’s com- 
pletely new lines are now getting into 
production. Designed by an outstanding 
designer, both lines result from intensive 
and thorough research. Tested in many 
homes, this outstanding equipment is 
ready to be merchandised aggressively 


and with complete confidence. 






* High resistance to staining, 
corrosion and pitting 
x Vapor seal covers for 
waterless cooking 
% Even heat conductivity 
throughout, eliminates hot 
spots, stirring and danger 
of burning 
% Large radius, flat bottoms 
promote efficient cooking 
% Easy to clean and keep clean 
% Easy-to-grip plastic handles Outstanding Postwar Design 
which withstand tempera- Every woman will want to beautify and modernize her kitchen with this jewel-like 
tures up to 500° F. equipment. It is backed by the KINNEY name, which for 35 years has stood for 
*% High-lustre exterior, quality and integrity in cast goods. 
sun-rayed interior Plans for merchandising and sales programs for KINNEY cooking utensils 
are well along. Every practical means of promoting consumer demand will 
be used. 
What KINNEY Utensils Distribution will be facilitated by stra- 
Mean to User tegic warehousing. No opportunity will be 
te Move Hoclthtal Feed i to assure the best possible flow 
% Less Work and Worry We welcome you all to our Room 824 at 


* Better Results 
* Better Appearance of these outstanding lines will be made. 
* All of these at greatly 


the Palmer House during the Houseware 
Show at which time the premiere showing 


These men wilt greet you at the Show— 


J. W. “JACK” LAUTS....General Sales Manager 


reduced cost to user 


GEORGE F. BRADY........... Central Division 
Po Be. eer Western Division 
E. P. “EDDY” RICHTER....... Eastern Division 











Visit Our Display at Houseware Show, Room S24, Palme? House, Chicago 
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Resolutions for 1945 


HE making of New Year’s 
| resolutions is a custom that 
has been going on since 
time immemorial. It is a good 
custom but, sad to say, the reso- 
lutions made before January 1 
are frequently forgotten before 
the first day of February rolls 
around. There are some resolu- 
tions which retail hardware sales- 
men could make and could keep 
without difficulty through all of 
1945. Many made them when they 
first entered the hardware field 
and are still living up to their 
original resolves. Others, in view 
of the hectic conditions of present- 
day living, would do well to do a 
bit of checking up before the end 
of 1944 and make a few resolu- 
tions and keep them throughout 
1945—or longer. 

First of all resolve to give your 
firm the full value of your ser- 
vices at all times. Many em- 
ployees in other fields of endeavor 
are taking advantage of existing 
conditions and are not worrying 
very much as to whether or not 
their employers are getting their 
money’s worth of their services. 
Too many people look at their 
jobs in terms of the current man- 
power shortage. They know that 
it would be difficult to replace 
them and they are taking advan- 
tage of the fact. In doing this 
they are taking advantage of the 
firm that pays them their sal- 
aries. They are also taking ad- 
vantage of themselves for they are 
forming habits which will be hard 
to break when the war is over and 
there will be a glut of men and 
women on the labor market. 

Treat your customers courteous- 
ly and with understanding at all 
times. They are. having plenty of 
difficulties of their own and their 
troubles are frequently greater 
than yours. Courtesy begets cour- 
tesy and is responsible for good 
feeling toward your firm and 
yourself. By going out of your 
way to be helpful to the people 
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who are spending their dollars at 
your store you are building up a 
backlog of appreciation and secur- 
ity for yourself for the future. 

Do all in your power to make 
the store in which you work a bet- 
ter place in which people may 
trade. See to it that it is kept 
clean, neat and orderly. If you 
have any idea which may result 
in a saving of time or money for 
your employer be sure to tell him 
about it at the earliest opportu- 
nity. The man who has worth- 
while ideas is the man who gets 
ahead. 

Learn all you can about the 
art of display. You'll become in- 
creasingly important to your firm 
if you know how to take care of 
the windows and the interior of 
the store. And you'll succeed in 





building up a reputation for 
yourself in your locality. 

Do all you can to familiarize 
yourself with your stock. Study 
catalogs, advertisements, trade 
publications and the stock itself. 
The more you know about it the 
more you will be worth. 

Identify yourself with local ac- 
tivities outside of the store. Build 
up a circle of friends and you'll 
find that they won’t be inclined 
to forget you or your store when 
they need you. 

Specialize whenever possible. 
This is an age of specialization 
and it’s a mighty satisfying thing 
to be regarded as an expert in a 
certain line. 

The list of resolutions could 
reach on and on, but suppose we 
stop here and suppose you put 
into practice the few we have 
mentioned. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80 is good; 60 is fair; 40 poor; 
and 20 very poor. The correct answers will be found on page 


137. 


Work the problems first—then substitute the figures 
of your own business for those in the problem. 


1—Asphalt shingles weighing 200 lbs. per square list at 
$5.00 less trade discount of 6 and 5 per cent f.o.b. factory. 
Freight costs are 15 cents per 100 lbs. Figure the dealer’s 


delivered cost. 


2—A dealer sold a range for $80. Customer paid $20 down 
and arranged to pay for balance in 12 weekly payments. Deter- 
mine the amount of the weekly payments. 


3—A product sold to industrials and contractors lists at $14. 
Suggested discount off lists to these accounts were as follows: 
industrials 25 per cent, and contractors 15 per cent. Determine 
the selling price to the two types of customers. 


4—Determine the dollar margin and the margin in per cent 
of sales for the following business, sales, $40,000 and cost 


of goods sold, $28,000. 


5—A box of window glass contains 12 lights of glass and 
lists at $36 is subject to a discount of 78 per cent. What is the 
dealegs cost on each light of glass? What is his cost per box? 


(Answers on page 137) 
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The boom in automatic washers isn’t the only 
C- sales boom coming! 
iid 
1 Those automatic washers are going to need 
od automatic hot water! That’s why so many ap- 
i pliance dealers are adding Duo-Therm Auto- 
: matic Fuel Oil Water Heaters to their line. 
le. The automatic Duo-Therm is a natural com- 
n panion to go to town with the automatic washer! 
1s 
a Both require hot and cold water con- 
nections—both can be installed at the 
ld same time by the same personnel. 
re 
it But those thousands of automatic washer buy- 
“ ers aren’t your only market for Duo-Therm 
Automatic Water Heaters! 


Not*by a long shot! 
Over 24,000,000 homes... almost three- 


quarters of all the homes in America . . . do not 
have automatic hot water! 


Get set now to make this ready-made market 
pay you profits! 


Send the coupon for information on fran- 
chises now open to appliance dealers! 


Duo-THERM 


DIVISION OF MOTOR WHEEL CORPORATION (DEK LANSING 3, MICH. 


- 


America’s Largest Manufacturer of Fue/ Oi! Heating 
Appliances and Pioneer in Fuel Oil Water Heating 


© 1946, Motor Whee! Corp 





DUO-THERM Division of Motor Wheel Corporation 

Department L-5, Lansing 3, Michigan 

| would like to have additional information on the water heater market and 
dealer franchise. There is no obligation to me. 


DUO-THERM... America’s Leading Fuel Oil 
Water Heater... NOW AVAILABLE for 
essential civilian needs. 


e@ Less than 4c a day gives the average family 
plenty of hot water. 





e@ No gas, electric or furnace connections... 
can be installed anywhere. 
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Urge “Fair Trade” Contracts Before 
End of War Imposed Price Regulations 


American Fair Trade Conference speakers predict 
big increase in number of price maintained items, 
after the war: assail ‘grade labeling’ and maintain 
that Fair Trade laws stimulate aggressive competi- 


Conference held Dec. | in New York City. 


tion. 


A ten-fold increase in the 
number of articles sold under 
“Fair Trade” contracts within 
five years after Germany’s sur- 
render was predicted by John W. 
Scott, secretary, Bissell Carpet 
Sweeper Co., Grand Rapids, 
Mich., at the annual conference 
of the American Fair Trade 
Council, Dec. 1 at the Hotel 
Roosevelt, New York City. Mr. 
Scott emphasized at the confer- 
ence, which was attended by 
more than 400 manufaciuess, 
advertising men and retail mer- 
chants, that “Fair Trade” laws 
are purely permissory in char- 
acter. No producer is required 
to operate under such laws unless 
he wishes to do so. 

John W. Anderson, president, 
The Anderson Co., Gary, Ind., 
assailed advocates of grade label- 
ing which, he said, would de- 
prive makers of branded goods 
of their “most precious posses- 
sion,” leaving consumers without 
standards of value and guaran- 
tees of quality. “It is,” he said, 
“through the ‘Fair Trade’ laws 
that the manufacturer is best 
able to determine independently 
the quality of his product and 
its comparative value to the con- 
sumer.” 

Manufacturers were urged by 
I. W. Digges, New York City, 
general counsel, American Fair 
Trade Council and Association 
of National Advertisers, to in- 
stall “Fair Trade” systems before 
OPA price ceilings are elim- 
inated. He emphasized that there 
would be no substantial advance 
notice of the elimination of OPA 
price ceilings before such ac- 
tion is to be taken. He said, 
“Once there is a substantial flow 
of goods to the market, the dam- 





age may be done—and we may 
be more in need of floors to 
prices than price ceilings.” In 
days of scarcity dealers would 
probably be more amenable to 
Fair Trade agreements than 
later. 

James C. Cumming, John A. 
Cairns & Co., New York City, 
advertising agency, said that re- 
tail dealers can’t be expected to 
carry théfr share of the load 
unless they make money on the 
advertiser’s product. Advertisers 
want universal distribution and 
don’t want customers, sold 
through advertising, to be in- 
duced to switch to another item 
because the retail dealer makes 
more money on it. Fair trading 
is the one way, he declared, to 
make sure that the retail dealer 


makes a profit on advertised 
products. 
“Fair Trade” laws did not 


raise the cost of living, declared 
Roger Kenna, New York City, 
vice-president and general sales 
manager, The Marlin Firearms 
Co. Although they do not guar- 
antee a profit they do prevent a 
loss. “Fair Trade” laws, he de- 
clared, “would die if the manu- 
facturer used them to establish 
a false or unfair price. The ‘Fair 
Trade’ laws were given to the 
manufacturer and the retailer by 
the public, and by the same 
token, the public can take these 
laws away if they are not al- 
ways considered. Those of us 
subscribing to ‘Fair Trade’ must 
be sure that we continue those 
policies which will enable re- 
tailers to have the stabilizing 
effect of ‘Fair Trade’ without 
penalizing ‘John Consumer.’” 
Harold S. Close, president, 





Ayres & Galloway Hardware Co., 





Inc., Middletown, N. Y. president, 





Middletown Chamber of Com- 





merce, and formerly president, 
New York State Retail Hardware 
Association, said he thought pro- 
gressive retailers would agree 
that “it is a .real pleasure to 
approach a customer and sell 
price maintained items. You see, 
you know your price is right— 
you do not need to worry about 
the customer going out and see- 
ing the same item three stores 
away at 10 to 30 per cent 
cheaper. Therefore price main- 
tenance definitely creates a con- 
fidence in selling—the mental 
hazards of price cutting being a 
dead issue. . . . The result is 
you feature these fair traded 
items in the window, you adver- 
tise them—you give them the 
best space in the store. In other 
words you just warm up to these 
items and see how many you 
can sell.” 

John W. Anderson, president, 
The Anderson Co., Gary, Ind., 
succeeded John W. Scott, secre- 
tary, Bissell Carpet Sweeper Co., 
Grand Rapids, Mich., as presi- 
dent of the council. John Wyckoff 
Mettler, president, Interwoven 
Stocking Co., New Brunswick, 
N. J., is vice-president, and B. 
S. Peirson, sales manager, Con- 
sumer Division,. Corning Glass 
Works, Corning, N. Y., is secre- 
tary-treasurer. Directors are 
Messrs. Scott and Peirson; T. J. 
McDowell, general counsel, The 
Sherwin-Williams Co., Cleveland, 
Ohio, and C. R. Sheaffer, presi- 
dent, W. A. Sheaffer Pen Co., 
Fort Madison, Iowa. Allan P. 
Ames is executive vice-president 
and I. W. Digges, general coun- 
sel. Headquarters of the organi- 
zation are at 11 W. 42nd St., 





New York 18, N. Y. 





CARL F. BREITENBACH 


BREITENBACH ASS’T 
TO GENERAL MANAGER 
COROAIRE HEATER 
CORP. 


Carl F. Breitenbach, formerly 
associated with The May Co, 
Cleveland, Ohio, for 15 years, 
has been named assistant to the 
general manager of The Coroaire 
Heater Corp., Cleveland. Mr. 
Breitenbach’s experience includ- 
ed the management of various 
departments such as plumbing 
and heating, ranges, electrical ap- 
pliances, stoves and heaters. 


HORNEY ASS’T TO PRES. 
MEMBER OF BOARD, 
PITTSBURGH SCREW 


The Pittsburgh Screw & Bolt 
Corp., Pittsburgh, Pa., announced 
the recent election of George E. 
Horney to the company’s board, 
and his appointment as as- 
sistant to the president. Mr. 
Horney was formerly resident 
vice-president of the Gary Screw 
& Bolt Division. He became as- 
sociated with the company in 
1922. 

Gerald J. Garvey also was 
named general manager of the 
Gary screw and bolt division with 
offices in the Peoples Gas Bldg., 
Chicago, Ill. Mr. Garvey has been 
with the corporation since 1914, 
always with the Gary division, 
and in various capacities in the 
sales department. 
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Approve Western Cartridge 
Merger With Olin Corp. 
As Part of Olin Industries 


The proposed merger of the 
Western Cartridge Co., East 
Alton, Ill., with the Olin Corp., 
and the formation of a new cor- 
poration, Olin Industries, Inc., as 
parent company of all industrial 
enterprises now conducted by the 
two corporations concerned, has 
been approved by stockholders 
of Western Cartridge Co. An out- 
line of the merger prior to its 
approval was published on page 
120 of the Dec. 7, 1944, issue 
of Harpware Ace. 

The new corporation, Olin In- 
dustries, Inc., will operate its 
manufacturing units as divisions. 
Divisions will be Winchester Re- 
peating Arms Co. Division, New 





Haven, Conn.; Western Cartridge 
Co. Division, E. Alton, Ill.; West- 
ern Brass Mill Division, E. Alton, 
Ill.; Bond Electric Corp. Divi- 
sion, New Haven, Conn.; West- 
ern Powder Mfg. Co. Division, 
near Peoria, Ill.; Liberty Pow- 
der Co. Division, Mt. Braddock, 
Pa., and Aluminum Division, Ta- 
coma, Wash. 

In addition, Olin Industries 
will have the following subsid- 
iary corporations: Céllulose Re- 
search Corp., E. Alton; East 
Alton Public Service Co.; Kalu- 
nite, Inc., Salt Lake City, Utah, 
and the United States Cartridge 
Co., which operates the St. Louis 
Ordnance plant. 








MUIR ASS’T SALES 
MGR. LAMSON & 
GOODNOW MFG. CO. 


Gilbert Muir has recently been 
appointed assistant sales man- 
ager of the Lamson & Goodnow 
Mfg. Co., manufacturers of table 
cutlery, Shelburne Falls, Mass. 

Mr. Muir was formerly con- 
nected with the American 





GILBERT MUIR 
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Woolen Co., New York City, for 
six years, and was mathematics 
instructor at Arms Academy, 
Shelburne, Mass. 





PENNSYLVANIA SALT 
BUYS COTTON POISONS 


The Pennsylvania Salt Mfg. 
Co., manufacturing chemists of 
Philadelphia, Pa., has recently 
purchased Cotton Poisons, Inc., 
Bryan, Tex., manufacturers of 
calcium arsenate. Fred C. Shane- 
man, vice-president of the Penn- 
sylvania Salt Co., will operate 
the new plant. 

BUFFALO BOLT BUYS 

S. M. JONES COMPANY 


The Buffalo Bolt Co., North 
Tonawanda, N. Y., has recently 
purchased the S. M. Jones Co., 
Toledo, Ohio, maker of oil well 
rods, etc. Formerly engaged in 
the oil well rod business on a 
limited scale, the Buffalo Bolt 
Co., through the acquisition will 
become one of the largest manu- 
facturers of such lines in the 
U. S. The S. M. Jones Co. will 





be operated as a wholly-owned 
subsidiary of Buffalo Bolt Co. 
with Paul H. Jones continuing 
as president and Mason B. Jones 
remaining as vice-president and 
general manager. No personnel 
or method changes are contem- 
plated. 

STAHL PRESIDENT 

MASTER LOCK CO. 


Master Lock Co., Milwaukee, 
Wis., announced the recent ap- 
pointment of S. Stahl as presi- 
dent of the company, to succeed 
the late Phillip E. Yolles, who 
passed away last June. Law- 
rence N. Yolles will succeed Mr. 
Stahl as secretary of the organi- 
zation. One of the founders of 
the company, Mr. Stahl has been 
actively connected with the oper- 
ation of the business for nearly a 
quarter of a century. Mr. Yolles 
has been affiliated with the com- 
pany since his college days, and 
has a thorough knowledge of 
plant operation. 





HIGGINS DIRECTOR 

OF WESTINGHOUSE 

ELEC. & MFG. CO. 
Harry B. Higgins, president of 
the Pittsburgh Plate Glass Co., 
Pittsburgh, Pa., was recently 
elected to the board of directors 





HARRY B. HIGGINS 


of. the Westinghouse Electrie & 
Mfg. Co., Mansfield, Ohio. Mr. 
Higgins became the president of 
the glass company in January, 
1944. 





SHARTLE GEN. MGR. 
CLEVELAND DIST. CO. 
Howard J. Shartle has recent- 


ly been appointed general man- 
ager of The Cleveland Distrib- 





HOWARD J. SHARTLE 


uting Co., 2323 E. 67th St., Cleve- 
land 4, Ohio. For the past two 
years, Mr. Shartle has served as 
regional chief of radio and radar 
division of the WPB, with head- 
quarters in Cleveland. He was 
at one time with the Cleveland 
Talking Machine Co., as man- 
aging director. 





HITER DIRECTOR 
OF UNITED WALLPAPER 


Frank A. Hiter has recently 
been elected to the board of di- 
rectors of United Wallpaper, Inc., 
Chicago, Ill- Mr. Hiter is also 
senior vice-president and general 
sales manager of Stewart-Warner 
Corp. 

HDWE. GOLF ASS’N 
PLANS ’45 TOURNAMENT 
AT COLORADO SPRINGS 


A. J. Eggelston, Richards 
Wilcox Mfg. Co., Chicago, Iil., 
secretary-treasurer of the Hard- 
ware Golf Association recently 
announced the tentative plans for 
the association’s annual tourna- 
ment. It will be held at the 
Broadmoor Hotel, Colorado 
Springs, Colo., Sept. 20, 21 and 
22, 1945. The rates will be $9.00 
per day, American plan with two 
in a room, the green fees being 
$2.50 per day. 
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COLLINS RETIRES, MGR. 
RETAIL STORES DIV. 
ALUMINUM UTENSIL CO. 
R. E. Collins has retired as 
manager of the retail stores divi- 
sion of The Aluminum Cooking 











R. E. COLLINS 


Utensil Co., New Kensington, 
Pa. He has been succeeded by 
H. B. Ebert, who was formerly 
Cleveland, Ohio, district man- 
ager. Mr. Collins has been with 
Wear-Ever since 1903, when he 
began as a store demonstrator 
and salesman. He was in the 
hotel sales division from 1907 | 
until 1919 when he was appoint- 
ed manager of the Chicago dis- 
trict. Mr. Ebert joined the com- 
pany in 1912 as a correspondent | 





| stores division of The Aluminum 





H. B. EBERT 


in the home office. After serving 
as a lieutenant in World War I, 
he was appointed manager of 
the Kansas City district, where 
he remained until 1927 when he 
was made manager of the Cleve- 
land district. Both men are mem- 
bers of the company’s Twenty- 
Five Year Club. 


CAPT. DETCHEMENDY 
RETURNS TO ALUMINUM 
COOKING UTENSIL CO. 


Capt. John Detchemendy re- 
cently returned to the retail 


Cooking Utensil Co., New Ken- 
sington, Pa., after two and one- 
half years in the AAF, 17 months 











HARMON COLOR WORKS, INC., WIN “E” PENNANT: The 
Harmon Color Works, Inc., Haledon, N. J., subsidiary of the 
American Home Products Corp., New York City, recently 
was awarded the Army-Navy “E” award for meeting a difh- 
cult delivery schedule and maintaining high standards of 
quality in the production of quinacrine hydrochloride, the 


anti-malarial drug 


five employees. 


continued top production. 
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At the ceremony the employees heard 
direct testimony of the effectiveness of the drug. Lt. Comdr. 
V. W. H. Campbell, M.C., U.S.N., related the experiences of 
Staff Sgt. Joseph Santuzzi, who pinned the “E” 
Lt. Col. Hubert T. Marshall, M. C. Com- 
manding Officer, Army Medical Purchasing Office, presented 
the pennant to the employees, and Charles A. Oppek repre- 
sented the employees in accepting the pennant and pledging 
Left to right: V. 
president of the company; Lt. Col. Hubert T. Marshall, Lt. 
Comdr. V. W. H. Campbell, and Charles A. Oppek. 


insignia on 


J. Chartrand, 





of which were spent overseas. 
He was assigned to the 12th Air 
Force, with which he saw action, 
and later transferred to the 
Army Transport Corps. In World 
War I he was a pursuit pilot. 


CHAMBERLIN METAL 
WEATHER STRIP CO. 
CHANGES NAME 


J. P. Glaser, executive vice- 
president of the Chamberlin 
Metal Weather Strip Co., 1245 
LaBrosse St., Detroit, Mich., has 
recently announced that the com- 
pany’s name has been changed 
to the Chamberlain Co. The 
change was made because the 
company has greatly expanded 
its line of products and services 
which in addition to weather 
strips includes: rock wool insu- 
lation, storm windows, caulking, 
insect screens, and detention 
screens for hospitals, and psy- 
chiatric institutions. 





HARPER-MEGGEE, INC. 
DISTRIBUTOR FOR 
BARLOW & SEELIG 


Harper-Meggee, Inc., Seattle, 
Wash., has recently been ap- 
pointed postwar distributor for 
Speed Queen washers and ironers 
in the Pacific northwest. The 
company will service Speed 
Queen dealers in Washington, 
Oregon, and western Idaho 
through its three main offices 
located in Seattle, Portland, and 
Spokane. The distributor has 
established a centralized service 
station and carries a complete 
line of parts for servicing Speed 
Queen washers and ironers. 





FAY COMPTROLLER 
PITTSBURGH GLASS 


C. Robert Fay has recently 
been appointed comptroller of 
The Pittsburgh Plate Glass 
Co., 632 Duquesne Way, Pitts- 
burgh, Pa., to succeed Stuart M. 
Campbell, who has resigned. He 
has been secretary of the Policy 
Committee on War Contract 
Terminations for the Westing- 
house Electric & Mfg. Co., 
Mansfield, Ohio, since he re- 
signed last August as consultant 
to the WPB on the Controlled 
Materials Plan. 





INGRAHAM RECEIVES 
FIRST WHITE STAR 


The E. Ingraham Co., Bristol, 
Conn., manufacturers of clocks 
and watches, has recently been 
notified by the Navy department 
of the renewal of its Army-Navy 
“E” award in the form of a white 
star to be added to the pennant. 





WILLIAMS SALESMAN 
FOR CORBIN SCREW 
ON PACIFIC COAST 


Maynard Williams has re- 
cently been appointed sales rep- 
resentative of The Corbin Screw 
Corp., New Britain, Conn., for 
the 11 Pacific Coast states. He 





MAYNARD WILLIAMS 


has been with the company for 
22 years covering both the New 
England and the Midwest ter- 
ritory. 
APPLIANCE MFG. CO. 
NAMES DISTRIBUTORS 
FOR DUCHESS WASHERS 


The Appliance Mfg. Co., Gas- 
kill Rd., Alliance, Ohio, recently 
announced the appointment of 
four additional distributors for 
Duchess washing machines. The 
distributors are: Rapid Sales 
Co., Albany, N. Y.; Electric 
Wholesale Mart, Los Angeles, 
Cal.; 555 Inc., Little Rock, Ark., 
and the Modern Appliance & 
Supply Co., New Orleans, La. 





HEILMAN DIST. MGR. 
AM. CENTRAL MFG. 
IN CLEVELAND, OHIO 


Glenn A. Heilman has recently 
been made district manager for 
the American Central Mfg. Corp., 
Connersville, Ind. Mr. Heilman 
was formerly in the enginering 
department of the company. He 
was associated with Lamneck 
Products Co., Middletown, Ohio, 
before joining American Central 
Mfg. Corp. 

NASH-KELVINATOR 

HAS RADIO PROGRAM 


The Nash-Kelvinator Corp., 
Detroit, 32, Mich., has announced 
that it has completed plans for 
a late Sunday afternoon radio 
show over the full Blue Network 
of 190 stations. The half-hour 
show at 4:30 will feature the 
Andrews Sisters supported by a 
strong cast and guest artists. 
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NUCUT FILES 





SELL 
THE FILE 
WITH THE 


WHITE TANG 


More Tools to Help Your Sales! 
HELLER F ES REX FILES 


> FILES 


MEET YOUR 
NEEDS TODAY! 


ODAY the factories, machine and repair shops, 

garages, farmers and other file users in your lo- 
cality want files that work faster, easier! Files that 
can be counted on for better performance—whether 
the job to be cut, shaped or finished is made of 
metal, plastics, wood or fibre! Files of many lengths, 
shapes, cuts! Files of the right heft and balance! ' 
Files, in brief, that you can recommend with confi- 
dence — that help strengthen your reputation for 
quality! 

Exacting requirements! Yet you can meet them 
all with NUCUT Files. Because of the patented ‘““Wavy 
Teeth” design, consisting of both coarse and fine 
teeth in precisely positioned rows, a NUCUT first 
cuts clean, deep—then levels off smooth—both at the 
same stroke. This means more cuts, with less effort, 
in less time. 






Awarded to the 
Newcomer. 
Ohio, Plant 





GENUINE KELLER VIXEN CURVED TOOTH FILES 


Made of special alloy steel, original and genuine Heller 
VIXEN Files have extra-hard, scientifically curved teeth. 
These teeth shear instead of scrape, and leave a smooth, 
scratchless surface. Genuine Heller vixens are the best 
value your customers can get in milled curved-tooth files. 


HAND CUT ROTARY FILES 


Complete line of hand cut rotary files for use on flexible 
or stationary shaft filing machines, portable electric and 
air tools, and similar devices. Files are obtainable in spe- 
cially designed shapes recommended for the fast cutting 
of such metals as steel, bronze, and aluminum, and also 
plastics. Each shape is available in a number of sizes, as 
well as in rough, coarse, fine, and smooth cuts. 





HAMMERS 


Carpenter’s; Ball, Cross and Straight 
Pein; Blacksmith’s; Driving; Engineer’s; 
Fitting; Nail; Riveting; Rounding or 
Turning; Sharpening. 

Supplied in patterns, styles and weights 
for every job, each of these popular 
hammers is perfectly balanced. 








MASTERENCHES 


Supplied with smooth jaws for nuts, and with teeth for pipe; 
6”, 8”, 10”, 14”, 18” lengths. The handy wrench for mechanics, 
plumbers, motorists, and home owners. 


Popular Masterench features: Rugged—made of tough chrome 
vanadium steel. Handsome—black finish. Handy—can be hung 
on the wall. Bulldog Grip-once set will not slip or slide. 
Non-slipping grip handle. Husky Pipe Jaws—deeply notched; 
hold their edge. Fast Action—spec.a! ratchet action. Perfect 
Balance—non-tiring. 





HELLER BROTHERS COMPANY. newark, n. J. and NEWCOMERSTOWN. OHIO 


111 


DECEMBER 21, 1944 

























HABBERSETT WITH 
LOCKWOOD HDWE. 
IN EXEC. CAPACITY 


The Lockwood Hardware Mfg. 
Co., a subsidiary of the Inde- 
pendent Lock Co., Fitchburg, 
Mass., recently announced that 





W. C. HABBERSETT 


W. C. Habbersett has joined the 
company in an executive ca- 
pacity. Mr. Habbersett’s early 
hardware experience was gained 
with his father, George W. Hab- 
bersett, in Baltimore, Md. He 
later became affiliated with the 
Russell-Erwin Mfg. Co., New 
Britain, Conn., where he eventu- 
ally became general sales mana- 
ger. In 1943, he was appointed a 
dollar-a-year consultant in the 
Hardware & Small Tools Section 
of the WPB. He became chief of 
the section, and chief production 
schedule officer of the Building 
Materials Division, from which 
position he resigned to join Lock- 
wood Hardware & Mfg. Co. 


MAJOR HELLER 
WOUNDED IN ACTION 


Major Arthur Heller, advertis- 
ing manager of Heller Brothers 
Co., Newark, N. J., before enter- 
ing the service, was recently 
wounded by a German machine 
gun while investigating a point 
in the road where one of our 
tanks had been destroyed. He is 
in the hospital now, recovering 
rapidly, and he expects to be dis- 
charged from the army soon. 





JONES RETURNS TO 
MENGEL CO. FROM 
LUMBER DIV., WPB 


Walter R. Jones, recently re- 
signed as Chief of the Opera- 
tions Branch of the Lumber & 
Lumber Products Division of the 
WPB to resume his former du- 
ties as vice-president of The 
Mengel Co., Louisville, Ky. Mr. 
Jones, who joined WPB in 1943, 
will continue on a_ part-time 
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basis as consultant to the di- 
rector of the Lumber Division. 
He will now act as manager of 
Mengel’s merchandising division 
and direct its sales of all lumber, 
plywood, commercial and fancy 
veneers as well as building mate- 
rials. He is also president of 
U. S.-Mengel Plywoods, Inc., 
which operates plywood distribu- 
tion warehouses in four promi- 
nent cities in the U. S. 





LEARY DIRECTOR 
OF U. S. PLYWOOD 


William A. Leary, treasurer- 
comptroller of the United States 
Ply wood Corp., 616 W. 46th 
St., New York City, 19, has re- 
cently been elected a director 
of the corporation. He has been 
with the company since 1940, 
and was appointed treasurer in 
1942. He was formerly associated 
with Arthur Andersen & Co., ac- 
countants and auditors in its 
New York office. 





BARLOW & SEELIG 
WINS SECOND STAR 


Continuing outstanding _ per- 
formance in the production of 
war material has won for Barlow 
& Seelig Mfg. Co., Ripon, Wis., 
the second white star for its 
pennant, originally awarded a 
year ago. 


NAME TWO GALVIN 
VICE PRESIDENTS 
Elmer H. Wavering has been 


recently appointed vice-president 
in charge of the Galvin Mfg. 





E. H. WAVERING 


Corp., 4545 Augusta Blvd., Chi- 
cago, Ill., new automotive divi- 
sion, and Walter H. Stellner has 
been named vice-president in 
charge of the new home prod- 
ucts division. 

Mr. Wavering joined the com- 
pany as an engineer in 1930, and 
pioneered the design and engi- 
neering development of the first 





commercial car radio 
during that year. He later was 
made sales manager of the car 
radio division. When the war 
began he became head of the 
company’s quartz crystal divi- 
sion. Mr. Stellner was appointed 
advertising manager of the home 
radio division in 1937. A year 
later he was advanced to the 
position of sales manager of this 





W. H. STELLNER 


department, and in 1942, was 
transferred to Washington, where 
he headed the company’s office 
there. 


FORM SOUTHEASTERN 
HOUSEWARES CLUB 


A luncheon and meeting was 
held recently in Atlanta, Ga., at- 
tended by 20 manufacturers’ rep- 
resentatives and buyers, who or- 
ganized a Southeastern House- 
wares Buyers & Manufacturers’ 
Club to further the interest of 
the industry. The club elected 
temporary officers to organize and 
solicit membership. At a later 
meeting they will elect perma- 
nent officers and formulate the 
by-laws of the organization. The 
temporary officers and commit- 
tees elected are as follows: W. 
E. Brown, Rich’s Inc., Atlanta, 
Ga.; president; Steve Palmer, 
manufacturers’ agent, vice-presi- 
dent; Mrs. Grace Pike, Rich’s, 
Atlanta, Ga., secretary-treasurer: 
Pauline Bradley, Davison-Paxon, 
Earle Good, Sears, Roebuck & 
Co., committee to investigate and 
solicit the support of manufac- 
turers, and C. H. Prost, F. 
M. Ingersoll, Socony Vacuum 
Oil Co., Inc., Tavern Division, 
and Jack Elliott, manufacturers’ 
representative, committee to in- 
vestigate procedure connected 
with organizing a housewares 
show. The membership fee will 
be $2.00 per year. Anyone in- 
terested in immediate member- 
ship should contact the secretary, 
Mrs. Grace Pike. 


receiver | 





WARREN TOOL CORP. 
MOVES GENERAL SALES 
OFFICE TO CHICAGO 


Howard Mull, vice-president 
in charge of sales, Warren Tool 
Corp., Warren, Ohio, announced 
the recent move of the general 
sales office of the company to 
2119 Banker Bldg. 105 W. 
Adams St., Chicago 3, Ill. Ex- 
panding business and a desire 
for a more central location to 
facilitate and speed service to 
customers brought about this 
change. The other divisions of 
the company will remain in War- 
ren, Ohio. 


MEXICAN FIRM WANTS , 
TWEEZERS, NAIL FILES 


Guillermo Eckstein, P. O. Box 
1921, Mexico, D.F., importers and 
exporters, is seeking complete 
lines of tweezers and nail files in 
all qualities and sizes, made by 
companies which are not <s yet 
represented in the Mexican 
market. a 


BRODE MGR. DIST. 
CROSLEY MFG. DIV. 


E. C. Brode has recently been 
appointed manager of distribu- 
tion for the manufacturing divi- 
sion of The Crosley Corp., Cin- 
cinnati, Ohio. He has been in 
the radio and major appliance 
industry for the past 23 years, 
and was formerly regional man- 
ager for Crosley in the north- 
central section of the country. 

Prior to his connection with 
Crosley, he was affiliated with 
Westinghouse Electric & Mfg. 
Co. as merchandise manager in 
its central district. In his new 
position, Mr. Brode will direct 
the distribution activities of the 
Crosley manufacturing division 
throughout the country. L. C. 
Truesdell is resigning from The 
Crosley Corp. to accept an ex- 
ecutive sales position with an- 
other company. 





E. C. BRODE 
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Y Lenk ¥ 


SOLDERS—IRONS—BLOTORCHES 


Sell the Lenk complete 
line of fine electric sol- 
dering irons, 
Blotorches, 
bar, wire, 
core and 
aluminum 
solders. 














Priority required only on irons and Blotorches— 
4A5 or higher. 









NEWTON LOWER FALLS 
MASS. 





ARMSTRONG- BRAY 


STEELGRID Prompt deliveries 


Wise 





both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 


Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 














SIZE MARSKED 


| Short of Clerks? 


The sharp, clear size-morkings on all 
Simplex pump leathers speed up sales and 
prevent mistakes and exchanges. 

Solve your sales clerk problem with 
quickly sold Simplex pump leathers. They 
help both dealer and customer. 


Ask your jobber or write 
us for price list. 


MANUFACTURIN G 


AUBURN, NN. 








National 
Still a symbol 
of fine 


HARDWARE 












UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
give first call to the war effort, and 
whateveravailablehardwareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is comin, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 


to serve a world at peace. 


Wesupgest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 


COMPANY 
STERLING - + + ILLINOIS 
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UNSURPASSED 
VALUE IN 
FINE TOOLS! 

















No. B-456 Counter Display 


| Display Consists of: 

| doz. B-44 (4"x!/,") 

1 doz. B-54 (5"x!/,") 

| doz. B-66 (6"x5/16") 
(Packed 6 Display Units per carton) 


Much of Great Neck's tool research 
and study has earned the praise of 
mechanics and engineers. In a recent 
study of screwdrivers on the market, 
one conclusion was reached: A top- 
notch, sturdy, long-lasting, efficient 
screw driver was needed badly. And 
here, in Great Neck's B-Line, is the 
evolution of this demand and need in 
screw drivers. We believe it is the 
finest value in screw drivers on the 
market today or any day. 


Screw Drivers Are— 


TWISTPROOF— 


Blade shank firmly embedded in 
handle, riveted to both handle 
and steel ferrule. 


REINFORCED— 


Shaft extended clear through 
handle, for withstanding hammer- 
ing and prying abuse. 


HEAT TREATED— 


Business end of tool specially 
treated: hardened and tempered 
for rough duty. 


HEAVILY CAPPED— 


Heavy steel cap armors handle to 
tolerate the heaviest blows. 


GREAT NECK SAW MANUFACTURERS, INC. 


Mineola, N. Y. 
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ATLAS cut TACKS 


are the tops!" 








We hear that same story 
every day... but it's al- 
ways welcome news and 
why we're deter- 
mined to produce only the 
FINEST cut TACKS because 
you know, we know and 
everyone knows..... 


THERE IS NO SUBSTITUTE 


that's 


FOR QUALITY 





9 department | 
frazle in 





ur shippim 
a 






FAIRHAVEN, 
MASS. 
















Yale & Towne Mfg. Co. Forms 
Two New Export Sales Departments 


The Yale & Towne Mfg. ‘Co., 
The Chrysler Bldg., New York 
City 17, has recently established 
two export sales departments and 








HENRY C. GEBHARDT 


managers in the Stamford, 
Conn., and the Philadelphia, Pa., 
divisions. The new divisional 
export sales managers are Victor 
R. Ball and Henry C. Gebhardt, 
the former manager of the Phila- 
delphia_ division export office, 


and the latter manager of the 
Stamford office. Mr. Ball will 
have charge of the export sales 
of Yale hand chain and electric 
hoists, handlift and electric in- 
| dustrial trucks, and the Yale- 
made Kron industrial dial scales. 
Mr. Gebhardt will head the ex- 
port sales of Yale locks, builders’ 
hardware, door closers and Tri- 
rotor pumps. 

Mr. Ball after five years’ ex. 
perience with the American 
Paper Export Co. joined The 
Yale & Towne Mfg. Co.’s export 
department in 1924. He has been 
actively associated with the sales 
of both materials handling equip. 
ment and builders’ hardware 
continuously since that time. Mr. 
Gebhardt represented Yale & 
Towne in Italy in 1924. After 
spending three years with the 
company export headquarters 
there, he transferred in 1932 to 
the European territory where he 
sold Yale products for the next 
seven years. Since returning to 
the United States in 1939, he 
has made three extensive sales 
trips throughout Latin America, 
and has been attached to the 
Stamford division representing 





the export department. 








ROBERTS VICE-PRES. 
GEN. SALES MGR. 
TRIMZ CO., INC. 


William H. Yates, president of 
United Wallpaper, Inc., Chicago, 
Il., recently announced the elec- 
tion of Stewart Roberts as vice- 
president and general sales man- 
ager of the Trimz Co., Inc., Chi- 
cago, Ill, a subsidiary of the 
wallpaper concern. For the past 
11 years, Mr. Roberts has been 
promotion manager of the Amer- 
ican Magazine, New York City. 





SMITH DISTRIBUTORS 
REPRESENT ORIGINAL 
ENDERES CO. IN EAST 


S. W. Smith Distributors, 321 
Broadway, New York City, has 
recently been appointed eastern 
representative for the Original 
Enderes Co., Guttenberg, Iowa, 
manufacturers of nippers and 
hand-forged tools. 





VILLALBA, CARIBBEAN | 


REGION MGR. EXPORT 
DIV. CROSLEY CORP. | 


Antonio Rojas Villalba has re- 
cently been appointed Caribbean 
regional manager for the export 
division of The Crosley Corp., 
Cincinnati, Ohio, with headquar- 
ters in Mexico City. Mr. Rojas 





formerly was connected with the 
broadcasting division of The 
Crosley Corp., as coordinator of 
Central American broadcasting. 
For the past two years, he has 
been in Mexico as vice-president 
and managing director of Radio 
Mil XEDY. In the near future, 
he will visit the principal dis- 
tribution points in his territory 
which include: Mexico, Cuba, 
Puerto Rico and other islands 
in the West Indies, Colombia, 
Panama, Honduras, British Hon- 
duras, Guatemala, Costa Rica. 
Nicaragua, and San Salvador. 





ANTONIO ROJAS VILLALBA 


HARDWARE AGE 
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BLACK TO MANAGE 
BOCA CHICA HDW.— 
NEW WHOLESALERS 


George C. Black has an- 
nounced formation of the Boca 
Chica Hardware Co., Ltd., 1300 
Levee St., P. O. Box 1031, 





GEORGE C. BLACK 


Brownsville, Tex., to operate a 
wholesale hardware business, 
starting Jan. 1, 1945. Mr. Black 
is manager and J. W. Cole is 
sales manager, both being gen- 
eral partners in the concern. J. 
Fred Schoellkopf, Jr., and Wil- 
son Schoellkopf are limited part- 
ners. The company plans to cover 
the irrigated section of the lower 
Rio Grande Valley and old 
Mexico, handling a complete line 
of hardware and housewares. The 
company will distribute exclu- 
sively through retail dealers. 

Mr. Black was associated for 
29 years with the Southern Sup- 
ply Co., Dallas, Tex., excepting 
for a leave of absence during 
World War I. He started with 
that company’s purchasing de- 
partment and was elected vice- 
president, assistant general man- 
ager and a director in 1938. He 
served as president of the Texas 
Wholesale Hardware Association 
in 1938. Mr. Cole had prior to 
formation of the new company 
been southwestern representative 
for the American Fork & Hoe 
Co., Cleveland, Ohio, for eight 
years. Previously to that he had 
been with Empire Plow Co., 
Cleveland, Ohio, covering south- 
ern and southwestern states. 





RECTOR SALESMAN 
FOR BERGER MFG. 
DIV. REPUBLIC STEEL. 


C. L. Rector has recently been 
appointed salesman in the steel 
building products division of the 
Berger Mfg. Div. of Republic 
Steel Corp., Cleveland, Ohio. 
Prior to his new appointment, 
he was salesman for the Eller 
Mfg. Co., covering northeastern 








Ohio, remaining in that territory 
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after the latter company was ac- 
quired by the Milcor Steel Co. 
He will continue to work in the 
northeastern Ohio territory, and 
in addition will work with job- 
bers in Pittsburgh. 
HUGHES-PETERS, INC., 
DISTRIBUTES FOR 
EMERSON RADIO 


Hughes-Peters, Inc., Columbus, 
Ohio, has recently been ap- 
pointed distributor for the Emer- 
son Radio & Phonograph Corp., 
New York City. The company 
will distribute Emerson radios in 
the Dayton territory where a 
branch is maintained with a 
separate sales organization. A 
complete radio service depart- 
ment is maintained in Columbus 
and in Dayton for the use of 
dealers in both territories. Sales 
of the radios will be under super- 
vision of William. A. Wilson, 
president and general manager 
of Hughes-Peters. 








COLUMBIA VISE WINS 
FOURTH “E” AWARD 


The Columbian Vise & Mfg. 
Co., 9021 Bessemer Ave., Cleve- 
land, Ohio, has recently re- 
ceived its fourth Army-Navy “E” 
award for outstanding achieve- 
ment in the production of war 
materiel. 


RASCHKA MGR. MILCOR 
STEEL ROCHESTER BR. 


Frank C. Raschka has recent- 
ly succeeded J. Howard Riddle 
as manager of the Milcor Steel 
Co., Rochester, N. Y., branch. 
Mr. Raschka has been with the 
company’s sales organization for 
many years and is well qualified 
to fill his new position. Mr. Rid- 
dle, who has been in charge of 
the Rochester branch since 1938, 
has been assigned new duties in 
connection with special sales 
work. He will remain in Roches- 
ter and his services on merchan- 
dising problems will be avail- 
able to thie trade. 





FRANK C. RASCHKA 
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TOY MAKERS SEE NO GREAT CHANGE IN 


PRODUCTION UNTIL AFTER V-E DAY 


PLAN TOY FAIR, MARCH 5-17, 1945 


Discuss labor relations, materials situation, tariffs and 


1945 business outlook at annual meeting. Consider 
possibility of holding business sessions during Toy 


Fair. 


Effects of the war and post- 
war period on the manufacture 
of toys was given major atten- 
tion at the 28th annual meeting 
of the Toy Manufacturers of the 
U.S.A., Inc., at the Hotel Me- 
Alpin, New York City, Nov. 30 
and Dec. 1, which was attended 
by 151 representatives of member 
companies, a record-breaking at- 
tendance. Declaring that no great 
increase in toy production can 
be expected until after V-E day, 
Carl Hedstrom, Jr., Hedstrom- 
Union Co., Gardiner, Mass., re- 
tiring president of the associa- 
tion, pointed out that “more toys 
have been produced than was 
thought possible by the most op- 
timistic two years ago.” Retail 
volume in toys this year, despite 
war restrictions, will approxi- 
mate $200,000,000, a total rea- 
sonably close to 1943 sales. 

Announcement was made that 
the annual American Toy Fair 
will be held starting March 5, 
1945, for two weeks. It will be 
at permanent showrooms at 200 
Fifth Ave., 1107 Broadway, New 
York City, and other year ‘round 
display rooms, with temporary 
exhibits at the Hotel McAlpin. 

Samuel Blumberg, labor rela- 
tions counsel, urged that the Na- 
tional Labor Relations Act be 
amended to provide for full co- 
operation in the establishment of 
cordial management-labor 
tions. 

Relationship of manpower and 
other factors to materials short- 
ages was discussed by several toy 
manufacturers. Those participat- 
ing and materials they discussed 
were: metals, L. M. MacDonald, 
Ohio Art Co., Bryan, Ohio, and 
J. C. Struthers, The Colson 
Corp., Elyria, Ohio; paper, H. E. 
Luhrs, The Beistle Co., Shippens- 
burg, Pa., and James J. Shea, 
Milton Bradley Co., Springfield, 
Mass.; plastics, B. F. Michtom, 
Ideal Novelty & Toy Co., New 
York City; T. W. Smith, Jr., 
Sun Rubber Co., Barberton, 
Ohio, and wood, Neal W. Fos- 
ter, Newton & Foster, Inc., Bran- 
don, Vt. All expected the com- 
ing year to he a difficult one, 


rela- 
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affecting business. 





Some of the officers and directors of the Toy Manufacturers of the 
U. S. A., Inc.,—left to right: Arnold H. Munk, The Platt & Munk Co., 
Inc.; J. A. Chrisman, South Bend Toy Mfg. Co.; H. E. Luhrs, The 


Beistle Co., past president; L. K. 


Anderson, Selchow & Righter Co. ; 


Arthar J. Lehman, The Lehman Co. of America, Ind., vice president; 
Neal W. Foster, Newton & Thompson, Inc.; Carl Hedstrom, Jr., Hed- 


strom-Union Co., 


retiring president; B. E. 


Fleischaker, Fleischaker 


& Baum, Inc.; Arthur Raphael, The Lionel Corp.; Charles S. Raizen, 


The Transogram Co., Inc.; 


Products Co., vice president. 


with real material and labor sup- 
ply problems. 

John G. Lerch, the associa- 
tion’s tariff counsel, discussing 
the post-war tariff picture said 
that we can’t compete in world 
markets, after the war, on com- 
petitive lines in the export field. 
He urged that the present Recip- 
rocal Tariff Agreements not be 
extended beyond their present 
expiration date. 

Thursday evening at the an- 
nual banquet, more than 100 toy, 
men, enjoyed a variety show. 
Chief feature of the evening was 
an expose of crooked gambling 
devices. 

Friday morning, Dr. Marcus 
Nadler, Professor of Finance, 
New York University, and Re- 
search Director, Institute of In- 
ternational Finance, said that 
“while the global war continues, 
the: pattern of business will re- 
main as it is today” and marked 
by commodities and manpower 
shortages. The unknown factor 
is just how long the catch-up 
period will last after the end of 
the war. He urged, for the post- 
war period, a sound taxation sys- 
tem providing a balanced budget 
and moderate retirement of 
debts, labor legislation to make 
labor unions more _ responsible 
and modification of other laws 
“Tf the catch- 
up period, which is bound to be 
marked by a high degree of 


James L. Fri, 
MacDonald, The Ohio Art Co., treasurer; and Sam G. Goss, 





L. M. 
Halsam 


managing director; 


business activity is utilized to 
carry out the necessary reforms,” 
he said, “and to put into effect 
the necessary plans, there is no 
reason to adopt a pessimistic at- 
titude about the future of busi- 
ness activities and the system of 


private enterprise in the United 
States.” 

Members will be canvassed by 
mail, to decide whether the asso- 
ciation will hold business ses- 
sions during the 1945 Toy Fair. 

Mr. Hedstrom was reelected 
president and Sam G. Goss, Hal- 
sam Products Co., and Arthur J. 
Lehman, The Lehman Co. of 
America, Inc., both of Chicago, 
Ill., were reelected vice-presi- 
dents. L. M. MacDonald, The 
Ohio Art Co., Bryan, Ohio, suc- 
ceeded R. R. Ballenger, Dowst 
Mfg. Co., Chicago, Ill., as trea- 
surer. James L. Fri, managing 
director and Horatio D. Clark, 
assistant director, both of New 
York City, were reappointed to 
those offices. Directors are: L. 
K. Anderson, Selchow & Righter 
Co., New York City; Messrs. 
Goss an! Lehman; Charles S. 
Raizen, The Transogram Co., 
Inc.; Neal W. Foster, Newton & 
Thompson, Inc., Brandon, Vt.; 
David Marx, Louis Marx & Co., 
Inc., New York City; Mr. Mac- 
Donald; J. C. Struthers,The Col- 
son Corp.; J. A. Chrisman, South 
Bend Toy Mfg. Co., South Bend, 
Ind.; B. E. Fleischaker, Fleis- 
chaker & Baum, Inc., New York 
City; Arnold H. Munk, The 
Platt & Munk Co., Inc., New 
York City and Arthur Raphael, 
The Lionel Corp., New York 
City. Retiring directors are: H. 
D. Allen, The Gong Bell Mfg. 
Co., E. Hampton, Conn.; Mr. 
Ballenger and B. F. Michtom, 
The Ideal Novelty & Toy Co., 
New York City. 








WM. MEE DISTRIBUTES 
FOR MOTOROLA RADIO 


William H. Kelley, general 
sales manager of the Galvin 
Mfg. Corp., Motorola radio, Chi- 
cago, Ill., recently announced the 
appointment of Wm. Mee Co., 
Inc., Oklahoma City, Okla., as 
distributor of Motorola radios 
for the entire state of Oklahoma. 
This distributor will carry Mo- 
torola radio’s complete line of 
post-war units: F-M and A-M 
table models, consoles and auto- 
matic phonographs, AC-DC bat- 
tery portables, the new Motorola 
Playboy, portable radio, and also 
battery operated radios for farm 
areas and the new improved 
radios for automobiles. 





DASCHNER LEAVING 
MICHIGAN ASSN. TO 
JOIN MORLEY BROS. 


Harold A. Daschner, manager, 
Michigan Retail Hardware Asso- 
ciation, 1112 Olds Tower, Lan- 
sing 8, Mich., has resigned, ef- 
fective Dec. 31, 1944, from that 
office to join Morley Bros., Sagi- 








naw, Mich., wholesale hardware 
distributors, also operating 
branches in Detroit, and Grand 
Rapids, Mich. 

Mr. Daschner’s duties for the 
Michigan Retail Hardware Asso- 
ciation will be taken over by 
Harold W. Schumacher, who as- 
sisted Mr. Daschner for the past 
several years. 





HAROLD A. DASCHNER 


HARDWARE AGE 
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JENKINS, CHICAGO 
DIST. SALES MGR. 
. NATIONAL SCREW CO. 


George F. Jenkins has recent- 
ly been appointed Chicago dis- 
trict sales manager of The Na- 
Cleve- 


tional Screw & Mfg. Co., 





GEORGE F. JENKINS 


land, Ohio, with offices at 1407 
Conway Bldg., 111 W. Washing- 
ton St., Chicago 2, Ill. Mr. 
Jenkins joined the company in 
1926 and has been in the pro- 
duction department, the general 
sales office and has also served 
as an outside salesman. Lately 
he has been in charge of govern- 
ment sales, and supervisor of 
contract terminations for the 
company. 


—_— 


MOFFATS LTD. TO 
DISTRIBUTE FOR 
CROSLEY IN CANADA 


Moffats Ltd., Weston, Ontario, 
Canada, will manufacture, as- 
semble and distribute Crosley 
products in Canada for The 
Crosley Corp., Cincinnati, Ohio. 
Various parts of the Crosley 
Shelvador refrigerators, home ra- 
dio receivers, and other products 
will be imported by Moffats Ltd., 
from the main Crosley plants in 
the U. S., to be incorporated into 
the Crosley radios and major ap- 
pliances which will be manufac- 
tured in Canada. John W. De- 
Lind, Jr., director of exports of 
The Crosley Corp., says that spe- 
cial buildings are being set aside 
and completely refitted for the 
manufacture, assembly and ser- 
vicing of household appliances. 





LORINE MOUNCE JOINS 
AM. CENTRAL MFG. 


Mrs. Lorine Mounce, formerly 
in the public relations depart- 
ment of Consolidated Aircraft 
Corp., San Diego, Cal., has re- 
cently joined the sales depart- 
ment of the American Central 


DECEMBER 21, 1944 


Mfg. Corp., Connersville, Ind., 
where she will serve as director 
of the American Kitchen Plan- 
ning Service. Mrs. Mounce will 
be active in the company’s post- 
war return to the manufacture of 
steel kitchen sinks and cabinets, 
automatic dishwashers, and home 
freezer units. 
NEW FORMICA COLOR 
LINE DEVELOPED 


The Formica Insulation Co., 
Cincinnati, Ohio, has recently in- 
troduced a new color line of 
decorative laminated plastics. 
The colors provide tints and 
shades that are popular with 
decgoratme and designing trades. 
This line wiil be made available 
to civilian application as soon as 
the Formica plant capacity can 
be released from its present all- 
out production of vital laminated 
plastics materials for war uses. 





J. G. MORAN HEADS 
EAGLE LOCK’S NEW 
SOUTHERN OFFICE 


The Eagle Lock Co., Terry- 
ville, Conn., has announced that, 
as of Jan. 1, 1945, it will estab- 
lish its southern district office 
under managership of James G. 
Moran. 

This change is in line with 
Eagle Lock’s post-war plans, un- 
der which it will present its 
line of products to hardware 
wholesalers throughout the coun- 
try through its own exclusive 
representatives, who will be espe- 
cially trained in technical prob- 
lems of locks, screws and new 
products to be added to the line. 





OPENS BUSINESS IN 
ELIZABETH, N. J. 


Sam Stern has opened a hard- 
ware and mill supplies business 
under the name Clark State 
Hardware Supply Co. at 135 
Elizabeth Ave., Elizabeth, N. J. 
Mr. Stern was for more than 30 
years with B. Lichtenstein Co., 
163 Greenwich St., New York 
City. 


LAMP DEVELOPMENTS 
TO BE SHOWN APRIL ’45 
AT LIGHTING SHOW 


Leading lamp and lighting 
equipment manufacturers of the 
United States will meet April 19 
to 23, inclusive, 1945, in the In- 
ternational Lighting Exposition 
at the Palmer House, Chicago, 
Ill., to introduce the newest de- 
velopments in lamps and light- 
ing equipment for industrial 
plants, schools, offices, stores, 
etc. At the same time they will 
show how better lighting is 





speeding war production. 
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-and for Post-War, too! 


Today hundreds of different Hodell chain assemblies 
—some with attachments, some without—are play- 
ing a vital part in the production of America’s tools 
of war. If chains figure in your wartime production 
—or in your post-war plans—let Hodell engineers 
help you. Send blueprints for a prompt estimate. 
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CANVA LASTIC  waterproof- 
ing for awnings, binder can- 
vas, tents, tarpaulins, canvas, 
automobile tops, linoleum, 
venetian blinds. Dries in 2 
or 3 hours. Not oily or 
greasy. 


CELLTITE Damproofing water- 
proofs, preserves stone, con- 
crete, stucco, file, brick, 
Plaster, wood, plastics, base- 
ments, silos, gymnasiums, 
cement walks, driveways, 
plastered walls. 


EASILY APPLIED— 
LONG LIFE 
RAIN SHED Waterproofs 
boots, shoes, carvas, leather, 
Clothing MAKES SILOS 
SHINE BETTER. MAKES 
SHOE SOLES LAST LONG- 

ER. 


“ALL THREE EXCELLENT 
ITEMS’'—LIQUID WAX 
SHEPS LIQUID SADOLE SOAP 
a cleaner and preservative 
for howts, shoes, saddles, 
leather jackets, other fine 

leather. 
“A very convenient, prac- 
tical product.” 

SHEPS SHOE PASTE water- 
proofs heavy duty leather 
exposed to weather—work 
shoes, boots, sa‘dies. Used 
by farmers, miners, factory 
workers. 


“A SUPERIOR 
PRODUCT" 


Sold by jobbers everywhere. 
Inquire of salesmen. 


Mfg. by 


NEATSLENE COMPANY, Omaha 8, Nebraska 
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GLOBE AMERICAN OPENS | members elected at the meeting 
SALES OFFICES IN | were: Wallie C. Hooper, Jackson 
FIELD BLDG., CHICAGO | Sales Co., and N. D. Vergeson, 
he manager, W. P. Horn Co. The 
The American Corps! end of this year brings to a 
Kokomo, Ind., has opened a gen- | close one of the most successful 
eral sales offi a 600, 135 | years of the club’s history with 
S. La Salle St., Chicago 3, IIL, | exceptional attendance and a sur- 
| plus in the treasury due to the 
| fine leadership of Past President 


| Fred C. Brose. 


| 





Globe 





PINCUS EASTERN 
SALES MANAGER 
| GALVIN MFG. CO. 


Edward L. Pincus has recently 
been appointed district sales man- 
ager for the Middle Atlantic 

| States with headquarters in Phil- 
| adelphia, Pa., for the Galvin 
| Mfg. Corp., Chicago, IIl., man- 
| ufacturers of Motorola car and 
| home radios. He was formerly 
| affiliated with the Philco Corp. 
| as its chief field expediter. He 
| has been identified with the radio 
and appliance trade since 1924. 





B. B. TURNER 





| 
WEINGAND SELLS HDWE. 


from which sales and national 

distribution of Dutch Oven STORE—TO RETIRE 
Ranges will hereafter be directed. Julius M. Weingand and his 
The _— sales offices = under | wife who have been operating the 
supervision of D. C. Plummer, | J M. Weingand Hardware Store 
vice-president in charge of met-| in Hillsboro, Ill., for 25 years, 
chandising, and B. B. Turner, | retired from business recently 
general sales manager of the| when the store was sold to D. L. 


Kokomo division. The company 
has factories located at Kokomo, 
Ind., and Macomb, III. 


Foster. Mr. Foster has taken 
| charge of the business and Mr. 
Weingand will assist him for the 
present time. James Dilley, who 
has assisted in the store for many 
years, will continue to have the 
same position, and Mrs. Foster 





GAROD RADIO EXPANDS 
WITH ANOTHER FLOOR 


The Garod Radio Corp., 70} will aid her husband in the store. 
Washington St., Brooklyn 1, ——— 
N. Y., has expanded its manu-| wILLIAMS BROS. HDWE. 


facturing facilities and taken on 


an additional floor. The bulk of PURCHASED BY 


WILLIAMS & LOVE 


Morrillton, Ark., operated as 
Williams Bros., to William E. 
Love, owner of the Love Supply 
Co., and Earle Williams. The 
firm will now be called Williams 
& Love. Mr. Love will continue 
to operate Love Supply Co. in 
Morrillton, and Mr. Williams will 
manage the new company. 





ANDERSON, EXEC. SEC. 
| OF SENATE SMALL 
| BUSINESS COMMITTEE 
| 
| 


Dr. Dewey Anderson has been 
appointed as Executive Secretary 
of the Senate Small Business 
Committe to conduct the studies 
and investigations “to assure 
necessary congressional support 
for American small business,” ac- 
cording to an announcement of 
Senator James E. Murray, chair- 
man, Small Business Committee. 
Dr. Anderson was executive sec- 
retary of the old Temporary Na- 
tional Economic Committee. Re- 
cently he has been chief of field 
operations of the United Nations 
Relief & Rehabilitation Admin- 
istration. Immediately following 
Pearl Harbor he had been chief 
of the American Hemisphere Di- 
vision or the then Board of Eco- 
nomic Warfare. 


WALZ CO. DISTRIBUTES 
FOR EMERSON RADIO 


The W. G. Walz Co., El Paso, 
Tex., has been appointed as dis- 
tributor for the products of the 
Emerson Radio & Phonograph 
Corp., New York City, in south- 
western Texas, New Mexico and 
Arizona. The Walz company 
maintains a completely staffed 
branch in Phoenix, Ariz., which 
will distribute radios and televi- 
sion sets from El Paso and 
Phoenix. Completely equipped 
service departments are main- 
tained in both branches for the 





the newly acquired space will be 

used for expansion in production J. L. Williams and Alva Wil- 
facilities, and other space has|liams have recently sold their 
been allotted for new, complete- | implement and hardware store in 


and 


ly equipped experimental 


use of dealers. 











development laboratories. 





LOS ANGELES POT 
& KETTLE CLUB 
ELECTS OFFICERS | The name, “New Freedom Gas 


The recently elected officers of | Kitchen,” submitted by Everett 
the Los Angeles Pot & Kettle} A. Taylor, purchasing agent of 
Club for 1945 are: Marshall E.| the Providence Gas Co., Provi- 
Niedecker, president, Hughson &| dence, R. 1, won first prize of 
Merton: A.D. McBurner, first vice- | $500 in War Bonds in the nam- 
president, manufacturers’ agent; | ing contest sponsored by the 
V. TT. Rupp. manufacturers’} American Gas Association, and 
agent, second vice-president; | the American Gas Appliance & 
Howard C. Sargent, manufactur-| Equipment Mfg. Association, 
ers’ agent, recording secretary; | New York City. The purpose of 
Jack Palmtag, manufacturers’ | the contest was to obtain a name 
agent, corresponding secretary, which would be considered most 
and Hal Newell, Hazel Atlas| descriptive of the industry’s new 
Glass Co., treasurer. The direc-| coordinated kitchens. 
tors of the club are: William| This kitchen planning program 
Smith and Percv Wilcox. New| seeks to coordinate the efforts of 











Title—New Freedom Gas Kitchen Wins 
AGA Contest for Modern Kitchens 


gas appliance § manufacturers, 
cabinet manufacturers and others 
in a program that will make it 
possible to show gas at work in 
its most attractive surroundings. 
Because the term, “New Freedom 
Gas Kitchen” aptly describes 
these kitchens of tomorrow, it 
will be used extensively in na- 
tional advertising already sched- 
uled for early in 1945. The pro- 
gram was organized as a result of 
recommendations made by the 
Postwar Planning Committee, 
which is headed by Alexander 
Beebe. Rochester Gas & Electric 


PITTSBURGH RETAIL 
HDWE. ASS’N HONORS 
FRANK HEGNER 


The Pittsburgh Retail 





FRANK A. HEGNER 


ware Co., Sewickley, Pa., with 
a testimonial dinner in the En- 
glish Room at the Hotel Fort Pitt, 
Pittsburgh, Pa. An_ excellent 
roast capon dinner was enjoyed 
by the 120 attending. Wesley A. 
Moore, president of the associa- 
tion, after reading several con- 
gratulatory letters to Mr. Heg- 
ner, introduced the toastmaster, 
Past President Walter E. White- 
head, Pittsburgh, Pa. Charles 
Scarborough, Scarborough & 
Klauss Co., and president of the 
American Hardware Supply Co., 
Pittsburgh, Pa., dealer-owned 
jobbers, and first president of 
the Pittsburgh association, ex- 
tended the congratulations of the 
local association to Mr. Hegner 
on his efforts in furthering the 
retail hardware industry. Howard 
McMaster, member of Sewick- 
ley’s board of trade, spoke of 
Mr. Hegner’s activity with that 
organization as well as with the 
school board. 

The Pittsburgh wholesale hard- 
ware trade was represented by 
Louis Braden, Logan-Gregg Hard- 
ware Co., Pittsburgh, who com- 
mented on the many years that 
Hegner Hardware Co. has car- 
ried on its successful business. 
W. Glenn Pearce, Philadelphia, 
secretary-treasurer, Pennsylvania 
& Atlantic Seaboard Hardware 
Association, extended the best 
wishes of his organization to the 
guest of honor. Mr. Moore pre- 
sented Mrs. Hegner with an 
orchid, and Mr. Hegner with a 
pen and pencil set, suitably let- 
tered. Mr. Pearce on behalf of 
PASHA, presented a wrist watch 





Co. 


to Mr. Hegner, who thanked 
those present for their good 
wishes, 


HARDWARE AGE 


Hard- 
ware Association recently hon- 
ored one of its past presidents, 
Frank A. Hegner, Hegner Hard- 
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OFFICIAL INSIGNIA 
FOR PITTSBURGH GLASS 
PRODUCTS ADOPTED 


The Pittsburgh Plate Glass 
Co., 632 Duquesne Way, Pitts- 
burgh, Pa., has adopted an offi- 


G | 


The new insignia 


cial insignia consisting of the 
letters “PPG,” to facilitate the 
recognition of its varied paint, 
glass, brush, chemical and plas- 
tic products. The insignia will 
appear on all labels or other 
means of product identification, 
advertisements, letterheads, pack- | 
ages, signs, etc. | 


| 








HARDWARE SQ. CLUB 
PLANS TO OMIT ITS 
SHORE DINNER IN °45 


The Hardware Square Club of 
New York City has decided not 
to hold its annual Shore Dinner 
in 1945. However, it is hoped 
that conditions in 1946 will en- 
able its resumption on an annual 
basis some time that year. 


SENTINEL RADIO 
SPONSORS VANDERCOOK 
IN RADIO PROGRAM 


The Sentinel Radio Corp., 
2020 Ridge Ave., Evanston, IIl., 
is sponsoring a radio program 
with commentaries on the news 
by John W. Vandercook. The 
broadcasts are heard every Sat- 
urday afternoon at 5:30 EWT, 
on 142 stations of the National 
Broadcasting Co. 


SERVICE RECORD OF 
REPUBLIC STEEL 
IN BOOK FORM 


The service record of the Re- 
public Steel Corp. in World War 
II is given in a 100-page book 
recently released by the company 
entitled, “Republic Goes to 
War.” The book states that at 
the request of the WPB, Recon- 
struction Finance Corp., and 
other governmental agencies, the 
company has undertaken 42 De- 
fense Plant Corp. projects with 
8 total wartime cost of more than 
$200,000,000. To date, Republic 
plants have received seven Army- 
Navy “E’s,” one Maritime “M,” 
three Guidon Awards from the 
Fifth Service Command, War De- 
partment, and a National Se- 





DECEMBER 21, 1944 


curity Award from the OCD. 
The book also tells the story of 
the company’s armor plate pro- 
gram in the Canton-Massillon 
district and of the development 
of many highly specialized steels 
for armament purposes. Chap- 
ters of the book are devoted to 
each of the steel districts and 
manufacturing plants, to _ its 
mines, metallurgy, safety, per- 
sonnel, and finances, etc. 





DENGLER TREAS. 
BELLEVILLE CHAMBER 
OF COMMERCE 

John J. Dengler, manager of 
the Gruenewald Hardware Co., 
Belleville, Ill., was elected trea- 
surer of the Belleville Chamber 
of Commerce recently. 





ELEC. APPLIANCE 
DISTRIBUTING CO. 
FORMED IN S. C. 


A state wide electric appli- 
ance wholesaling company with 
headquarters at Charleston, S. C., 
called C. & D. Distributing Co., 
has been organized by Norman 
L. Cannon, and F. F. Duggan. 
Mr. Cannon was formerly a 
wholesale representative for the 
Graybar Electric Co., and was 
also a member of the sales de- 
partment of the South Carolina 
Power Co. Mr. Duggan resigned 
his position as manager of re- 
frigération sales for Edison Gen- 
eral Electric Appliance Co. to 
join the company. The company 
will distribute appliance lines 
including Gibson refrigerators, 
home freezers and_ electric 
ranges; Stromberg-Carlson ra- 
dios, ABC home laundry equip- 
ment, and Sunbeam small ap- 
pliances. 


ABRASH BUYER FOR 
AM. FURNITURE ASSOC. 


William J. Abrash, formerly 
Chief of the Hardware & House- 
ware Unit, Consumers’ Goods 
Division, OPA, Washington, D. C., 
has joined the American Furni- 
ture Associates, Inc., as the 
housewares, china and _ glass, 
toys, lamps and small electric 
appliance buyer. Mr. Abrash had 
been with the OPA since May, 
1943, and prior to that had been 
affliated with Kann’s Depart- 
ment Store, Washington, D. C. 





WOCO ASSOCIATES 
MOVE TO NEW LOCATION 


Woco Associates, manufactur- 
ers’ representatives, have moved 
to 701 2nd National Bank Bldg., 
9th and Main Sts., Cincinnati 2, 
Ohio, recently. The telephone 
number is MAin 6948. 








Allen and Allen Dealers 









ALLEN is planning and 
preparing for the future 


in a big way. 


Revolutionary new improvements in famous ALLEN 
Ranges and Heaters— greater fuel-saving, longer 
life and all around economy — have been developed 
by ALLEN Engineers. 

These features have been incorporated into ALLEN 
Princess Ranges, Oil Burning Parlor Furnaces, and 
Parlor Furnaces for Coal and Wood, which we are 
producing by permission of WPB, while still en- 
gaged in war work. 

Meanwhile, we have completed our plans for full 
production and service to ALLEN Dealers when 
limitations on production for the civilian market 
are removed. 

NOW is the time to identify yourself as the ALLEN 
Dealer in your community. 





THE REVOLUTIONARY NEW 
ALLEN LoPilot Oil Burner 


offers amazing economy. Due to 
faster low-pilot-to-high-fire opera- 
tion, fuel wastage is reduced, stand- 
by fuel consumption drastically cut. 











Allen’s Prineess Range for Coal or Allen’s Of-Burning Parter 
Wood. Ne. 44-18 BRE-6. No. 44-18 Furnace—Model 4110. Due- 
BWE-6. tone Baked Enamel Finish 


SEE US AT FURNITURE MART 
CHICAGO, 17th Floor 


ALLEN MANUFACTURING COMPANY, INC. 


NASHVILLE, TENNESSEE 


‘Cuality Stove Guilders Since 1867" 
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NO NEW SPOT AUTHORIZATIONS FOR 
AT LEAST 90 DAYS IN 126 CITIES 


CEASE FURTHER WAR ORDER EASING 
Army-Navy-WMC order designed to force 


workers into war jobs. 


Unless plan eases 


labor shortage Gen. Somervell will seek Na- 
tional Service Act. Spot authorizations for 90 
days only in areas where no labor shortage. 


(Washington Bureau 
of HARDWARE AGE) 


Civilian production has been 
relegated to a secondary role in 
oficial Washington and WPB 
has thrown its full weight be- 
hind a program to speed up the 
lagging war programs, as well 
as a new facilities program for 
certain types of ammunition. 

On Dec. 1, WPB, the Army 
and Navy and WMC issued a 
joint order, which stopped fur- 
ther spot authorizations in 126 
cities for a period of 90 days. 
The cities affected are in Group I 
labor areas and certain Group II 
critical areas and comprise the 
heart of American industry. 

The order also provides for re- 
duction of employment ceilings 
in civilian industries to force 
workers into war jobs. In addi- 
tion, there will be no further 
war order relaxation for the 90- 
day period. 

While political observers have 
attributed the inception of the 
four WPB reconversion orders 
and the subsequent nullification 
of spot authorization to election 
maneuvering the facts do not 
bear out these assertions. It 
must be remembered that when 
the orders were originally an- 
nounced it was pointed out by 
the then WPB Chairman, Don- 
ald Nelson, that their provisions 
would only be applied were there 
no interference with war work. 

While soldiers have not suf- 
fered from lack of supplies be- 
cause of production lags, accord- 
ing to Lieut. Gen. Brehon B. 
Somervell, Army Service Forces 
Direetor, the Army is apprehen- 
sive that this might happen if 
supply deficits are not made up. 

The General is willing to try 
the joint plan of Dec. 1 for a 
period of 30 days and if the 311,- 
479 man labor shortage needed 
to bring up lagging programs is 
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not solved within this time, he 
says that he will again ask Con- 
gress for a National Service Act. 
General Somervell also ap- 
proved WPB Chairman J. A. 
Krug’s plan to pay war workers 
a bonus to stay on the job, post- 
war inflation notwithstanding. 
On Dec. 2 Mr. Krug gave ci- 
vilian goods production another 
backward shove when he an- 
nounced that V-E Day cuts would 
not be as great as the 40 per 
cent previously announced by 
the War Department, but would 
be substantially less because of 
the increased emphasis on the 
war in the Pacific. Other WPB 





officials say that the V-E Day 
cut would be more nearly 20 
per cent in the year after Ger- 
many is defeated. 

However, since all Army plans 
are of necessity based upon the 
possibility of having to do the 
job the hardest way, supply pre- 
grams for the war in the Pacific 
could possibly be drastically re- 
duced if Russia becomes a full- 
fledged partner in the war 
against Japan. Should this hap- 
pen Japan might collapse very 
soon after Germany. At the 
present time, however, it ap- 
pears likely that more controls 
will be retained after Germany 


falls than had been previously 
announced -by WPB. 

Although no additional spot 
authorizations are to be approved 
in 68 Group I labor areas and 
47 other cities in Group II areas, 
the approximately $400,000,000 
worth of authorizations to pro 
duce civilian goods that have al. 
ready been approved are not af. 
fected. 

Only in localities where war 
production is on schedule, where 
schedules formerly reduced for 
lack of labor have been increased 
to the extent necessary and are 
being met, or where failure to 
meet schedules is due to causes 
other than manpower shortage, 
and where labor not qualified 
and needed for war production is 
currently available, will any re. 
quest for approval to produce 
under spot authorization be con- 
sidered for the 90-day period. 

The decision to suspend spot 
authorization does not affect the 
orders which permit the building 
of experimental models and the 
ordering and installation of a- 
chinery and other capital equip- 
ment. 








Set Ceilings on Signal Corps 
Sarplas Flashlight Cells 


Surplus United States Signal 
Corps BA-30 Size D flashlight 
batteries, which are to be sold 
by the Government for civilian 
use, will have a retail ceiling 
price of 10 cents each, OPA 
has announced. This ceiling, ef- 
fective Dec. 1, 1944, is identical 
with the existing ceiling price 
for comparable civilian type 
flashlight batteries. It will ap- 
ply only to Signal Corps batteries 
manufactured less than a year 
prior to date of sale. More than 
20,000,000 of these batteries al- 
ready have been declared surplus 
by the Signal Corps and are to 
be disposed of by the Procure- 
ment Division of the Treasury 
Department. 

A wholesale ceiling of 6% 
cents each was also established. 
This ceiling, applicable to sales 
by both wholesalers and on sales 
by Treasury Procurement to re- 
tailers, f.o.b. point of shipment, 
will not apply to sales of Signal 
Corps batteries manufactured 
more than 10 months prior to 





date of sale. Treasury Procure- 
ment’s ceiling price, f.o.b. point 
of shipment, to wholesalers, will 
be 5% cents each on sales up 
to and including Jan. 1, 1945, 
and 5 cents each on sales made 
on and after Jan. 2, 1945. These 
two ceilings will not apply to 
sales of Signal Corps batteries 
manufactured more than eight 
months prior to date of sale. 

Dates are stamped on the bat- 
teries showing when they were 
manufactured. Time limits are 
set in which the batteries must 
be manufactured to sell at the 
ceilings established. 

Sellers are required to main- 
tain their customary allowances, 
discounts, differentials and 
freight practices for this type of 
battery and apply them against 
the ceilings established Dec. 1. 
On all! sales to retailers the seller 
is required to state the retail ceil- 
ing price. This notice may be 
given in any convenient form. 
Order No. 11 under Supplemen- 
tary Order 94—Special Maximum 





Prices for Surplus Flashlight 
Batteries—effective Dec. 1, 1944, 
makes these provisions. 





USED PASSENGER CAR 
TIRES NOW REMOVED 
FROM RATIONING 


Because of their poor quality 
and spotty distribution, the few 
used passenger car tires still in 
the hands of tire dealers were 
removed from rationing Dec. 5 
by the Office of Price Admin- 
istration. Used truck tires will 
continue under rationing, how- 
ever, OPA emphasized. 

Moreover, all tires, both new 
and used, are under price con- 
trol, OPA pointed out. 

In removing used tires from 
rationing, OPA also changed the 
definition of Grade I tires to in- 
clude factory seconds and tires 
made of reclaimed rubber. Both 
of these types, as well as new 
and undamaged synthetic rubber 
tires, continue under rationing, 
and may be purchased only upon 
presentation of a valid tire re 
tioning certificate. Amendment 
91 to Ration Order 1-A, Tires, 
effective Dec. 5, 1944 made these 
provisions. 
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dur Research Department 


Develops NEW Ideas 


Our Distribution Policy 


Remains Unchanged 


In the future, as in the bast, you can 
count on: 

eThe SAME Company Policy 

eThe SAME Top Quality 

eThe SAME Distribution Channels 


The juicer that 
fie ALL the 







uice, without 
rnin oe 
or seeds. 












Opens cans of all shapes, 
and sizes, leaving smooth 
beveled edges. 


Easily crushes cubes or 
lumps, fine or coarse. 






For steaks, 
chops, fish 
or fowl. 
Only 
adjustable 
electric 
broiler 
made. 
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A oN , 
Broil-O-Mat * 
National consumer advertising schedule 
includes: 











Ladies’ 


Home Journal 
Bride’s Magazine 
House Beautiful 
Parents’ Magazine 


American Home 


MANUFACTURING COMPANY 
KANSAS CITY MISSOURI 


Cuginalits 
FIRST with Plastic Juicing Parts 
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I New 
BETTER BRAND 








see the 


HOME GUARD 


wood trigger 
mouse trap 


McGILL METAL PRODUCTS CO. 
Marengo, Illinois 














Meeting the War's 
Exacting Demands! 


In war production, Brooks Hooks and 


Wire Forms meet the most severe 
Government specifications with margin 
to spare. This is because it has never 
been a Brooks policy to temporize 
with quality. As a result, the line has 
been a “best seller” in hardware stores 
for over ninety years. 

After the war, the full catalog will again be 
available for civilian need, with many items 
improved. 


M. S. BROOKS & SONS 


Since 1848 
BOX ‘"B"’ CHESTER, CONN. 














‘BROGKS Kk HOOKS | 











HAME 
TRIMMINGS 


Better service and satisfaction for 
your customers — smaller investment 
for you—when you concentrate on the 
complete Midland line of harness 
hardware and chains. To play safe 


Always say “MIDLAND” 
to your Jobber 


We've been supplying that extra value 
in design, strength, material and work- 
manship for more than 30 years—your 
guarantee of quality. 


No. 1981 
Loop and Clip 





No. 975 
BACK 
STRAP 
RING 





No. 711 
HAME FASTENER 





The Midland Company 
MANUFACTURERS—INCORPORATED 1911 
South Milwaukee Wisconsin 


AND CHAINS 
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Steel Warehouses Allowed 
To Increase Stocks of 


General 


Steel warehouses will be al- 
lowed to increase their stocks of 
general steel products under Di- 
rection 3 to Order M-21-b-1 is- 
sued Dec. ~ by the Steel Division 
of the War Production Board. 
This liberalized plan will not be 
allowed to interfere with war 
production schedules, WPB said. 
The new direction to the Steel 
Warehouse Order excludes mer- 
chant trade products such as 





pipe, galvanized sheets, tin and | 





AA-2 Ratings Now 





Steel Products 


terneplate and wire products. 
Present and expected production 
of these products does not war- 
rant additional warehouse stocks 
at this time, the direction stated. 
Warehouses in the Pacific Coast 
region may place orders prior to 
Feb. 1, 1945, for delivery in the 
first or second quarter of 1945 
up to 35 per cent of the general 
steel products delivered from 
their stocks in the third quarter 
of 1944 or in the base period of 





1941, whichever is greater. This 
region includes Arizona, Califor- 
nia, Idaho, Nevada, Oregon, Utah 
and Washington. 

In other States and United 
States Territorial possessions 
warehouses may order up to 25 
per cent of deliveries in either of 
the periods mentioned. The 
higher percentages allowed in 
the Pacific Coast region, the di- 
rection stated, was established to 
compensate for the generally 
lower warehouse inventories in 
those states in relation to their 
sales. 

Authorizations granted under 
this Direction are in addition to 
amounts permitted by paragraph 
(c) (1) of Order M-21-b-1 which 
allows 100 per cent replacement 
of deliveries from stock made in 
th- preceding 90-day period. 


CEASE RATIONING OF 
CORN PICKERS, 
SAYS WFA 


The War Food Administra. 
tion on Nov. 20 announced ter- 
mination of rationing and dis- 
tribution control over com 
pickers, the last item remaining 
on the farm machinery ration 
list. 

All other items were removed 
from the ration list on Sept. 28. 
At that time, rationing and con- 
trol over State and county dis- 
tributien of corn pickers were 
retained because of the large 
number of unfilled orders on ra- 
tion certificates already issued. 
The War Food Administration 
took the action by revoking 
Supplementary Order No. 1 of 
War Food Order 14. 








Given on WPB-547 


For Some Repair Parts for Resale 
To Dealers Serving Farmer Trade 


Distributors of farm machinery 
and equipment are now able to 
ebtain AA-2 preference ratings 
for purchasing electric motors, 
circular cordwood saw blades, 
and 18 ether kinds of repair 
parts for resale to dealers serving 





farmers, the War Production 
Board announced on Dec. 4. 

Formerly, ratings ranging a- 
low as AA-4 were assigned for 
these items. Applications for 
preference ratings and for au- 
thorization of quantities to be 
purchased are made on Form 
WPB-547, as hitherto, WPB said. 
Quantities, while less restricted, 
will still be authorized according 
to available supplies, distributors’ 
inventories and local needs. Rat- 
ings higher than AA-2 may be 
given for a few items where this 
has been done previously. 

The change in rating structure, 
made by the WPB Requirements 
Committee, is designated to as- 
sure widespread distribution of 
these parts to farmers, and to 
maintain normal trade channels 
of distribution manufac- 
turers to independent distrib- 
utors, WPB officials said. 

Products for which distributors 
may now be assigned AA-2 rat- 
ings are: rubber, leather and 
canvas belting; circular (cord- 
wood) and drag saw blades; mal- 


from 


leable sprocket chain; _ steel 
sprocket chain: steel roller 
chain; drill cover chain; mal- 


leable and steel clevises; pres- 
eure gauges; rubber inflations for 
milking machines; electric 





motors; pump leathers; steel and 


copper rivets; hay loader staples: | 
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electric control switches; ther- 
mometers for incubators and 
brooders; rubber grain drill 


tubes; rubber milking machine 


tubing; pressure relief valves; 





harvester webbing and banding; 
and wood parts for farm ma- 
chinery. 

These parts are also purchased 
by farm machinery manufacturers 
on AA-2 ratings for installation 
in new equipment, WPB officials 
pointed out. This rating is as- 
signed for production materials 
under the Controlled Materiai- 
Plan, and may also be used to 





buy items for resale to dealers 
up to 10 per cent of the manu- 
facturer’s total sales of all prod- 
ucts made by him. 

This action places independent 
distributers on a more equal 
footing with manufacturers in 
obtaining the affected items and 
thas tends to prevent maldistri- 
bution, WPB officiale said in a 


recent announcement. 








Permit Increased Ration Certificates in 
Some Areas on Oil Cook, Gas Heat Stoves 


Stove dealers and distributors 
in most areas will be granted ad- 
ditional ration certificates to 
build up their stocks of oil cook- 
ing stoves and gas heating stoves, 
the Office of Price Administra- 
tion announced Dec. 8. The pro- 
vision does not apply to oil heat- 
ing or gas cooking stoves, which 
remain under their present in- 
ventory ceilings. 

Even with the increases now 
authorized, OPA said, stocks will 
still be far below normal levels. 
The rationing program originally 
limited stocks to one-fifteenth of 
the dealer’s sales during the base 
year. Wartime production con- 
tinues to hold actual inventories 
down, but this provision will al- 
low the trade to follow its normal 
practice of placing orders during 
the winter and spring months for 
stoves to be delivered before the 
peak buying seasons—which oc- 
cur in April, May and June for 
oil cooking stoves. and in Sep- 





tember and October for gas heat- 
ing stoves. 

The increase in allowable in- 
ventories varies by type of stove 
and will be figured separately for 
each OPA district throughout the 
country. For example, inven- 
tories allowed for oil cooking 
stoves will be at least twice 
those permitted initially, and 
greater increases will be autho- 
rized in areas where the wartime 
need for stoves of this type has 
been unusually heavy. 





Similarly, the allowable inven- 
tory for gas heating stoves will 
be at least three times as large 
as it was originally, and will 
range upward in areas where de- 
mand has increased sharply and 
where fuel is available. 

Applications for the increases 
may be made at local War Price 
and Rationing Boards at any 
time after Dec. 11, 1944. Deal- 
ers and distributors will be given 
ration currency to cover the in- 
creased inventories allowed for 
their localities. Amendment 9 
to Supplement 1 to Ration Order 
9A—Stoves—effective Dec. 11, 
1944, made these changes. 








Insecticide Makers May in Certain 
Instances Seek Higher Ceilings 


Manufacturers of insecticides 
having ceiling prices based on 
their March, 1942, level of 
prices, may apply for price ad- 
justments if their present ceil- 
ings threaten to limit or curtail 
production, the Office of Price 














Administration announced on 
Nov. 23. 

However, the pricing agency 
said, those applying for adjust- 
ments must be able to prove 
“substantial hardship” and must 
also have certification from the 
War Food Administration that 
their production is essential to 
the war effort. Amendment No. 
34 to Supplementary Regulation 
No. 15 to the General Maximum 
Price Regulation Insecticides 
and Fungicides, effective Nov. 
27. 1944, makes these provisions. 


HARDWARE AGE 











You 
latic 
Iror 
N 
repr 
pop 
roor 
qua 
not 
also 
ring 
doo 


DE 


NING OF 
-ERS, 
-A 


Administra- 


nounced ter. 
ng and dis. 
over corn 
n remaining 
inery ration 


ere removed 
on Sept. 28. 
ng and con. 
county dis- 
ickers were 

the large 
rders on ra- 
ady issued. 
ministration 
y revoking 
+ No. 1 of 


to dealers 
the manu- 
f all prod- 


ndependent 
lore equal 
cturers in 
items and 
maldistri- 
said in a 


able inven- 
stoves will 
s as large 
and will 
where de- 
iarply and 
:. 
increases 
War Price 
s at any 
44. Deal- 
1 be given 
er the in- 
lowed for 
ndment 9 
ion Order 
Dec. 11, 


res, 


—EEEE 


eilings 
iced = on 


y agency 
r adjust- 
to prove 
ind must 
from the 
ion that 
ential to 
nent No. 
sgulation 
[aximum 
ecticides 
ve Nov. 
ovisions. 


AGE 














You may be overlooking, in the midst of wartime regu- 
lations, the fact that many items of McKinney Forged 
Iron Hardware are available today without priorities. 

McKinney Forged Iron Hardware comprises authentic 
reproductions of architectural period designs and is in 
popular demand—particularly at this time for game 
rooms. Supplied from our warehouse stocks—pre-war 
quality—desirable finishes. The available stocks include 
not only decorative period style hinges and straps but 
also many matching ornamental items such as drop 
rings, entrance knobs and escutcheon trim, push plates, 
door pulls and handles, H. and L. hinges, knockers, etc. 


Write for current list of items and prices. 
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RIiFEEIb 
Bench Vises provide 


* Integral pipe supports 
* Handy pipe benders 


* LonGrip jaws 





@ They’re easy to sell because work is easier with a 
Rimeip Bench Vise. Built-in pipe bender is convenient 
and efficient. LonGrip jaws, which protect polished pipe. 
hold any pipe more firmly, aided by the integral pipe 
support that lines it up—for better cutting or threading. 
Strong special malleable bodies, jaws of finest quality 
tool steel, scientifically designed for solid grip and long 
wear. For profitable repeat business sell work-saver 
»Rizeaio Vises. Write for catalog and price list—today. 


Chain Bench Vise with streamlined solid- 
grip jaws. Five sizes to 8" capacity. 











x PIPE TOOLS x 
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PHOENIX AND JUNIATA 
HORSE AND MULE SHOES 


THE EXTRA protection good 
shoes afford mdkes a big differ- 
ence in the work-hours that can 
be spent in the field. The proper 
care of work animals is of utmost 
importance at this time and good 
shoes, properly fitted should be the 


first consideration. 


When you recommend and sell Phoenix and Juniata 
horse and mule shoes you're selling the best and 
doing a real service. At the same time you make a 
nice profit for yourself. 


Phoenix manufactures a complete line of horse and 
mule shoes and calks made from the finest materials. 
They will give greater protection . . . wear longer 

. . and help keep work animals in top condition. 


There’s a good margin of dealer profit . . . and once 
you demonstrate the difference good shoes make, 
you're assured of a nice repeat business. Phoenix 
and Juniata horse and mule shoes are sold by lead- 
ing jobbers through regular trade 
channels. 


Gree ... This booklet explains fully 
the proper care of the feet of horses 
and mules. It’s authoritative ... concise 
.-..@asy to understand...and fully 
illustrated. It’s FREE to your customers. 
Endorsed by leading horsemen and 
> veterinarians. Write today for your 
FREE copy and details of distribution. 





PHOENIX MANUFACTURING COMPANY 


OLIET. ILLINOIS 
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Total of Parts Price to Determine Price 


On Store Assembled 


The price to consumers of 
Christmas tree lighting sets, 
when assembled by retailers, 
must be no more than the total 
of the retail prices for each of 
the. parts, the Office of Price Ad- 
ministration announced Dee, 6. 

OPA said it has learned that 
many retailers, because of the 
shortage of Christmas tree light- 
ing sets, plan to assemble their 
own from wire, sockets, plugs, 
bulbs, etc. No new sets are per- 
mitted to be made. 

The order establishing the 
price for the set at the sum of 
the prices for the parts was is- 

£ 


Christmas Tree Lights 


sued to relieve the manufactur 
ing retailers of the burden of 
filing reports with OPA for 
maximum prices. Sets already 
assembled and remaining in 
stock from previous seasons, or 
acquired by retailers from ‘others, 
centinue to be controlled by the 
General Maximum Price Regula- 
tion. 

Order No. 3027 to Maximum 
Price Regulation No. 188—Man- 
ufacturers’ Maximum Prices for 
Specified Building Materials and 
Consumers’ Goods Other Than 
Apparel—effective Dec. 6, 1944, 





makes these provisions. 








Set Makers’ Ceilings on 
Saran Plastic Pipe Nipples 


Specific ceiling prices for all 
manufacturers’ sales of Saran 
plastic pipe nipples were an- 
nounced Dec. 1 by the Office of 
Price Administration, effective 
Dec. 2, 1944. The prices range 
from 58 cents for a three-inch 
nipple to fit a %-inch pipe, to 
$2.94 for a 12-inch nipple to fit a 
two-inch pipe. 

This action designates the 
same discounts and freight allow- 


ances set forth in provisions 





governing prices of Saran pipe, 
tubing, and pipe fittings, to apply 
in establishing resellers’ ceilings 
for Saran nipples. Maximum 
prices at all levels of distribution 
for the pipe, tubing, and fittings, 
were issued on Aug. 3, 1943. 
Amendment No. 64 to Order A-1 
Under Section 1499.159b of 
Maximum Price Regulation No. 
88—Specified Building Matcrials 
and Consumers’ Goods Other 
than Apparel—effective Dec. 2, 
1944 makes these provisions. 








No Brass Screws for Attaching 
Handsaw Blades to Handles 


No brass screws are available 
for attaching the blades of hand- 
saws to the handles, despite the 
fact that Schedule III of the 
hand tools simplification order, 
L-157, recently removed restric- 
tions on the type of metal that 
could be used in these screws, 
the War Production Board said 
on Dec. 1. 

When Schedule III was amend- 
ed on Oct. 17, 1944, it was ex- 
pected that the brass supply 
situation would permit a corre- 
sponding easement in the copper 
order, M-9-c, which prohibits the 
use of copper base alloy in 
screws for fastening saw blades 
to handles, WPB officials stated. 
Recent increase in military re- 
quirements has made it impos- 
sible to take this action, WPB 
said. 

Until the supply situation for 





brass improves, manufacturers of 
hand saws will be unable to ob- 
tain brass screws, and are, more- 
over, prohibited from using them 
under the provisions of Order 
M-9-c, Building Materials Divi- 


sion officials pointed out. 





PETROLEUM WAX FOR 
MAKING WAXED PAPER 


Restrictions on the use of 
petroleum wax in the manufac- 
ture of waxed paper have been 
removed, the War Production 
Board reported Dec. 6. This 
change was effected by an 
amendment to Conservation 
Order M-351, which prohibits 
the use of waxed paper for wrap- 
ping or packaging certain prod- 
ucts and restricts its use for 
other products, WPB Paper Di- 
vision officials said. 
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Set Price Ceilings for Several 
Additional Electric Irons 


Several additional models of 
electric irons have been added 
to the list setting dollar-and-cent 
maximum prices at wholesale 
and retail for the commodity, 
OPA announced, effective Dec. 
ll, 1944. At the same time the 
notification requirement has been 
deleted. Prior to this action, it 
was required that every whole- 
saler notify his purchasers for 
resale of the new maximum 
prices and the conditions under 
which resale may be made. OPA 
said that the tagging require- 


ment, also provided in the regu- 
lation, serves the purpose of no- 
tification. 

Models, whose retail prices will 
be at March, 1942, levels or less, 
include those listed below. 

This brings the number of 
manufacturers who are given 
maximum prices for sales of elec- 
tric irons to 18. 

Amendment No. 192 to Revised 
Supplementary Regulation No. 
14 to the General Maximum 
Price Regulation, effective Dec. 
11, 1944, made these provisions. 








Model 
Son-Chief Electrics, Inc., 


Winsted, Conn. C351ZM 
C361BR 
Waverly Too) Co., Irv- W-410 
ingten, J. B-200 


Dominion Electrical Mfg. 


Co., Mansfield, Ohio 1002A 
Landers, Frary & Clark, 

New Britain, Conn. 0174x 
Steam Electric Co., St. 

Louis, Mo. 425 
Superior Electric Prod- 

ucts, Inc., Cape Gir- 205W 

ardeau, Mo. 220 


Retail 
Ceiling 
Price, 
Inc. Fed 
Description Excise Tax 
Automatic, 1000 watts with- 

OUt COTE .cccccsccccsceces 50 
Automatic, 1000 watts ..... 6.65 
Automatic, 1000 watts ...... 34.25 
Steam automatic, 1000 watts. 14.25 
Automatic, 1000 watts ...... 8.40 
Automatic, 800 watts ....... 6.75 
Steam non-automatic, 600 

watts with cord and equip- 

MEN ..ccccesccserscccsecs 
Non-automatic, 660 watts... 3.65 
Automatic, 1000 watts ..... 6.95 








Makers May Make Sell Wrench Sets 
For Inventory for Distribators 


Manufacture and sale of 
wrench sets are permitted for in- 
ventory and shelf stocks of pro- 
ducers and distributors by an 
amendment to Schedule II of 
War Production Board Order 
L-216, issued Dec. 8, the Tools 
Division of WPB announced. 
Prior to this amendment, most 
wrench sets were produced and 
delivered only to fill specific or- 
ders placed by ultimate con- 
sumers. 

The amendment also permits 
manufacture for inventory of 
striking wrenches (wrenches with 
heavy handles, which can be 
struck with a hammer to loosen 
parts), and adds four sizes of 
%-in. sq. drive hexagon socket 
wrenches to the list of sizes per- 
mitted to be carried in inventory. 


The %-in. square drive will per- 
mit easier and better handling 
of the wrench, which can now 
be fitted with %-in., %-in., 15/16- 
in. and 1-in. sockets, in addition 
to the larger sizes already permit- 
ted. Both the striking wrenches 
and the socket wrenches added 
to the list are required chiefly 
by the farm trade for working on 
tractors and other farm machin- 
ery, WPB said. 

No substantial alteration of 
production rates for these tools 
will result from the revisions, 
WPB indicated. The only change 
in product distribution that will 
result will be the permission to 
carry certain wrenches and 
wrench sets in inventory, the 
agency explained. 








c 


USED MOTORCYCLE 
PRICE CEILINGS 


Dollar-and-cent ceiling prices 
covering all sales of used Harley- 
Davidson and Indian motorcycles 
were announced Dec. 3 by the 
Office of Price Administration. 

The specific prices become ef- 
fective on Jan. 15, 1945, for 
sales of used motorcycles pur- 
chased as used motorcycles prior 


sales, they became effective on 
Dec. 7, 1944. These prices were 
discussed with representatives of 
the motorcycle retail trade, man- 
ufacturers, and government 
agencies engaged in selling used 
motorcycles, OPA said. The 
representatives agreed that the 
ceilings established properly re- 
flect March, 1942, prices, the 
base date price for these vehicles 
under the regulation which for- 











to Dec. 2, 1944." For all other 
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merly governed their prices. 





take this 


you can feel 


"the difference 


> IT FEELS RIGHT because it’s 
designed right. Its performance is 
guaranteed by FAIRMOUNT.... 
Whether it’s a hammer or a wrench 
or any other item in this famous line 
of hand tools, you can buy with 
confidence when you see the name 


FAIRMOUNT. 


The FAIRMOUNT 
TOOL & FORGING COMPANY 


Hand Tools + Special Tools * Forgings 





* - 10611 QUINCY AVENUE * CLEVELAND, OHIO 
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Metal Linoleum Binding, Metal Moulding 
Transferred From GMPR to MPR 188 


Metal linoleum binding and 
edging, metal moulding, includ- 
ing terrazze stripping, and elec- 
trical clay conduit, have been 
transferred from coverage by the 
General Maximum Price Regu- 
lation to MPR No. 188, the regu- 
lation governing manufacturer’s 
maximum prices for most build- 
ing materials, OPA announced 
Dec. 14. 

The transfer became effective 
Dec. 18, 1944, and was made be- 
cause provisions of the building 
materials regulation (Maximum 
Price Regulation No. 188) are 
better suited to pricing the com- 
modities, OPA said. 

The transfer will permit pro- 





ducers of electrical clay conduit 
to realize on conduit any adjust- 
ment permitted them in maxi- 
mum prices of structural clay 
building tile. Increases resulting 
in the price of electrical clay 
conduit in this manner will have 
little or no effect on the cost of 
living, OPA said, since almost 
the entire output is consumed by 
industrial users in constructing 
telephone and electrical lines. 
Amendment No. 46 to MPR No. 
188 — Manufacturers’ Maximum 
Prices for Specified Building Ma- 
terials and Consumers’ Goods 
Other Than Apparel — effective 
Dec. 18, 1944, made these pro- 


visions. 





Mich.; William H. Brett, Alli- 
ance Porcelain Products Co., Al- 
liance, Ohio; E. P. Calkins, 
General Porcelain Enameling Co., 
Chicago, Ill.; M. J. Keedy, In- 
graham-Richardson Co., Frank- 
fort, Ind.; Charles A. Morrow, 
Mullins Mfg. Corp., Warren, 
Ohio; C. L. Stoup, American 
Central Mfg. Co., Connersville, 
Ind., and R. B. Jenkis, Briggs 
Mfg. Co., Detroit, Mich. 





APPROVE CHANGES IN 
ABRASIVE GRAIN SIZES 
RECOMMENDATION 


The Standing Committee in 
charge of Simplified Practice 
Recommendation R118-40, Abra- 
sive Grain Sizes, has recently 
unanimously approved of the 
changes in the recommendation 
which consist of an increase in 
allowable oversize in No. 46 grit 
from 20 per cent to 30 per cent 
and the inclusion of No. 240 
grit. 





SPECIAL WORK GIVEN 
THREE INDUSTRY 
_ ADVISORY COMM. MEN 


Three members of the staff of 
the Office of Industry Advisory 
Committees of the OPA have re- 
cently been assigned werk with 
specific industry committees. 
Malcolm S. Jenes has been as- 
signed to work with various price 
branches, including machinery, 
paper and paper products, and 
rubber. He has had over 30 years’ 
experience in the machine tool 
and petroleum fields. Walter R. 
Moulton with 25 years of ex- 
perience in the marketing and’ 
application of electrical and 
mechanical consumers’ goods and 
commercial equipment will work 
with consumers’ goods ameng 
other committees, and Harry A. 
Olin will aid several committees 
some of which are: lumber, non- 
ferrous metals, building mate- 
rials and iron and steel. 








OBITUARIES 





SOME CHINA, POTTERY 
MAY SEEK INCREASES 
IN CEILING PRICES 


China and pottery manufac- 
turers may, in some instances, 
under certain conditions, apply 
to the Office of Price Adminis- 
tration for increases in maximum 
prices of certain items under 
an amendment announced Dec. 
13 by the agency. The amend- 
ment, effective Dec. 18, 1944, is 
issued te encourage the continued 
production of certain lines of 
china and pottery, OPA said. No 
increase will be granted if an 
increase in established retail 
ceiling prices will be threatened 





or if an increase is threatened 
in the ceiling prices of any com- 
modity or service sold by those 
who use the article, OPA said. 





GUMMED TAPE MACHINE 
MFR. CONTROLS EASED 


WPB has raised the permitted 
manufacture of gummed paper 
sealing tape machines by an 
amendment to order M-126, but 
states that controls will continue 
to be enforced over manufac- 
turers’ and distributors’ inven- 
tories. 

These gummed tape machines 
will be manufactured chiefly in 
the New England area. , 








NAME ARSENICAL 
INSECTICIDE MFRS. 
INDUSTRY COMMITTEE 


The following manufacturers 
of insecticides have recently been 
appointed to the Arsenical Insec- 
ticide Manufacturers Industry 
Advisory Committee, OPA: Hal- 
lam Boyd, executive vice-presi- 
dent, Commercial Chemical Co., 
Memphis, Tenn.: J. B. Cary, 
president, Niagara Sprayer & 
Chemical Co., Middleport, N. Y.; 
J. J. Haprov, president, Los An- 
geles Chemical Co., Los Angeles, 
Cal.; ss Somerville, The 
Sherwin - Williams Co.. Bound 
Brook, N. J.; A. J. Flebut, vice- 
president, California Spray-Chem- 
ical Corp., Richmond, Cal.; J. M. 
Fountain. president, Cotton 
Poisons, Inc.. Bryan, Tex.; C. G. 
Melander. 


manager. insecticide 


126 





| department, Corona Chemical Di- 
| vision, Pittsburgh Plate Glass 


Co., Milwaukee, Wis.; William 
Steinschneider, vice - president, 
Ansbacher-Siegle Corp., Brook- 
lyn, N. Y.; B. P. Webster, vice- 
president, Chipman Chemical Co., 
Bound Brook, N. J., and A. B. 
Young, Jr., vice-president, Wool- 
folk Chemical Works, Ltd., Fort 
Valley, Ga. 

METAL PLUMBING 

FIXTURE INDUSTRY 

ADVISORY COMMITTEE 


OPA recently announced the 
appointment of seven represen- 
tatives of producers of formed 
metal plumbing fixtures to an in- 
dustry advisory committee. The 
members of the “committee are 
as follows: H. C. Beresford, Mur- 


rav Corp. of America. Detroit. 











HUGO VOIGT 


Hugo Veigt, 84, for 47 years 
before his retirement in 1938 the 
Chicago manager for the Gender, 





HUGO VOIGT 


Paeschke & Frey Co., Milwau- 
kee, Wis., passed away recently. 
He had served three terms as 
worshipful master of Lessing 
Lodge, F. and A. M., in Chi- 
cago, and also belonged to the 
Oriental Consistory and the Ma- 
sonic Shrine of that city. He is 
survived by his widow, a son 
and two daughters. 





PETER L. GORDON 


Peter L. Gordon, president and 
sales manager of the Key Hard- 
ware Co., Los Angeles, Cal., 
wholesale hardware distributors, 
passed away recently after an ill- 





ness of two weeks. He had been 
with the company for 20 years. 
Prior to that time, he had been 


in the retail hardware business. 


JOHN C. MILLER 


John C. Miller, 71, retired 
hardware store owner, passed 
away recently. Before his retire- 
ment a year ago he had been 
proprietor of the Miller Bros. 
Hardware Stere, Celumbus, Ohio, 
for more than 50 years. He had 
been in partnership with his 
brother, Fred Miller, until the 
latter’s passing, and then oper- 
ated the store himself. He is 
survived by his wife and two 
daughters. 


ANDREW PACHASA, SR. 


Andrew Pachasa, Sr., asso- 
ciated with the Cleveland Model 
& Supply Co., Cleveland, Ohio, 
passed away recently after an 
extended illness. Born in Austria- 
Hungary, Mr. Pachasa was a sec- 
retary to a nobleman there. He 
made several trips to the U. S. 
for his employer, and in 190] 
decided to remain here. His five 
sons organized a model airplane 
business, and in 1932 he joined 
them in the Cleveland Model & 
Supply Co. This company later 
expanded its business to include 
the manufacture of model trains, 
boats and race cars. Surviving 
Mr. Pachasa in addition to his 
sons, one of whom is in the 
South Pacific, are his widow and 
a brother. 
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The DEMAND is OVERWHELMING 
The SUPPLY is INCREASING 





A MESSAGE TO MYERS DEALERS: 


More and more Myers Water Systems are rolling off the assembly lines. But even with greatly 
increased production, not enough are available to offset accumulated shortages and meet the 
overwhelming demand. 


Despite continuing war orders, Myers is today producing and shipping to its dealers the largest 
quantity of water systems possible under present restrictions of material and manpower. The 
supply is steadily increasing — but while shortages exist, it is Myers policy to confine production 
to Myers dealers and distributors only — and to allot to each, whether large or small, his full 


and fair share of Myers Water System production. 


THE F. E. MYERS & BRO. COMPANY 
Dept. C-6 Ashland, Ohio 


DECEMBER 21, 1944 


























UNDER GOVERNMENT 


WAR-TIME RESTRICTIONS 
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Screen doors and screens — 
On Nov. 30, but effective Nov. 15, a 
leading manufacturer reissued its price 
schedule for the 1945 season, subject to 
the proviso that OPA ceiling prices in 
effect at time of shipment will govern. 
Actually the new price schedules are 


unchanged from those in effect since « 


May 17, 1943. Prices at all levels are 


unchanged. 
> o 7 
Carbon steel products — In- 
creases in ceiling prices of 11 carbon 
steel products was granted Pittsburgh 
Steel Co., Pittsburgh, Pa., Dec. 5, by 
OPA in order to allow the company to 
produce without financial hardship, 
OPA announced. The increases range 
from 10 cents to 50 cents jer cwt. and 
will enable the company to realize its 
manufacturing costs on certain major 
steel products, OPA said. 
ee 8 
Rope—Every effort will be 
made to increase the production of 
rope during the first quarter of 1945 in 
order to help meet the greatly expanded 
requirements of the military claimant 
agencies, War Production Board of- 
ficials have informed the Cordage In- 
dustry Advisory Committee, WPB an- 
nounced recently. Stated military 
requirements for the first three months 
of 1945 are “several millions of pounds” 
in excess of current production, WPB 
officials said. To increase rope manu- 
facture for delivery to the military dur- 
ing the next quarter, WPB is consider- 
ing the possibility of making a limited 
quantity of henequen fiber available to 
the hard fiber rope mills for the first 
time. 
+e 
Pocket knives — Military re- 
quirements for pocket knives for the 
fourth quarter of 1944, approximately 
5,000,000 knives, are more than three 
times those for the third quarter, Gov- 
ernment officials told the Pocket Knife 
Industry Advisory Committee at a re- 
cent meeting, the War Production 
Board reported. Demands are expected 
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to reach the higher total of approxi- 
mately 6,000,000 knives for the first 
quarter of 1945, the officials said. Con- 
sequently, the civilian supply of pocket 
knives will be further limited. For the 
second quarter of 1945, it is estimated 
that military requirements will reach 
the same total as that for the first 


quarter. 
* ¢ 6 


Fishing tackle—A study of 
fishing tackle ceilings will be postponed 
until such time as the industry is able 
to engage in large scale civilian produc- 
tion, officials of the Office of Price Ad- 
ministration told industry representa- 
tives at a recent meeting in Washington, 
D. C. The industry is now engaged in 
considerable war production and only to 
a minor extent in the production of 
civilian items. In view of the industry’s 
declaration that new designs and new 


materials will be introduced for the 
civilian market, OPA pointed out that 
no study of present costs should serve 
as a proper basis for setting post-war 
prices. Maximum prices of fishing 
tackle, consisting of wood and steel 
rods, reels, lines, hooks, bait, tackle 
boxes, flies and sinkers, are “frozen” as 
of March, 1942, under Maximum Price 
Regulation 188. 
* a » 

Electric ranges — Additional 
authorizations for the manufacture of 
3,082 domestic electric ranges in the 
fourth quarter of 1944 have been issued 
to two manufacturers able to make 
them without interfering with war pro- 
duction, the War Production Board 
said on Nov. 25. The manufacturers 
and their authorizations are: Norge 
Division, Borg-Warner Corp., Muskegon 
Heights, Mich., 1500, and Gibson Re- 
frigerator Co., Greenville, Mich., 1582. 
The first named manufacturer is being 
permitted to make electric ranges for 








Wholesale Hardware Sales 
By Geographic Divisions, for October, 1944 












































| 
| ' SALES REPORTED SALES-YEAR-TO-DATE 
| Percent Change 
DIVISIONS | October 1 Thousands of Dollars 
Percent Ten Ten 
| eee Oi: me _ | «Change | Months | Menths 
Number from 1944 1943 
of Oct. Sept. Oct. Oct. Sept. | 10mos.| (Add (Add 
Firms *| 1943 1944 1944 1943 1944 1943 000) 000) 
U.S. TOTAL b....| 305 +7 + 2 | $40,269 | $37,571 | $39,373; + 2 $438,007 | $428,684 
New England......... 7 -8 -7 961 946; —5 10,043 10,611 
Middle Atiantic....... 75 +2 +7 5,912} 6,822) 5,549) — 3 75,291 77,354 
C 46 +6 +5 6,368; 6,028; 6,080) +3 65,418 | 63,709 
West North Central. 35 +21 +1 7,290; 6,043| 7,223); +10 63,490 | 57,777 
South Atlantic. ...... +14 +3 6,257| 5,491 6,072; +10 50. 46,386 
East South Central 19 +8 —2 2,417| 2,237; 2,473) +11 25,011 22,594 
West South Central 21 +9 -1 4,313; 3,945) 4,368) +5 45,913| 43,564 
Mountain. .......... 8 +4 +7 1,093 1 1,025' +8 8,608 8,006 
Dodctsesenks 23 -— 5 +2 6,656; 5,936; 5572; —6 90,894 | 96,246 
Bureau of the Census Current Statistical Service 


a Number does not apply in all cases to the year-to-date figures. 
b Includes data for six firms not allocated to geographic divisions. 





States comprising regions: 
New England—(Conn., Maine, — = } 
Middle Atlantic—(N. J., N. Y., Pa. 
East North Central—(Ill., Ind., Mich., Ohio, Wisc.) 
West North Central—(lowa, Kan., Minn., Pm _ N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., a C., Va. W. Va.) 
East South Central—(Ala., Ky. + Miss., Tenn. - 
West South Central—(Ark., La., Okla., Texas.) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 
Pacific—(Calif., Ore., Wash.) 


- B.. RB. L. Vt.) 
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Kryocide D-50 
oa mixed) 


alse in 3 Ib. bags 


CRYOLITE 


Kryocide is a fast-moving sales 
item. Long a favorite insecti- 
cide of commercial growers... 
it has now proved its worth to 
home and victory gardeners. 
This summer many more thou- 
sands discovered how well this 
NATURAL GREENLAND CRY- 
OLITE Insecticide controls 
many troublesome insect pests. 


And there is good, hard-hit- 
ting advertising behind Kryo- 
cide. Again on the air, in news- 
papers, in home and garden 
publications, millions of cus- 
tomers will “discover” Kryocide. 


Order your supply now. An 
effective insecticide, promoted 
by effective advertising, Kryo- 
cide means profits to you. Call 


your jobber now ... 
or write to Dept. HA. \2/ 


‘PENNSYLVANIA SALT 
MANUF 


TURING C PANY; 
a 








; New York + Chicago - St. Louis+ Pittsburgh + Cincinnati 
Minneapolis - Wyando}te - Tacoma : 
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FOW MUCH LONGER 
... Will it be? 


It seems years and years since most chain orders from 
our distributors were stamped “SHIP FROM STOCK” 
as a matter of routine. How much longer it will be be- 
fore this old rubber stamp goes back into action depends 
entirely upon how much longer Uncle Sam and our 
Allies will need our production. Right now it is still a 
full-time round-the-clock job, and. while we miss our 
contacts of yesterday, we know it’s the first duty you 
would have us do. 


You’ll share our pride in the swell job CM Chain is doing 
on land, sea and in the air all over the world because 
this is the same CM Chain in all its types and sizes that 
did such an outstanding peacetime business for you. 


We share your confidence too, that “it won’t be long 
now” so we’re going to get that rubber stamp all inked 
up ready for service as usual right after we all celebrate 
the exit of the axis and give thanks for Victory. 


'COLUMBUSEMcKINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
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Percent Change 


Div'S'ONS October 1944 

from 

Number 

of Oct. Sept. 
Firms 1943 1944 
U.S. TOTAL a 167 6 | -—2 
New England 10 +5 | —2 
Middle Atiartic 39 +3 | 2 
East North Ce ‘trai 35 +1 —4 
West North Ce: tral 21 +11 — § 
South Atlantic 22 +10 —2 
East South Central 7? +10 -1 
West South Contra! 15 + 6 +1 
Mountain 5 20 9 
Pacific 10 +10 +2 


Bureau of the Census 





END-OF MONTH INVENTORIES (Cost 


Wholesale Hardware Inventories 
By Geographic Divisions, for October, 1944 








TOCK-SALES-RATIOS 


Thousands of Dollars 





Oct. Oct. Sept. | Oct. Oct. | Sept. 
1944 1943 | 1944 | 1944 | 1943 | 1944 
$36,128 | $34,015 | $36,959; 151 | 153 157 
| | | 

1,297| 1,232) 1,326) 214 | 180 208 
4,254 4,116) 4,342; 134 | 126 145 
6,802) 6,538; 6845 128 | 137 139 
9,004 8143) 9,502) 146 162 158 
2,171 1,982; 2,209 122 | 123 131 
1,000 908| 1,014 116 111 | «108 
4,998 4,718; 4968 188 191 | 175 
602 753 660 125 | 176 | 160 
6,151| 5583, 6,047; 201 | 177 198 





Current Statistical Service 





a Includes data for three firms not allocated to g 











for an identical group of firms. 


Stock-sales-ratios are percentages obtained by dividing the cost value of stocks by sales 





the first tine production was 


stopped more than two years ago. His 
ranges will he made between the com- 


since 


pletion of certain war contracts and the 


undertaking of anticipated new war 


contracts. The authorization to the 


other manuiacturer represents a sup- 
plement to his previous fourth-quarter 
authorization for 2,500 electric ranges. 


Of the 88,000 electric ranges planned 
for production this year, WPB to date 
has authorized 76,607, or about 12 per 
cent as many as were made in the year 
June 30, 1941. Of the 76,607 
about 68 per cent are three- 


ended 
ranges, 
burner models, and about 32 per cent 
are four-burner models. 


Cotton duck—Direction 2 to 
Conservation Order M-91 has been ex- 
tended indefinitely by WPB continuing 
the requirement that all looms produc- 
ing Army duck, numbered duck, shelter 
tent duck or flat duck during the first 
quarter of 1943 will be operated only to 
produce the kinds of duck specified in 
the direction. OPA has announced an 
increase in maximum prices for duck of 
approximately 4.58 per cent which is 
about 2% per cent above that called for 
under OPA’s major textile item pricing 
formula. 

a. * * 

Lead—Allocation of lead is a 
possibility, the Tin, Lead and Zinc Di- 
vision of the War Production Board 
reported recently. Division officials 
emphasized, however, that no decision 


had been reached as to the percentage 
of allocation which might be necessary. 
The critical lead situation was reported 
by WPB officials at a special meeting 
of the Lead Producers’ Advisory Com- 
recently. 


mittee held Government 
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spokesmen stated that current lead con- 
sumption was exceeding production to 
such an extent that the government 
stockpile was being reduced below a 
safe margin. Continued heavy civilian 
demand for such purposes as storage 
batteries and paints have cut heavily 
into the dwindling supply, they said. 
Proposed allocations were still in a dis- 
cussion Division men said, in 
pointing out that no decision had been 
reached as to whether complete alloca- 
tion was necessary or whether the Divi- 
sion could revert to the 1941 procedure 
which allowed each refiner to set aside 
a stated portion of his production to 
fill essential orders. This percentage 


stage, 





plan was established in Nov., 1941, and 
as lead 


discontinued in June, 1942, 
supplies increased. Imports of lead will 
continue to be stockpiled by the Gov- 
ernment and alloted by the Tin, Lead 
and Zinc Division, WPB officials said. 


* * > 


Bolt supplies — Some jobbers 
paint the supply picture, on bolts and 
nuts, in rather dark colors—others, 
careful to apply for ratings, and to 
place orders, well ahead of needs, have 
been keeping well-balanced stocks. All 
agree that bolt makers are far behind. 
particularly on bolts % inch diameter 
and smaller. Not far back, it was the 
heavy bolts which were slowest in sup- 
ply—now these are less critical, and 
the “hardware,” or smaller, sizes are 
suffering delays. 


* * ae 


Porcelain table tops—Produc- 
tion of porcelain table tops must remain 
less than the demand, until military 
calls for steel are reduced considerably, 
WPB reports. Although manufacture 
of some tops has been authorized under 
Priorities Regulation 25, the overall 
shortage of vitreous enameling capacity, 
and the mills’ difficulty in obtaining 
steel sheets will continue to limit out- 
put for the present. 

— « > 


Portable lamp curbs off—The 
WPB has ruled that portable lamp 
manufacturers (limited to making 
lamps for preferred orders only under 
order L-33, or for civilians when autho- 
rized under PR-25, may now use iron 
and steel for any lamp part. By the 
same new amendment to order L-33. 
WPB has removed restrictions on zinc. 





Wholesale Hardware Collections 
on Accounts Receivable 


By Geographic Divisions, for October. 1944 











| ACCOUNTS RECEIVABLE 


Collection Percentages 






































| Percent Change | 
DIVISIONS October 1944 Thousands of Dollars 
} from 
Number || oy eo" | 
of Oct. Sept. Oct. Oct. Sept. Oct. Oct. | Sept. 
Firms | 1943 | 1944 | 1944 | 1943 | 1944 1944 1943 | 1944 
U.S. TOTALa....| 278 | —4 | —1 | $34,834] $36,167] $35,102] 101 92 98 
New England........ 20 | -3 — 3 860 887 99 92 96 
Middle Atlantic. ..... 64 -6/]| +2 5,439| §,774| 5,336 88 84 88 
East North Central. . . 44 —-7 | —1 5,773| 6,236 108 102 
West North Central... 34 +6] —1 6,007| 5,674] 6,056] 118 108 113 
South Atlantic....... 52 =-1 -1 6,801} 5,848) 5,832 98 
East South Central. . . 18 +2 | +25 1,634} 1,598] 1,312} 103 94 128 
West South Central... 18 -3/|—-4 2,641] 2,730) 2,753) 113 100 106 
Mountain.......... Bl «31 48 362} 372; '380| 101 88 98 
MO eee eeeeeeeeeiee] 18 | -" -7 5,836 | 6,547/ 6,289 89 88 85 
Bureau of the Census Current Statistical Service 


a Includes data for six firms not allocated to geographic divisions. 





Collection percentages are obtained by dividing the collection eon accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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NOTHING SIMPLER 


Nor As Sure in Sales and Resalts! 


Quick-Death crepes ONOUS 


means just that—to rats. 
Because its fortified Red 
Squill formula does its 
work so well, and the 
price is popular, QUICK- 
DEATH is merchandise 
every dealer wants. 2 or 
3 QUICK-DEATH 
self-selling display 
cards throughout 
any store will do a 
constant selling 
job, and ring up 
$1.80 profit per 
card. Order 
QUICK - DEATH 
cards from your 


jobber. 


“Df Made by Guickh—It Does the Work"’ 





















wirk's Liquid Rat Poison uirk's Soot Remover 
uirk's Moth Killer uirk's Lacquer Thinner 


And other Quirk Household and Auto Spectaities 
Order Now from Your Jobber, or Write for Literature 


THE OHIO PRODUCTS CO., NORTH MADISON, OHIO 
















f° -  MMBAELECTRIC FOUNTAIN 


* The Premier Electric Fountain Heater can be used with any 





WARM WATER ik 


7 NO. 29 PREMIER 


HEATER 


pe visio 





Automatic Switch 


= 6«Ch 


—_=—=—_ 








ORDER THIS COLD WEATHER ITEM NOW 


flat bottom water container. It is a well known fact that 
chickens will drink more water if the chill is taken 
off. Since 73.7% of the egg is water, the more water 
chickens drink, the more eggs they will lay. This is espe- 
cially desirable at this time when egg prices are up. 

You buy this item for $2.77 and sell it for $3.95. Five 


heaters are shipped to a bundle and twenty-five will weigh 
100 Ibs. Order from this ad. 





Quick Sellers : GOOD PROFITS 
QUALITY THAT MAKE AND HOLD CUSTOMERS 


LINOLEUM | COLD 
PASTE WATER 


MIX 
| Ready for use 
for laying and oe 


wid =| patching. Also D 
in used on drain | Yoes not 
WF boards and stair | shrink — 









VIGER GRIP 





treads. ee = 
Packed: 
Pinte—Quarts—Gallons rate * 


° 5-Ib. : 
The Old Reliable ly SE Bags. 








Mixes smooth, DAISY 





dries hard and 
stays Rg will do that job. 
not chip, crac 4 
‘ shrink or peel. Retail: 
Fills holes, cracks or breaks| *°# cartoms........ 10¢ 


12-oz. package ..... 25e 
Packed 1 gross to the case. 


in wood, stone, ete. 
5-oz. and 1-lb. cartons. 














CONSUMERS GLUE COMPANY 
SINCE 1906 








ST. LOUIS [18] MISSOURI 
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THE NATIONAL IDEAL CO., TOLEDO, OHIO 
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aluminum, and magnesium, heretofore 
permitted only in sockets, separate 
switches, plugs, lamp cords, auxiliary 
ballasts, and starter switches. 
* + + 

Portland cement eased — Re- 
strictions on Portland cement formerly 
limited to three specified types, have 


been removed by WPB through revo- 
cation of order L-179. Announcing the 
country’s tutal actual capacity as ap- 
proximately 215,000,000 barrels a year, 
WPB says that consumption in 194 
will amount to about 40 per cent of 
this capacity, 88,000,000 barrels. For 
1945, if present construction restric- 





SALES OF 1,180 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 


October, 1944, Comparisons 

















SUMMARY 
Oct. 44 Oct. 44 
No. Stores vs. vs. 
Oct.’43 Sept.’44 Oct. 44 Oct. 43 Sept. ’44 
Total ..1,180 +12 +4 $9,298,565 $8,275,427 $8,903,922 
First ten months, 1944, showed 9 per cent gain over 1943 
1944, $93,934,678; 1943, $85,798,708 
Per Cent Change 

Number Oct. °44 Oct. 44 Dollar 
of firms vs. vs. Sales 
States by Regions reporting Oct. 43 Sept. ’44 Oct. 44 
New England .... , 75 + 7 bs 603,663 
Maine Spe ‘ 10 +1 —2 97,768 
New Hampshire . 6 +7 +2 130,551 
Vermont ......... —4 +13 +1 56,291 
Massachusetts ..... 36 +12 + 3 226,760 

Rhode Island ... er ° 
Connecticut ........ 13 + ] —10 70,059 
Middle Atlantic ...... 124 + 7 +4 1,0:0,758 
Pennsylvania .. ‘ 124 + 7 + 4 1,010,758 
East North Central 363 +1] + ] 2,414,221 
| "FTV 107 + 9 3 715,481 
Indiana ..... 55 +13 + 2° 362,365 
Illinois ...... 85 + 8 - 2 546,321 
Michigan ......... 40 + 9 + 2 322,996 
Wisconsin ........ 76 +15 +11 467,058 
West North Central 151 4-14 + 7 685,885 
lowa eddie 2 oe 3 46 +12 + 9 243,014 
eee 34 +18 + 8 149,468 
Nebraska . : 35 +15 + 8 129,927 
Kansas ...... 36 4-13 + 5 163,476 
South Atlantic .. 48 +16 +14 462,745 
South Carolina 10 1-36 +1] 87,957 
Georgia ...... 21 +15 4.9 165,632 
Florida “rr 7 +10 +20 208,156 
East South Central.. 12 1. 2 /—6 96,472 
Alabama 2 1- 2 6 96,472 
West South Central. . 108 +12 +10 807,498 
Arkansas .. ‘ 21 +29 +17 184,666 
Oklahoma .. 35 + 5 + 5 201.230 
Texas .. ; 52 +8 +10 421,602 
Mountain 78 +9 + 3 812.857 
Montana ...... 16 + 8 — ] 127.736 
Idaho A 12 +7 + 2 76.017 
Wyoming 5 *4+42 — 2 48.213 
Colorado 24 +-30 —~§ 120.221 
New Mexico ‘ 8 +16 +18 182.430 
Arizona 6 4 + 4 207,014 

Utah * 
Nevada F 4 13 3 35,429 
Pacific 221 +19 + 6 2.404.465 
Washington 34 +-22 —2 356.267 
Oregon ‘ 27 +20 —4 355.471 
California 160 +18 +10 1,692.728 
Chicago, III. 19 +20 + 8 90.938 
Los Angeles, Cal. 16 +28 + 8 216.639 
Portland, Ore. 8 +21 —2 62.926 
San Francisco, Cal. P 23 +36 +31 261.478 
Seattle, Wash. 1] +28 +4 64,225 





* Note while stores in these states are included in grand total, figures for these 


states are not shown in this chart because of insufficient data. 
marked # the change was less than 0.5 per cent. 
S. Department of Commerce. 


Census, U. 


For states 
Complied by Bureau of the 
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tions remain unchanged, they estimate 
the use of cement at 50 to 60 per cent 
of capacity. 

« 7. 

Machine tools—Shipments by 
199 firms that report to WPB increased 
3.4 per cent in Ootober, representing 
an increase of $1;224,000 over Septem- 
ber valuations, the Tools Division of the 
War Production Board announced Nov. 
25 in releasing preliminary tool sta- 
tistics. Net new firm orders (total 
orders less cancellations) received by 
the firms totaled $56,521,000—an _in- 
crease of $23,369,000, or 70.5 per cent, 
over September’s figures. The backlog 
of unfilled orders increased to $213,- 
392,000 in October, or 9.9 per cent over 
September. About $25,716,400 of this 
backlog is represented by unrated 
orders. At the present rate of ship- 
ments, approximately six months will 
be required to fill orders on hand as 
of the end of October, WPB said. Un- 
rated shipments in October were valued 
at $421,000 compared with a total of 
$24,100 in September, the Tools Divi- 
sions reported. 

* * * 

Electric lamps—Production of 
electric lamps and bulbs in the third 
quarter, 1944, amounted to $34,629,000, 
and represented a decrease of 10.8 per 
cent from the previous quarter. How- 
ever, production of all types in the first 
three quarters of 1944 totaled $110,- 
592,000, an increase of 23 per cent over 
the same period of 1943. During 1943 
and 1944, over 79 per cent ef all elec- 
tric lamps and bulbs were distributed 
through “commercial” channels with 
the percentage decreasing in the last 
two quarters to 75 per cent. Military 
requirements for miniature incandescent 
lamps and photoflash lamps during the 
third quarter continued at high levels 
with the military taking approximately 
50 per cent and 42 per cent of the ship- 
ments of each, respectively. These data 
are for 28 companies, representing vir- 
tuaHy the entire industry producing 
lamps and bulbs for illumination. 

+ * 7 

Lumber—Quantities authorized 
for distribution in the first quarter of 
1945 to claimant agencies and to War 
Production Board industry divisione for 
re-allotment to industrial consumers 
totals 8,231,000,000 board ft., WPB an- 
nounced Nov. 30. Requirements for 
the quarter were estimated at . 9,167,- 
000,000 board ft. and had to be reduced 
in view of the estimated allocable sup- 
ply, WPB said. The amount of lumber 
allocated for the first quarter of 1945, 
is 7.7 per cent less than that allocated 
for the fourth quarter, 1944, when 8,- 
919,000,000 board feet were authorized. 
Huwever, estimated allocable supply for 
the first quarter of 1945 is nearly 11 per 
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cent less than the supply for the earlier 
quarter, WPB said. 
* * * 

Innerspring mattresses — 
Only a small fraction of the more than 
2,800,000 innerspring mattresses au- 
thorized for production by about 300 
manufacturers in 1944 and 1945, under 
PR-25 “spot authorization,” can be com- 
pleted in the near future, WPB says. 
Chiefly, the high carbon, heat treated 
steel wire, commonly used, is not avail- 
able on the Z-1 allotments made to 
bedding manufacturers. The order 
books of the wire mills are filled for the 
balance of 1944 and the first quarter of 
1945, to make steel wire for use in the 
manufacture of communications (as- 
sault and field) wire and wire rope for 
the Army and Navy. Manpower short- 
ages in the mills do not permit produc- 
tion to be increased sufficiently to meet 
both military and civilian requirements. 

* * . 

Copper and Brass pipe, etc. 
—Effective Nov. 30, Order No. M-9-c-4 
was reissued and slightly amended, 
covering the delivery and installation of 
copper and brass pipe and tubing, also 
the use of copper and brass nails, tacks, 
scews, bolts and other fasteners. As 
heretofore, use of the above products 
for installing plumbing, heating or 
cooking facilities in any building is 
prohibited, as is the use of copper or 
brass pipe or tubing for water supply or 
sprinkling purposes in or outside of a 
building. Exceptions are provided, as 
before, to permit the installation of 
pipe or tubing to replace old worn out 
installations of copper or brass, or to 
connect a water heater, if the heater 
itself is worn out or beyond repair. Also 
permissible are the uses of copper or 
brass pipe for underground water sup- 
ply or distribution. 

: + * 


Metals allocations — Recently 
WPB made public the allocations of 
copper, aluminum and steel for the 
military and essential civilian programs 
covering the first quarter of 1945, These 
indicate a slight reduction for the com- 
ing quarter, due to a falling off in the 
materials demanded rather than to any 
general policy to cut back civilian allo- 
cations. On typical major items, first 
quarter 1945 allocations in comparison 
with those for the fourth quarter of 
1944 are shown in the table below: 
Of the total of 15,862,377 tons of carbon 
steel allocated for the quarter, 250,000 


Copper Sheet and Strip (Ibs.) .. 


Copper Rod, Wire (Ibs.)............... 


Copper Tube and Pipe (Ibs.)......... 


Copper Wire Mill Products (lbs.)....... 


Aluminum (lbs.).. 
Carbon Steel (tons) 
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tons is set aside for spot authorization 
as against 100,000 tons in the fourth 
quarter. The allocation to war claimant 
agencies totals 10,429,785 tons. The 
balance will go for MRO and other ap- 


proved uses. 
* * © 


Farm machinery “off”—Pro- 
duction of twenty leading items of farm 
machinery during the period July 1 to 
Oct. 31, announced recently by 
WPB, shows general declines on the 
chief tillage and planting implements, 
and on some other important farm 
equipment. For all but three items, 
production has fallen below manufac- 


turers’ schedules, due chiefly to man- | 


power shortages and difficulty in ob- 
taining supplies, particularly malleable 
and gray iron castings, caused by ur- 
gent military requirements, they added. 


Greatest drops, 40 to 52 per cent off | 


schedule, were on manure spreaders, 
corn, cotton and potato planters, mold- 
board plows and brooders. 


Surplus disposal—W. L. Clay- 
ton, Surplus War Property Administra- 
tor on Dec. 4 announced that four dis- 
posal agencies—Reconstruction Finance 
Corp., the Procurement Division of the 
Treasury Department, United States 
Maritime Commission, and War Food 
Administration—disposed of $26,772,- 
000 of surplus war property in the 
month of October at 64.7 per cent of 
cost or appraised value. The October 
figures include $4,873,000 disposed of to 
other Government agencies and $684,- 
000 for Lend-Lease. These four dispo- 
sal agencies acquired $270,302,000 of 
surplus war property during the month 
and on Oct. 31 held inventories totaling 
$708,690,000. Inventories held by other 
agencies brought the total to $708,737,- 
000. In the five months since June 1, 
surplus war property disposed of by dis- 
posal agencies amounted to $111,779,000 
at 76.1 per cent of cost or appraised 
value, which compares with total ac- 
quisitions of $746,835,000 during the 
same period. The Treasury Procure- 
ment Division accounted for $13,592, 
000 of the $26,772,000 total disposals in 
the month of October. 


* * 8 


Victory gardens — Continued 
interest in Victory Gardening and home 
food preservation for 1945 wae revealed, 








4th Quarter 1st Quarter 

ee eee. 902,111,000 758,385,000 
iva aieeeatade 314,526,000 307,484,000 
ere ere 108,003,000 95,163,000 
+ Sind aetbeaitedie 236,745,000 239,874,000 
753,798,000 690,584,000 

15,716,390 15,862,377 
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0, SALES AT ONCE! 
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Because Ridsmel stops paint smell in- 
stantly, every paint customer is a 
Ridsmel prospect. This guaranteed 
paint deodorant works with amazing 
efficiency. A few drops rout the chok- 
ing, sickening odors of paint—quick 
as a wink. Not after the paint has 
been applied—but before! Safe, harm- 
less—good in paint, varnish, enamel. 
Sell Ridsmel to professional painters, 
householders, industrial plants, hotels, 


hecpitale. 
to $5.00 Siae 
BI@ Phovit DISCOUNTS 
Certen of 3 Dozen 85¢ Bottles, 


Btreamors Incladed 
See Your Jobber or Write Direct 


HOLLEY CHEMICAL CO. 
122 E. 25th St., New York 18, N.Y. 








smel 





$5.40, F.0.B., New York 2 
Window 














Adequate Representation 
Efficient Distribution 
Dyed-in-the-wood Experience 


P. C. Fernandez & Cia. Ltd. 
Ave. Ancon No. 73 


Panama, R.P 
Panama Costa Rica 
Venezuela Colombia 


Curacao 





P. C. Fernandez & Cia. de Mexico S.A. 
Rep. del Salvador No. 56 Desp. 5 y 6 
Mexico D.F. 

Mexico Guatemala 


Honduras Salvador 
Nicaragua 





P. C. Fernandez & Cia. S.L. 
Apartado No. 2498 














Habana, Cuba 
Cuba Dominican Republic 
Haiti Jamaica 
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recently in a survey by the U. S. De- 
partment of Agriculture. The survey 
showed that nearly 18% million gar- 
dens were grown this year and virtually 
all of the gardeners expect to have 


Victory Gardens in 1945. More than 
two-thirds of the housewives of the na- 
tion did some home canning or other 
form of home food preservation in 1944, 
about the same number as in 1943. 





Plus Profits from Rock Salt 


ARDWARE stores on the look- 
out for profitable plus business 
are now displaying 10-lb. bags of 
rock salt for sale during the winter 
months to householders and car own- 
ers, along with 100-lb. bags for 
stores, schools, and hospitals and 
similar institutions. Last year many 
stores greatly increased their turn- 
over of this profitable item with 
prominent displays and made a sub- 
stantial profit by promoting its use 
to these different groups of buyers. 
When small amounts of rock salt 
are spread on porch steps, sidewalks 
and driveways during winter storms, 
the auger action of rock salt bores 
through hard-packed snow or ice 
helping to melt it and making re- 
moval easy. Car owners buy it to 
toss underneath their tires when 
they have to park on snowy and icy 
streets. The rock salt crystals when 
first spread act as an abrasive, so 
that the car can pull out of short 
pitches or holes without skidding. 
Reports from stores that last year 
merchandised the 100-lb. bags to 
householders, schools, hospitals, of- 
fice buildings, and other stores in- 
dicate that there is a growing, active 
and profitable market among these 





groups. Anyone with a large side- 
walk or parking area to keep free 
of snow and dangerous ice is a ready 
customer, particularly since rock 
salt saves manpower and time when 
both are scarce. Unlike ashes and 
other abrasives, rock salt does not 
make extra work by leaving a messy 
residue on the sidewalk that has to 
be cleaned away afterward. 

Street departments in many north- 
ern cities and the state highway com- 
missioners of several states use rock 
salt regularly during and after win- 
ter storms to help them maintain 
bare and safe streets and highways. 
Rock salt melts some of the snow 
and keeps the rest of it from freez- 
ing to the road surface, thus simpli- 
fying and speeding up the task of 
snow removal. 

The experience of hardware deal- 
ers last winter proved that displays 
and store signs featuring 10-lb. bags 
of rock salt readily increased their 
profits with an easy to sell item. Sup- 
porting their efforts this year will be 
an extensive promotion campaign 
throughout the snow-belt area de- 
signed to acquaint customers with 
the advantages of rock salt in snow 
and ice control work. 
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Mass displays of this type are bound to attract plenty of attention. 
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Sisch 


dri-kleen 


jor 
QUICK 
SALES 
& 
GREATER 
PROFITS 
















, ties, dr uphel- 
stery, rugs, ALL FABRICS! 
QUICK FACTS ABOUT DRI-KLEEN 


e Simple to ard € Odorless, non-infammablie, 
fi ne soap, cnimal fat, 

acid or other ad ingredients. © Harms noth- 

ing which cold water will not harm. © Restores 

original sparkle and brilliance to colors. e Keeps 

hands smooth and soft. e A gly 

—soves time and money. 


Nationally Advertised in LADIES’ HOME 

JOURNAL - McCALL’S - WOMAN'S HOME 

COMPANION - BETTER HOMES & GARDENS 

oe 
Jobber 

or Write Direct 
























THE OR KLEEN COMPANY 


325 Wert Huron Streci Chicage 19, Illinois 





SOLDERING IRONS 


Outstanding quality values backed 
by 25 years of soldering iron man- 
ufacturing experience, DRAKE 
Soldering Irons have the built-in ] 
customer satisfaction you find 

profit in selling. There is a 
DRAKE Soldering Iron just right 

for every purpose. 


INDUSTRIAL BUSINESS 


The long-lived stamina of DRAKE Sol- 
dering Irons makes them particularly 
valuable for busy war plants. You can 
sell DRAKE Soldering Irons to those 
plants. : 
Illustrated here is No. 701—100-watt i 








DRAKE Soldering Iron. This same type % 
of iron also comes in 60 and 150-watt 
ratings. 
ms ASK YOUR 
JOBBER 





Write for latest 
information about 
securing priorities 


DRAKE ELECTRIC WORKS, INC. 














3656 LINCOLN AVE., CHICAGO 13, ILL. 
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Coming Conventions 
and Events 


Corrected According 
to Latest Data 


Ace Hardware Corp., annual con- 
vention, Jan. 29-31, 1945, at the Hotel 
Sherman, Chicago, Ill. E. G. Lindquist, 
1319 South Michigan Ave., Chicago, Ill., 


is executive secretary. 


Alabama, Retail Hardware Associa- 
tion of, Inc., annual convention, May 
14-15, 1945, at the Tutweiler Hotel, 
Birmingham, Ala. Mrs. J. H. Crowe, 
1906 Fifth Ave., North, Birmingham 3, 
Ala., is secretary-treasurer. 


American Hardware Manufac- 
turers’ Association, meeting jointly with 
the Southern Hardware Jobbers’ 
Association, April 23-26, 1945, at the 
Netherlands-Plaza Hotel, Cincinnati, 
Ohio. Charles F. Rockwell, 342 Madi- 
son Ave., New York 17, N. Y., is secre- 
tary of the manufacturers’ association 
and T. W. McAllister, 1020 Grant Bldg., 
Atlanta 3, Ga., is secretary of the job- 
bers’ association. 


Arkansas Retail Hardware and Im- 
plement Association, annual conven- 
tion, Feb. 12-13, 1945, at the Marion 
Hotel, Little Rock, Ark. George L. 
Turner, 322 E. Markham St., Little 
Rock, Ark., is secretary. 


Bicycle Institute of America, Inc., 
and its affiliates, Bicycle Manufacturers 
of America; Cycle Parts & Accessories 
Association; Cycle Jobbers Association 
and Merchants Members, Jan. 10-11, 
1945, at the Commodore Hotel, New 
York City. Miss Cecile Meehan, 122 E. 
42nd St., New York 17, N. Y., is execu- 


tive secretary. 


California Retail Hardware Associa- 
tion, annual convention, Feb. 13-14, 
1945, at the Whitcomb Hotel, San Fran- 
cisco, Cal. LeRoy Smith, Room 237, 
417 Market St., San Francisco, Cal., is 
secretary. 


Connecticut Hardware Association, 
annual convention, Feb. 13-14, 1945, at 
the Hotel Taft, New Haven, Conn. Fred 
T. Blish, Jr., Manchester, Conn., is sec- 
retary. 


Housewares Manufacturers 
Ass’n, housewares and major appliance 
exhibit, opening Jan. 7, 1945, at the 
Palmer House, Chicago, Ill. A. W. 











KAMKAP 


200 5th AVE., NEW YORK 







Dave Kamenstein-Tom Kapner 


Offer Their 


NEWEST FAST 
SELLING ITEM 


STRONGMAN 
Wot Diz 


STEEL 


CLOTHES LINE 


Retailers can't i STRONG- 
MAN in stock. Most women buy 
3—ther throw away their wooden 
props. STRONGMAN doesn't 
splinter, rust or sag. Lasts a life- 
time. Record sales today. A 
bigger sales season just ahead. 
ORDER YOURS NOW! 


7'6" high—Holds 4 
long lines. Hot dip 
galvanized steel 
for rigid strength 
and long life. In- 
destructible! Easily 
warehoused. 
A Southern 
Galvanizing Product, 





SEE THEM AT 
THE PALMER HOUSE SHOW 
ROOM 730 
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will be added to the 





_s line of heat-resisting 
GLASS HOUSEWARES 


See ‘ CHICAGO 
at HOUSEWARES SHOW 


Room 1015-W 


PALMER 
HOUSE 


SSK Sa any 


Law & Finance Building QQD 
Pittsburgh 19, Pa. 














No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


A SURE CURE 


ork i 
N 
O} Jip @ This sensational plastic 


cork coating 4... « condensation drip 
from metal, concrete, brick, wood, plas- 
ter or composition surfaces. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, etc. Forms a moisture-proof 
insulation type coating impervious to 
acid and alkali. 


Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
14” pipe. Dries in 24 hours. Comes in 
1, 5 and 55 gallon drums. 


Immediate Shipment. Order from 
your Jobber. Nationally advertised at 
$1.90 a gal. ($2.10 west of Rockies.) 


FREE woDrip Cir 
cular about Con- 
d4ensation Drip 
and its Preven- A 
ston. 


J. W. Morte Co. 


Technical Coatings 
Since 1895 
508 BURCH ST. 
KANKAKEE, ILL. 


136 











Buddenberg, Link Mfg. Co., 1402 Mer- 
chandise Mart, 222 North Bank Drive, 
Chicago 54, IIl., is executive secretary. 


Illinois Retail Hardware Association, 
annual convention and exhibit, Feb. 
27-28, 1945, at the Sherman Hotel, Chi- 
cago, Ill. C. G. Gilbert, 1455 Merchan- 
dise Mart, Chicago, IIl., is secretary. 


Indiana Retail Hardware Associa- 
tion, annual convention and exhibit, 
Jan. 30-Feb. 2, 1945, Indianapolis, Ind. 
Headquarters at the Hotel Lincoln 
sessions and exhibit at Murat Temple. 
G. F. Sheely, 333 No. Pennsylvania St.. 
Indianapolis 4, Ind., is secretary. 


Intermountain Association, annual 
convention, Jan. 17-18, 1945, at the 
Hotel Boise, Boise, Idaho. Leon L. 
Weeks, Chamber of Commerce Build- 
ing, Boise, Idaho, is secretary. 


Iowa Retail Hardware Association, 
annual convention, Feb. 13-15, 1945, at 
the Ft. Des Moines Hotel, Des Moines, 
Iowa. Philip R. Jacobson, Mason City, 
Towa, is secretary. 


Kentucky Hardware and Implement 
Association, annual convention, Jan. 23- 
25, 1945, at the Kentucky Hotel, Louis- 
ville, Ky. Morris Jones, 315 Kentucky 
Hotel, Louisville, Ky., is secretary. 


Michigan Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 13-15, 1945. Headquarters at the 
Pantlind Hotel, Grand Rapids, Mich., 
and exhibit at the Civic Auditorium. 
H. A. Daschner, 1112 Olds Tower Build- 
ing, Lansing 8, Mich., is secretary. 


Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 23-25, 
1945, at the Radisson Hotel, Minne- 
apolis, Minn. C. J. Christopher, Nicol- 
let at 24th St., Minneapolis, Minn., is 
manager-treasurer. 


Missouri Retail Hardware Associa- 
tion, annual convention, and exhibit, 
March 13-15, 1945, at the Hotel Jeffer- 
son, St. Louis, Mo. Louis Kreh, _< 
Wainwright Building, St. Louis, Mo., 
secre tary. 


Mountain States Hardware and 
Implement Association, annual conven- 
tion, Jan. 11-12, 1945, at the Cosmo- 
politan Hotel, Denver, Colo. John T. 
Bartlett, 637 Pine St., Boulder, Colo., 


is secretary. 


Nebraska Retail Hardware Associa- 
tion, annual convention, Feb. 20-22, 
1945, at the Hotel Fontelle, Omaha, 
Neb. C. A. McCoy, 325 Insurance 
Building, Lincoin, Neb., is secretary. 


New England Hardware Dealers 
Association, annual convention and ex- 
position, Feb. 20-22, 1945, at the Hotel 
Statler, Boston, Mass. Russell R. 
Mueller, 189 Dartmouth St., Boston 16, 
Mass., is executive secretary. 


New England Housewares Show, 
Feb. 5-9, inclusive, 1945, sponsored by 
New England Housewares Club, at the 
Parker House, Boston, Mass. Albert 
B. Patterson, Wagner Mfg. Co., c/o 
Barker House. Boston, Mass., is chair- 


man of the ‘Show Committee, House- 


wares Club of New England. 


New York State Retail Hardware 
Association, annual convention, Feb. 
13-14, 1945, at the Syracuse Hotel, 
Syracuse, N. Y. Nicholas H. Kiley, 508 
Hills Building, Syracuse, N. Y., is 
secretary. 

North Coast Retail Hardware Asso- 
ciation, Inc., annual convention, Jan. 
29-30, 1945, at the New Washington 
Hotel, Seattle, Wash. D. D. Stewart, 
American Bank Building, Seattle, 
Wash., is secretary. 

North Dakota Retail Hardware As- 
sociation, annual convention, March 
21-22, 1945, at the Hotel Gardner, 
Fargo, N. D. Miss Clarine Sherwood, 
21 Clifford Building, Grand Forks, 
N. D., is secretary. 

Ohio Hardware Association, annual 
convention and exhibit, Feb. 19-21, 1945, 
at the Netherland Plaza Hotel, Cincin- 
nati, Ohio. John B. Conklin, 175 South 
High St., Columbus, Ohio, is secretary- 
treasurer. 


Oklahoma Hardware and Implement 
Association, annual convention, Feb. 7- 
8, 1945, at the Chamber of Commerce, 
Oklahoma City, Okla. No hotel head- 
quarters. Charles F. Nelson, 711 
Wright Building, Oklahoma City, Okla., 
is secretary. 


Panhandle Hardware and Imple- 
ment Association, annual convention, 
Feb. 5-6, 1945, at the Herring Hotel, 
Amarillo, Tex. Mrs. C. L. Thompson, 
Canyon, Tex., is secretary. 


Pennsylvania & Atlantic Sea- 
board Hardware Association, annual 
convention and exhibit, Feb. 28-March 
2, 1945, at the Penn-Harris Hotel, Har- 
risburg, Pa. W. Glenn Pearce, 400 N. 
Broad St., Philadelphia, Pa., is sec- 
retary. 


South Dakota Retail Hardware As- 
sociation, will hold a series of 10 meet- 
ings throughout the state instead of a 
formal convention. Dates and places 
to be announced later. Earl Erlandson, 
Cottonwood, S. D., is manager-treasurer. 


Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 15-16, 1945, at the Elks Club, 
Los Angeles, Cal. A. C Kammeier, 
509 Rives Strong Building, Los An- 
geles, Cal., is managing director. 


Southern Hardware Jobbers’ As- 
sociation, meeting jointly with the 
American Hardware Manufactur- 
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ers’ Association, April 23-26, 1945, at 
the Netherlands-Plaza Hotel, Cincinnati, 
Ohio. T. W. McAllister, 1020 Grant 
Bldg., Atlanta 3, Ga., is secretary of the 
jobbers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary of the manufac- 
turers’ association. 


Tennessee Retail Hardware Asso- 
ciation, annual convention, Feb. 20-21, 
1945, at the Andrew Jackson Hotel, 
Nashville, Tenn. Morris Jones, 315 
Kentucky Hotel, Louisville, Ky., is sec- 
retary. 


Texas Hardware and Implement As- 
sociation, annual convention, Jan. 16-18, 
1945, at the Adolphus Hotel, Dallas, 
Tex. R. M. Souder, 814-815, Texas 
Bank Building, Dallas 2, Tex., is secre- 
tary. 

Virginia Retail Hardware Associa- 
tion, annual convention, Feb. 19-21, 
1945, at the Hotel Roanoke, Roanoke, 
Va. G. T. Omohunro, Jr., Scottsville, 
Va., is secretary. 


Western Retail Implement and 
Hardware Association, annual con- 
vention, Jan. 29-31, 1945, at the Hotel 
President, Kansas City, Mo. Frank H. 
Spink, 322 Scarritt Building, Kansas 
City 6, Mo., is secretary-treasurer. 


West Virginia Hardware Associa- 
tion, annual convention, Feb. 12-13, 
1945, at the Waldo Hotel, Clarksburg, 
W. Va., Sam H. Diemer, Box 363, Fair- 
mont, W. Va., is secretary. 


Wisco Merchandising School and 
Sales Show, Jan. 15-17, inclusive, 1945, 
at headquarters of Wisco Hardware Co., 
15 S. Brearly St., and at University of 
Wisconsin, both in Madison, Wis. J. A. 
Fitschen, Wisco Hardware Co., 15 S. 
Brearly St., Madison, Wis., is executive 
director, secretary and general manager. 


Wisconsin Retail Hardware Associa- 
tion, annual convention, Feb. 6-8, 1945, 
at Milwaukee, Wis. Headquarters at 
the Plankinton House, sessions at the 
Milwaukee Auditorium. H. A. Lewis, 
Stevens Point, Wis., is secretary-trea- 
surer. 


Correct Answers to 
“Test Your Hardware 
Sense” 
(Questions on page 106) 


1—Answer. Delivered cost, $4.76 per 
square. Net cost of shingles, $4.46, plus 
30 cents freight. 

2—Answer. Weekly payments, $5. 

3—Answer. Selling price to indus- 
trial customers, $10.50; price to con- 
tractors, $11.90. 

4—Answer. Doll agin is $12,000 
which is 30 per con sales. 

5—Answer. Cost of giass by the box, 
$7.92. Cost of each light 66 cents. 





ACCORDING to a recent study 
of 94 large cities, real estate taxes 
take $118.40 of the income of the 
average American family each year. 
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FRANK McCABE says... 


INCREASED PRODUCTION OF CIVIL- 
fAN; GOODS THREATENED BY LACK 
““OF- MANPOWER! 


... As a result we will have to continue 
our policy of regular 30-day shipments to 
our Jobbers and Dealers on an impartial 
allotment basis. 

. . « But, when material restrictions are 
removed, we will be ready to take on ad- 
ditional SWING-A-WAY customers. ; 
Meanwhile, you're getting better SWING- 
A-WAY Can Openers than ever before. 
.’, . SWING-A-WAY's double geared Can 
Openers, now being shipped, are the best 
on the market. They hold cans more se- 
curely, cut smoothly, open all sizes and 
shapes of cans up to and including the 
No. 10 size. 


atid CAN OPENER 


SWING-A-WAY STEEL PRODUCTS Co. + Merchandise Mart + Chicago, Illinois 











TEMCO aaa CIRCU-RAY 


GAS HEATERS 











they too, are 
in the SERVICE. 














Over 50,000 of these 
Heaters are giving Comfort 
to our boys all over the Country. 


SIX MODELS AVAILABLE NOW . . . . ° ‘ 
- « « «  « WRITE FOR ILLUSTRATED FOLDER 


TENNESSEE ENAMEE MANUFACTURING CO. 
NASHVILLE 9, TENNESSEE 
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Vaculator’s Dutch * 
Clothless Filter «. 


Dutch filter uses no cloth or paper, 
and it locks tightly in place so it won't 
fail out no matter how the upped bow! 





is turned or twisted. Made of porce- 
Jain china, the filter is easily cleaned, 
compact, and simply constructed. It is 
designed to fit most makes of glass 
coffee brewers. With each case of filters 
a full color attractive counter display 
dispenser is supplied. Each filter is 
packed in a colorful carton listing its 
features. Hill-Shaw Co., 311 N. Des- 
plaines, Chicago 6, Ill. 


Booklet on Detail 
Engineer’s Glass-Grid 
Comparator Charts 


Containing eight pages, this booklet 
entitled, “Detail Engineers Glass, Trans- 
lucent and Scribing,” has half page 
illustrations of detail engineers’ glass, 
translucent, chart on detail engineers’ 
glass translucent, detail engineers’ glass 
scribing, and chart on detail engineers’ 
glass scribing. Also included are de- 
scriptions and information regarding the 
above, and engineers’ glass translucent, 
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And Still Available for Hardware Distribution 


and engineers’ glass scribing. Back 
cover shows and describes the new Grid 
comparator charts. Engineers Special- 
ties Division, The Universal Engraving 
& Colorplate Co., Inc., 980 Ellicott St., 
Buffalo 8, N. Y. 


Waterproof Plastic 
Matchbox 


Waterproof plastic matchbox, cylin- 
drical in shape, which weighs lese than 
one ounce. Box is 2% in. high with a 
diameter of 1 in. It is fluted to prevent 
slipping from the hand, and has a flint 
metal strip molded into box bottom to 
provide positive scratching surface and 
means to provide live sparks if match 
supply is exhausted. F. J. Kirk Mold- 
ing Co., Clinton, Mass. 


One-Piece Hose Clamps 


One-piece hose clamp using no intri- 
cate locking means. Clamp may be 
snapped over the hose into the pre- 
latched position by hand. Final lock 
is made with hand pressure on ordinary 
pliers. The clamp exerts an even, pres- 
sure around the entire circumference of 
the hose. Clamp may be quickly re- 
leased for removal with a screw driver. 
It is made of S.A.E. 1060 spring steel 
with parkerize and zinc chromate 
primer finish. Available for all sizes 
of AN and ordnance specification hose 
in a.wide range from % in., and up. 
Tinnerman Products Inc., 2129 Fulton 
Rd., Cleveland 13, Ohio. 











Lightning Rub 
Rubbing Compound 


Rubbing compound which works 
rapidly with ease, and lasts. Ideal for 
refinishing shops, used car dealers, and 












Mitr 


LiGHTNING 
Rubbing Compound: 








Sl Schatfner Co Pittsborsh 





wash racks. May also be used on all 
types of lacquered and enamelled sur- 
faces. Available in quart, gallon, and 
5-gal., sizes. Gus J. Schaffner Co., 4 
California Ave., Avalon, Pittsburgh 2, 
Pa. 


Booklet Defining 
Resistance Welding 
Equipment Standards 


New booklet published by the Re- 
sistance Welder Mfr's Ass’n, 505 Arch 
St., Philadelphia, Pa., standardizes the 
nomenclature, definitions and quality of 
resistance welding equipment. Chart is 
included giving the proper electrodes to 
be used for spot-welding similar and 
dissimilar metals. Under electrical 
standards are tables of equivalent rat- 
ings, limits of transformer temperature 
rise, etc. 
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Combination Toaster 
And Cooking Unit 


This automatic, pop-out, two-slice 
toaster is designed with a built-in, tu- 
bular cooking unit. Cooking unit will 


fry and cook. Appliance is completely 
streamlined, and has a brilliant chrome 
finish. Base and handles are both made 
of plastic. Merit-Made Products, Divi- 
sion of Allied Machine Contractors, 94 
Elm St., Buffalo 3, N. Y. 





_ Booklet on Coleman 
bre Products at Front 


Entitled, “How Soldiers Cook at the 
Fighting Fronts,” this booklet contains 
a dramatic picture story of how the 
products of The Coleman Lamp & Stove 
Co., Wichita 1, Kan., serve the boys at 
the fighting fronts. Shows servicemen 
using the No. 520 military burner which 





will be an ideal sport stove after the 
war. Men in the Italian theater are 
pictured using a Coleman 2-burner stove 
for mess, and a “G-I” stove with an 
ammunition box for a table. No. 523, 
2-burner stove which will cook enough 
food to feed 20 men is also illustrated 
in use. There is also the pocket stove, 
now used for coffee, shaving, cleaning 
and sterilizing equipment, etc., by the 
boys, which will be part of the equip- 
ment of hunters and fishermen after 
the war. Coleman floodlight lanterns 
are shown as used in many ways by 
the services where power lines are out 
of the question. These lights are also 
serving on the home-front on the night 
shifts, and on farms all over the U. S. 





Stewart Standard 
Flag Poles 


These poles are heavily constructed 
of full weight hot galvanized steel pipe, 
built to withstand severe weather con- 
ditions. They are especially suitable 
for schools, parks, playgrounds, filling 
stations, cemeteries, etc. Al] standard 
poles are equipped with 6 in. diameter 
top ball trim with hooded, non-jam- 
ming halyard sheave pulley, assuring 
easy operation at all times. Poles also 
have halyard cleat. Poles are 20, 39, 
40 ft. in height, with 2, 3, and 4 sec- 
tions respectively. The Stewart Iron 
Works Co., Inc., Cincinnati, Ohio. 



























General Hardware 
Power Grinder 


Of modern design, this power grind- 
er is finished in a combination of gray 
and royal blue. The bearings are made 





from the highest grade Babbitt, and 
the base is 5% by 4% in. The shaft 
is 54 in. by 9% in. turned for % in. 
arbor wheel. Center shaft to the base 
measures 6 in., and the combination 
“V” and flat face pulley is 2 by 1% in. 
Grinding wheels, silicon, are 6 by % 
by % in. One medium wheel and one 
coarse is supplied. Made from high 
quality materials, the grinder is stur- 
dily constructed. General Hardware 
Co., 3618 West Pierce St., Milwaukee, 
Wis. 








“ Specialists in Steel Fishing Rod's for 
nd BAIT CASTING « FLY FISHING « SALT WATER FISHING 
4 
2, 

GENUINE AME PRODUCTS 

> is valle ta $8 rypohe he 
HARDWARE SPECIALTIES 

Overhead Conveyors, Conveyor Track, Switches, 

Tackle Block Hoists, Wire Stretchers, Weldless 
'e- Chain, Chain Goods, Door Hangers, Door Track, 
sh Holders, Latches, Wrought Goods, etc., etc. 
° {| Established 1879 
0 cata 
is atso HAYING TOOLS anp 
r BARN EQUIPMENT 
al ‘Guaranteed to satisfy the user’”’ 
- THE NEY MFG. CO., CANTON, O. 
as BRANCH HOUSE . COUNCIL BLUFFS. IA 








we're working 100% for Uncle Sam. But . . our engineer- 
ing department is constantly experimenting with new 
ideas and materials to assure GEP’s post-war line being 
first with the best and latest . . as usual. 


GEPHART MFG. CO. 
1020 West Adams Street + Chicago, Ill. 
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WALTERS 






STEEL*FASHIONED 


. 


HOME EQUIPMENT 


Every available ability 
and material put into mak- 
ing equipment for war, all 
available dollars invested 
in War Bonds and kept 
there — these are today’s 
simple home-front duties. 
















Victory will mean that 
the full line of Walters 
Steel-Fashioned Ho me 
Equipment will again be 
yours. 


BUY BONDS NOW 


















2 tf, . , . 
Steel Bh Ole L OGLUYDMPI 


OAKMONT 
Ile ytieny ity PR. 











CENTROBELLOWS 
S]m 





Handy, fast selling, 
profitable. Automatic air intake. Built for 
long service. Medium size retails $1.25 ea. 


Write for circular describing many new 








uses. Mention your jobber. 


CENTRAL RUBBER PRODUCTS CO., Inc. 
821 Broadway @ New York 3, N.Y. 








@ TROY 
) BEST 


FILE HANDLE. Assures betier workmanship and 
safety to user. It can’t split. 


FILE CARD—cleans files, taps, and dies quickly and 
thoroughly. 


TROY FILE WORKS 


Troy, Est. 1831 N. Y. 


PATENTED — 








et oe oe 8 eT oe 





THEY PULL—CLINCH—HOLD 


The e-~-}) fastener for making, repairies 
urniture, frames, ete. 


ORDER NOW FROM YOUR R JORBER 


SUPERIOR FASTENER CORPORATION 
2949 Elston Ave. Chicage (78) ii. 


LOCKSMITH SUPPLIES 


@ KEY BLANKS 

© PADLOCKS 

e@ LOCKS 

@ LATCHES 
CIRCULAR UPON REQUEST 


OVERLAND SUPPLY CO. 
11553 Livernois Detroit 4, Mich. 
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Metal Portable 
Fire Escape 


Metal portable fire escape designed 
for homes, apartments, hotels, and fac- 
tories is manufactured 100 per cent 
from steel. Units are made in three 
varied lengths to render service from 








a second, third or fourth story building. 
1880 lb. load strength is its carrying 
capacity. To operate for service open 
the top of the carton containing the 
metal portable fire escape, and hook 
the anchor over the window sill. Drop 
the carton containing the escape out the 
window to the ground. Metal yoke 
steps render a perfect footing for de- 
scending with ease and speed. Steps 
are 10 in. wide by 4% in. deep. Second 
story, 16 ft.; unit weighs 23 lb.; third 
story, 24 ft., 33 lb., and fourth story, 
32 ft., 43 lb. Metal-Portable-Fire Escape 
Co., Murray Bldg., Grand Rapids 2, 
Mich. 


Spanish Saw Catalog 


The Capewell Mfg. Co., Hartford, 
Conn., has published a catalog in 
Spanish for eirculation in the Spanish- 
speaking world and generally. Contain- 
ing 23 pages, it illustrates and describes 
the company’s line and gives specifica- 
tions for all its saws and hack saw 
blades. [Illustrations are in blue and 
gold and red and blue. 





W aterproofed 
Table Cloth 


Hydro-Tex waterproofed table cloths 
with a satin finish. Available in a 
wide variety of smart, colorful designs. 
Standard size is 54 by 54 in. Hydro- 
Tex Corp., 564 West Adams St., Chi- 
cago 6, Ill. 


CLIP-RITE 
COOK’S 


SUPER VALUE 
NAIL CLIPPER 


Due to the war, "Clip. 
Rite,’ eons and — 
Jr." Finger Na lip; 
are unavailable. Until 
conditions permit ‘hele 
sale, remember the name 


THE H. C. COOK CO. 















Laevem - SCREW - HYORAULIC 


Jacks 


Made in many types and sizes for every 
lifting, lowering, pushing and wheel 
pulling requirement. 


SOLD BY 
eevee Lice ieh £Y! ae flee sr Gi 3) 
Templeton, rg: _ 
Chicago (#4), 
Better. Safer Jachs = 14899 












SKILLMAN 


Manufacturers 


BUILDERS HARDWARE 


Locksets 
Cast Shelf Hardware 
A Dependable Product 
PROMPT SHIPMENTS 
SKILLMAN HARDWARE 
MFG. CO. 
Trenton 4, N. J., U. S$. A. 











op die) jem tele) i ne 


G..G. CAMPBELL, Pres 
1633 N. 2nd Street Philadelphia, Pa. 


PRECISION LEVELS 


Available from stock without Priority 


TORPEDO LEVELS 


Write for New Catalog 


HALL LEVEL & MFG. WORKS 


Established in Geneva Ohio » I9IZ 
Hibernia Bldg., New Orleans 12, La 











LET'S ALL BACK 
THE ATTACK... 
WITH WAR BONDS! 
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WHATS NEW 


AND STILL AVAILABLE FOR HARDWARE DISTRIBUTION 








Stuart Abrazor 
Precision Belt Grinder 


Stuart “Abrazor” is designed to fit all 
standard drill presses. A precision belt 
grinder, for smal] radii work, for cut- 
ting, finishing, polishing, and shaping 
ferrous, and non-ferrous metals, plastics, 
glass and wood. For tool makers, die 
makers, pattern makers, and production 
shops. Will get into intricate places 
rapidly and accurately according to the 


maker. Provides a range, 7000-36000 
RPM at the % in. spindle, delivering 
700-4500 surface ft. of abrasive per 
minute to the work. Spindle is in- 
stantly interchangeable and is Neoprene 
covered. Has 5% in. drive pulley to 
fit drill press chuck, 9 in. long vertical 
Abrazor table for flat surfacing. Uses 
36 in. by 2 in. belt, obtainable in all 
necessary grades, grits, and _ types. 
Stuart-Industries, Inc., 75 Bellevue St., 
Newton 58, Mass. 














By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


WPB IS CONTINUING with its 
plan for gradual removal of listed items 
from WPB-547 procedures as produc- 
tion warrants, until all items may be 
eliminated from the rating procedure 
when military production is cutback 
after the defeat, of Germany. 

The Wholesale and Retail Trade Di- 
vision has taken the position that items 
being produced at the rate of 25 per 
cent or more of normal requirements 
can be permitted to flow through nor- 
mal distribution channels free of rat- 
ings without adversely affecting the dis- 
tributor. 

Should maldistribution arise because 
of the removal of ratings on any item 
WPB will still use its directive power to 
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correct such maldistribution in any 
area. In addition, it must be remem- 
bered that a great many of the items 
listed are controlled by limitation 
orders requiring ratings; ratings cannot 
be removed from these items at the 
distributor level until the applicable 
limitation orders have been amended 
or revoked. 
kkk 

BY THE END OF THE YEAR 
WPB will decide whether local screen- 
ing should be discontinued on WPB-547 
applications and whether processing of 
the applications should be turned over 
to WPB field offices. Practically all of 
the distributor’s groups affected by 
WPB-547 have expressed opposition to 
field processing of WPB-547 applica- 
tions, 

kkk 

WITH A SEVERE SHORTAGE 
of tool handles still facing the hardware 
trade and very few replacements in 
sight FEA still continues to request 
handles for shipment to the far corners 
of the globe. 

After being granted $75,000 worth of 
tool handles for fourth quarter export 
purposes FEA asked for a supplemental 
allotment in November for an addi- 
tional $80,000 worth. These handles 
were wanted for shipment to Australia, 
New Zealand, South Africa, Southern 
Rhodesia. The requisition called for 
hickory handles for shovels, smal] tools, 
scythes, adzes and other implements. 








ANC 
CUTTERS 


“WAVY 
Awarded for 
Outstandin 
Production 


af the 
Tools of War 


MANCO MFG.CO. 


BRADLEY, ILLINOIS 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Classified advertisements limited to 50 
words including address. This because of 

| paper limitations and the desire to take 
care of everybody. 


| Set solid, maximum, 50 words......$5.00 





| Positions Wanted 


| (Special Rate) set solid, maximum, 
} SU ndeccecstandenaese $2.00 
Allow Seven Words for Keyed Address or Your Address 


Classified Aduertising Rates 


BOXED DISPLAY RATES 
One inch 
Box display advertisements temporarily lim- 
ited to One Inch single column. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 





SPECIAL NOTICE 


Samples of Merchandise, Literature, 
Catalogs, etc., will not be forwarded to 
box number advertisers unless accom- 
panied by sufficient postage for remailing. 











HARDWARE AGE is published every other 
Thursday. Classified forms close Three wks. 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 

















Essential Workers Need Release Statements — - 








spheroidized, Carbon 60/70; 
57-136-1C). 
11 Park Place 


MATERIALS FOR SALE 
SURPLUS STRIP STEEL available below mill ceiling 94,000 Ibs. 
0.950” x 0.025” cold rolled, flat annealed, in coils of 100-150 lbs. 


L. B. FOSTER COMPANY 


Rockwell B70/B80 (USSpec. 


New York 7, N. Y. 








LEAD FISHING SINKERS 


are now available. WANTED “Idle or Ex- 
cess Stock” 14 Gauge Brass, or other Alloyed 
Wire suitable for Fishing Sinkers. Am 
swamped with orders and must have wire 
immediately. 


OAKLAND LEAD PRODUCTS CO. 
2721 East tith Street Oakland |, Callfernia 


Twelve ($.12) per pound 


STEEL BB SHOT 


zinc-coated, rust-proof, clean. Packed in 10 and 
25 pound bags. Minimum Order, 500 pounds. 


MARYLAND SALVAGE CO. 





326 St. Paul Pl. Balto. 2, Md. 














SALESMAN COVERING TEXAS, 
OKLAHOMA AND LOUISIANA wants 
manufacturer’s line for jobbers of Hard- 
ware, Automotive and Drug trade or line 
sold direct to retail furniture and Depart- 
ment stores. Aggressive representation 
backed by 15 years’ experience covering 
Southwest. Address 


4137 Caruth Bivd., Dallas 5, Texas 











MANUFACTURER’S AGENT WANTED. 
SCREEN DOOR AND DRAPERY HARD- 
WARE. Good opportunity for efficient man call- 
ing on Hardware Distributors, Chains, Large Re- 
tailers and Lumber Companies. Statement of 
availability required. Address Box H-604, care 
<& . om Acs, 100 East 42nd St., New York 
17, 

a eNSED LINE FROM MANUFACTURER. 
SELLING to the jobber, department, chain, 
furniture and large retail stores also premium 
trade. ‘erritery Southern [llinois, Eastern 
Missouri and St. Louis. Established 20 years. 
Commission basis only. Get ready for post war 
selling. Address Box H-660, care of Harpware 








Ace, 100 East 42nd St., New York 17. N. Y. 


WANTED: RETAIL HARDWARE SALES- 
MAN FOR Store in Washingten. Must 
be thoroughly familiar with building hardware, 
paint and household furnishings, and be ex- 
perienced in buying and general business man- 
agement. Reference required. Eseellent oppor- 
tunity for any one inte im a permanent 
position. Good wages, low living costs. State- 
ment of availability required. Address Box 
H-656, care of Harpwarge Acer, 100 East 42nd 
St., New York 17, N. Y¥. 





POSITION WANTED AS REPRESENTA- 
TIVE FOR St. Louis and s territory 
by experienced —— oor executive 
ty well acquainted. Can open or manage 
ofhes. Im Interested y in old line, dependable 


appliances, 
January ist. Address Box H-650, 
a J Ace, 100 East 42nd Street, New York 17, 


WANTED REPRESENTATION 


on Commission Basis, High Quality Hand Teois in- 








WANTED 


SALES REPRESENTATIVE 
For fast selling Patented Lawn Tool, Territory 
available East of Mississippi River. Give some 
information as to set-up. 
Statement of availability required. 
THE P. M. —, 
137 N. 50th St. Seattle 3, Washiagtea 











SALESMAN: ESTABLISHED TERRITORY 
OPEN FOR Reliable Man to call on Retail Hard- 
ware Stores in Northern New York State, Mas- 
sachusetts and Rhode Island for 2 Wholesale 
Jobber of Hardware and Housewares. Man 
should live somewhere in above territory and if 
he has a following, we have an attractive propo- 
sition. In your reply state age and experi- 
ence. Statement of availability required. Address 
oe eA Company, 64 White St., New York 
13 q 





SALES MANAGER — Eastern Manufacturer 
of Builders’ Hardware, long established, is ready 
to consider applications for post-war attractive 
position. Write giving oe information as to ex- 

perience; strict con Statement of 
availability yy Pm Box H-608, care 
of : + om Acz, 100 East 42nd St., New York 
17, 








FOR SALE--THREE BOWSTER MEASUR- 
ING CUPS and TANKS Fig. 69, Bowster & Co., 
Fort Wayne, Indiana. Address Box H-672, care of 
Harpware Acz, 100 East 42nd St., New York 
iF, BH Be 





‘Subscribe to the 6th War Loan 
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Essential Workers Need Release Statements 








NOTICE —Classified Forms Close Three Weeks Previous to Date of Publication 








MANUFACTURERS 


INTERESTED IN CANADIAN SALES 
WIDEAWAKE, reliable Canadian Sales 
Organization, having long-established con- 
nections with Wholesale Hardware, Chain 
and Department Store Trade, can accept 
Representation for a few additional fac- 
tories who require Canadian factory 
agents operating on a commission basis. 


Postwar programs now being laid out 
for profitable representation. 


H. HACKING CO. LTD. 
144 Water Street, Vancouver, B. C. 
(Est. 1916) 
BRANCHES FROM COAST TO COAST IN CANADA 


THORNHILL, PATERSON & CO. LID. 
433 ST. HELEN STREET 
MONTREAL, CANADA 


who have been covering the 
wholesale and retail hardware 
and household appliances trade 
throughout Canada for the past 
25 years and carry stock in 
Canada, would be glad to hear 
from manufacturers with good 
lines suitable for Canada. First 
class bank and trade references 
can be exchanged. 





OPPORTUNITY 
FOR MANUFACTURERS OF 


HARDWARE & HOUSE- 
HOLD APPLIANCES 


Old Established Export Firm 
with Pre-World War I Experience 
wants to take up Additional Ex- 
clusive Lines for their Latin- 
American and Overseas Trade, 
- an Outright Cash Purchase 
asis. 


Address Box H-61S, care of HARDWARE AGE 
100 East 42nd St.. New York 17, N. Y. 








WANTED 


NATIONWIDE SALES ORGANIZATION 


to Undertake the Promotion of a 
New Hardware Item. Organization 
having an Established Following in 
the Wholesale Hardware Field pre- 
ferred. Production to start early in 
1945. Every Home Owner is a Po- 
tential Consumer. Give Full De- 
tails and Customary Terms in First 
Letter. Write Immediately to 


SHEET METAL SPECIALTY CO. 


3300 Rainier Avenue, Seattle 44, Washington 











MANAGER FOR HARDWARE STORE IN 
CONNECTION WITH LUMBER 
MUST BE CAPABLE OF TAKING COM- 
PLETE CHARGE AND UNDERSTAND THE 
HANDLING AND INSTALLATION OF WIR- 
ING, HEATING, PLUMBING, ESTIMATING 
COST AND JOB BUILD-UP. GIVE REF. 
ERENCE AND EXPERIENCE WITH REPLY. 
JOB IS NOW OPEN. STATEMENT OF 
. ADDRESS 
H-669, CARE OF HARDWARE AGE, 
= Dee 42ND STREET, NEW YORK 17, 





SALESMAN WANTED. RIGHT MAN 
WILL have splendid opportunity with this well- 
known establi selling to hardware 
wholesalers and mill supply outlets, Salary, ex- 
penses and us plan of compensation. Give 
full particulars about yourself, experience and 
references. Statement of availability required. 
Address Box H-655, care of Harpware AGz, 
100 E. 42nd St., N. Y. City. 





SHEET STEEL AND WIRE PRODUCTS 
Sales Representative. Thoroughly acquainted 
with Jobber and Hardware Dealers’ accounts in 
eight Counties Eastern New York State. Wants 
connection with reliable Manufacturer. Address 
Box H-661, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





MANUFACTURERS’ AGENT DESIRES TO 
OBTAIN Additional Lines of Merchandise for 
the Hardware and Paint Field in Chicago and 
Surrounding Territory. I prefer articles that 
can be sold through jobbing and retail outlets. 
Please send complete descriptive literature. Ad- 
dress Box H-662. care of Harnware Ace, 100 
East 42nd St.. New York 17. N. Y 





SALESMAN WANTED 


WITH 
Hardware or Paint Experience 


We have an immediate opening 
in the Central States Region for a 
man who is (1) a salesman (2) 
knows the hardware or paint trade 
(3) can establish and develop job- 
ber outlets (4) can work with and 
inspire jobber salesmen. Retail 
sales experience on mastic special- 
ties or building materials will be 
helpful, but not essential. Liberal 
salary and expenses plus bonus 
compensation plan make this a real 
opportunity, today and postwar. 

Write and tell us about yourself. 
All replies confidential. 


Statement of availability required. 


THE TREMCO MFG. CO. 
8701 Kinsman Rd., Cleveland 4, Ohio 











WANTED — MANUFACTURERS’ AGENTS 
who have a following with jobbers and retailers 
in hardware, drug, chain, variety, feed and seed, 
garden supply and department stores in terri- 
tonies outside of the Pacific Coast area e of- 
fer an old line of insecticides and 
rodenticides on a commission basis. This is an 
attractive permanent connection for reliable rep- 
resentatives. Strictly high grade merchandise, 
no deals, premiums or free goods. If you are in- 
terested in handling a standard line, write us 
about yourself. Stanley Industries, 13401 24th 
Ave. So., Seattle 88, Washington. 


NATIONAL SALES ORGANIZATION ES- 
TABLISHED 1927 WISHES Additional Lines 
Covering Hardware, Mill Supply, Electrical, 
Automotive Fields. Interested in all open terri- 
tories. Address Box H-559, care of HaRpDware 
Acez, 100 East 42nd St., New York 17, N. Y. 











ATTENTION, BUILDERS HARDWARE 
AND LOCK MANUFACTURERS; A young 
Manufacturers’ Agent with seven years’ selling 
for one of the finest wholesale hardware houses 
in the Country, desires a Nationally known line 
of Butts, Hinges, Cabinet Hardware, I atches, 
Lock Sets and Padlocks, for distribution through 
Hardware and Lumber Supply Jobbers and Deal- 
ers. In Pennsylvania, Maryland and Delaware. 
Address Box H-667, care of Harpwarr Ace, 100 
East 42nd St., New York 17, N. Y. 








“LITTLE DOC” 
LIQUID GLOVE CLOSE OUT 


“Little Doc” Liquid Gloves na- 
tionally advertised hand protection 
lotion in 8 oz. bottles, original 
packages, 3 doz. to a shipping car- 
ton. Your price in 10 gross lots, 
$14.40 per gross. In quantities of 
1 to 10 gross lots, $16.00 per gross. 
Price, net cash with order, F.O.B. 
Pgh., Pa. 
Inquire for attractive price on pints and gaileas. 
GUS J. SCHAFFNER COMPANY 
4 California Ave. Pittsburgh 2, Pa. 








NOW IS THE TIME TO DEVELOP 
POST WAR EXPORT MARKETS! 


Our representatives in Egypt, Turkey, India 
will sell your merchandise. 
We pay*cash on presentation of invoice! 
We accept the responsibility for all export 
details, including shipping, documents, licenses, 
etc. 

Address Box H-668, care of eg gg? aes 

100 East 42nd St., New York 17, N. 











EXPERIENCED HARDWARE SPECIALTY 
SALESMAN WANTS to represent manufacturer 
as a b: or as agent in Metropolitan 
New York and Connecticut Territory. Married, 
38 years old, more than 15 years’ experience call- 
ing on wholesalers and dealers. Best references. 
‘Address Box H-647, care of Harpware Acz, 100 
East 42nd St., New York 7, N.Y. 





SALESMAN — EXPERIENCED, HARD- 
WARE RETAIL — for Inside Work. 
Must have good references. Permanent position 
in Atlantic City. State salary and all details in 
first letter. Statement of availability essential. 
Address Kaufman & Weiner, 1007 Atlantic Ave.. 
Atlantic City, New Jersey. 





RETAIL CLERK (MANAGER) TWENTY 
YEARS’ EXPERIENCE any item Hardware or 
Plumbing Catalogs, figure any work. Also me- 
chanic, several trades, Midwestern States. Single. 
Address Box H-658, care of Harpware Acz, 
100 East 42nd St., New York 17, N. Y 


(Classified Opportunities continued on page 144) 
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Essential Workers Need Release Statements 








NOTICE —Classified Forms Close Three Weeks Previous to Date of Publication 








ATTENTION 
MANUFACTURERS 


Old established, progressive and 
financially responsible Canadian 
wholesale distributor, selling to re- 
tail hardware stores, mines, mills, 
and manufacturing plants in West- 
ern Canada, is desirous of adding 
new lines for present and post-war 
distribution, covering general hard- 
ware, tools, cutlery, china and glass 
ware, household utensils and appli- 
ances, sporting goods, plumbing 
and heating goods, automobile ac- 
cessories, electrical supplies and 
furniture. 


Address corresponden: 
Box H-648, c/o HARDWARE. * AGE 
100 East 42nd St., New York 17, N. Y. 








TOP FLIGHT 
REPRESENTATION 


GA.-FLA.-ALA. 


Sales Manager, with one of South's 
largest Distributors, desires connection 
as Manufacturer’s Agent through 


Georgia, Florida and Alabama on qual- 
ity lines of ware or rting 
Goods. Active contact with over 250 


Electrical Appliance Hardware and De- 
rtment Stores. Age 35, married, can 
urnish excellent rating. Would repre- 

sont one manufacturer exclusively, or, in 

any event, not more than two. Your 
ly vy - will receive priority attention 
the deep South. 
Address Bex H-67!, care of MAROWARE ace 
100 East 42nd St., New York 17, 











DISTRIBUTOR—Interested in acting as dis 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with departmest stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 

J 3 make es at present, interested in 

post esentation. Address — 

MELATRE DISTRIBUTING A 420 Lexing- 
ton Ave., New York 17, N. 





REPRESENTATIVE — SUITCASE HARD- 
WARE WANTED for Complete Line of Low 
Priced Suitcase and Trunk Hardware covering 
Chicago Area, Texas and Pacific Coast. Apply 
stating experience, manufacturers now represent- 
ing and territory covered. Statement of avail- 
ability required. Address Box H-663, care of 
eo Aor, 100 East 42nd St., New York 
Se Ge Be 





ESTABLISHED TWENTY-FIVE YEARS 
IN MIAMI: Wants lines of Agricultural Im- 
plements, Steel Plows, Garden Plows, Small 
Tractors, also Washing Machine Agency. Hosea 
Hardware Co., Miami, Fila. 
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Manufacturers 
Attention! 


Reputable well connected 
exporters sending early Jan- 
uary representative to Cen- 
tral America, South Amer- 
ica for extended visit. 


We seek agencies or other 
suitable arrangements from 
manufacturers of 


STEEL, STEEL PRODUCTS, 
MACHINERY, TOOLS, 
HARDWARE, 
CHEMICALS 


Address Box H-638, care of HARDWARE AGE 
100 East 42nd St, New York 17, N. Y. 


SSCHSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSESSSSESSESESESESE 
©eOSEOOOOOOOOOOOOSOOOHOHHHOSSHSHHOESSEHEESEEEEEEEEE" 





CALLING MANUFACTURERS 


An intelligent, diligent, hard- — representative 
seeks one more strong line to Hardware, 


Automotive, Electrical or Mill Supply Jobbers in 
Minnesota and Adjo! Terri ° r line with 
strong , Well st ‘a business, 
if you have salesworthy line. Our own billing, 
or yours. ent 


Address Bex H-644, care of ay aged AGE 
100 East 42nd St., New York 17, N. 











SALES REPRESENTATIVE ESTABLISHED 
TWELVE YEARS wants manufacturers line 
for jobbers of hardware, builders, household & 
electrical appliances and supplies, plumbing & 
heating, mill, marine, justrial tools, 
and equipment, for Texas, Oklahoma, Arkansas, 
Sevgsene, Address 4823 Lemmon Ave., Dallas 
9, Texas. 





DEPENDABLE WHOLESALE a= 
50,000 WEEKLY. Year round = 
Purebreeds & Crossbri Postal brings mt. 
ture STANDARD HATCHERIES, 121 W. 
Third St., Terre Haute, Ind. 





HARDWARE MAN, 49 YEARS OLD, with 
30 years in wholesale and retail hardware secks 
position with reliable concern located in South or 
Southwest. Fully experienced buyer, departirent 
manager, sales manager. Also fair knowledge of 
lumber, sash, doors, millwork. Available January 
lst. Address Box H-670, care of Harpware Acz, 
100 East 42nd St., New York 17, N. Y. 





“EASY METHOD PAYROLL BOOK.” 
Great Time Saver. Simplifies Payrolls and Gov- 
ernment Reports. Prevente Errors. Send $1.00. 
Ventola Systems, 188 Mystic Avenue, Somer- 





ville 45, Mass. 





SALESMAN WANTED 


WITH 
Hardware Experience 


We want a man between 25 and 
40 years old to cover the Hard- 
ware Trade in New York City 
and Upper N. Y. State selling our 
reputable lines of Hardware and 
Tools. Liberal Salary and ex- 
penses to qualified person. Per- 
manent position with large po- 
tential Post War Prospects. 


Statement of availability required. 


Address Bex H-608, sare of HARDWARE AGE 
100 East 42nd St, New York 17, N. Y. 








ATTENTION, TOOL BUYERS 
CONTEMPLATING A VISIT 
TO NEW YORK CITY 


Mail orders Given Prompt Attention 
No Priorities Needed, Nationally Known 
Brands in Stock. 

ee Diagonal, Long Nose 


SHEARS—7—8—' 
WRENCHES—Sizes or Sets, Box, Open End, Ad- 


justable 
socker SETS—44—%—"2—%” Dri 
CASTERS—Steel or Rubber Wheel 2 to “0”, all sizes 
pany Knives, Hunting Knives, Electrie Selder- 
ing Irons, Mandrels, Grinding Heads, and many other 
items on the Hard to Get and Critical List. 


Write to 


Farber, Wholesale Peer 


J. C. 
98 Park Place, New York 7, 











PRESENT AND POST-WAR OPPORTUNI- 
TIES. Aggressive Metropolitan New York 
Wholesale Hardware Distributor wants two men. 
One good hardware and housewares man to as- 

sist in buying. Also want a salesman to call on 
retail dealer trade—prefer man with a following. 
For either position, write immediately giving 
COMPLETE details as to self and experience. 
Statement of availability required. Address Box 
H-643, care of Hanpware Acez, 100 East 42nd 
St., New York 17, N. Y. 





MANUFACTURER OF 10c AND 25c SPE- 
CIALTY HARDWARE ITEM, nationally adver- 
tised, offers territories to agents on commission 
basis. Good item for wholesale jobbers, chain 
stores, and department stores. Give full details 
and references in first letter. Address Box H-657, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 








SALESMAN WITH EXCEPTIONAL 
KNOWLEDGE AND Experience in hardware, 
furniture, stoves, building materials, and mill 
supplies, desires connection manufacturer 
— to dealers in Arkansas, or to jobbers in 

the Southwestern States. Availahle January Ist. 
Address Tox H-666, care of Hazpwans Aez, 
100 East 42nd St., New York 17, N. Y. 
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STEVENS 


Line & Surface Levels 
No. 555 The demand for these popular No. 600 
levels is so great that deliveries . 
No. 555. Made of hard : No. 600. Made with half hard 
drawn 3%" hexagonal ~ have sometimes been delayed. De- <1.6+ gluminum. 3" long. 


minum tubing, 3" long, nickel liveries on our Line Levels and Weight each '/2 oz. No. 600 
silver hooks, weight each !/, Torpedo Levels require about 30 wrapped 12 to package, 











oz. days. We are making every effort weight per doz. 9 oz. 

No. 555, packed 12 to dis- to shorten this time and thank the List price, éach .....50 cts. 
play box, weight per doz9 oz. trade for their patient cooperation Please be eure.to exter by 
List price, each .....50 cts. during these trying war days. number. 





E. A. STEVENS LEVEL CO., NEWTON FALLS, OHIO 











AMERICAN CHAIN & CABLE Sila bie Inc., BRIDGEPORT, CORNECH CUT, : 


ee ee E 











~ A 





FILM-X « PRoT TEX 


Motor Oils and Greases 


Quality lubricants attractively packaged for fast, profit- v ; - T 

able selling in 1 and 5-quart sealed cans, 5-gal. Utility ‘ CORD AGE W ORKS 
can, 15, 30 and 55-gal steel drums. Miscellaneous Ss AMSON ? 
Farm Oils and Fly Spray in 1-qt., 1-gal. and 2-gal. 10, MASS. 
oblong screw cap cans, 5-gal. Utility can and drums. 
Write, giving jobber’s name. 














BOSTON 














BRAIDED CORDS 


APEX Ol PRODUCTS CO. 


MANUFACTURERS OF PETROLEUM PRODUCTS 


felopbtolo MPL MOA tn 16) a (@) MINNEAPOLIS, MINN 











* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


























HAND AND POWER VISES 
TOOL GRINDERS SKATE SHARPENERS 
SICKLE GRINDERS Stwuuws2>—» LAWN MOWER SHARPENERS 

GRINDING WHEELS : and GARDEN TOOLS 

SHARPENING STONES Quality Prreginen : 
ond 
ABRASIVE FILES Hardware © WEED CUTTERS HOSE REELS 


eR a) be eee ee ee ee Oo OR awe) i f 


3618 W. PIERCE STREET MILWAUKEE, WISCONSIN 
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DEARBORN 


WORLD'S FINEST, 


GAS HEATERS 


| ‘Uitra-smart Avpearanee-— Air Ineulated 
Cabinets—Hi Burners— Aute- 
matic Ligh Sypheneire Chassio— 





WRITE FOR LITERATURE 


AIR COOLED CABINETS 





FAMOUS HI-CROWN BURNER 
with Blue Fieme Piiet Light 
ee ay ue ge te - Hi-Crows Burne 
Pilot Derformance 


and Blue Flame You get unequalled burner plus te 
Lighting. 


sonventence and safety of Automatic 


DEARBORN STOVE COMPANY 


38256 Milwaukee Ave., Chieage, Ili. 3625 8. Grand Ave., Les Angeles, Callf. 
































JUST OFF THE PRESS! 


The Seventeenth Edition of 
HARDWARE AGE 
VERIFIED LIST 

OF 


WHOLESALE HARDWARE HOUSES 
WHOLESALE HEAVY HARDWARE HOUSES 
DISTRIBUTORS OF MILL SUPPLIES 
PLUMBERS’ AND TINNERS’ SUPPLIES JOBBERS 
MANUFACTURERS’ AGENTS 
HARDWARE CHAIN STORES 


These Lists Are Without Question the Most 
Complete, Comprehensive and Authorita- 
tive, Heretofore Published by Us. 


They Will Be Found Constantly Helpful for 
Personal and Direct Mail Sales Contacts. 


PRICE $12.00 


PUBLISHED BY 


HARDWARE AGE 


100 EAST FORTY-SECOND STREET 











NEW YORK 17, N. Y. 
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Tons in Tool Appeaf! 








Barcalo Combination 


BOX and OPEN END 


WRENCHES 
sell on sight / 


Anyone with a ‘mechanical eye’’ quickly 
senses the efficient design of these Barcalo 
Combination Wrenches. The box end is 
set at that just-right angle on the handle 
the open end is accurately 
ds and 





for fast work... 
machined to size. Both working ¢x 
the handle are really tough, thanks to 
Barcalo’s drop-forge process with special 
analysis tool steel. Popular range of sizes. 
Ask your jobber for full details on Barcalo 
Combination Wrenches and other popular 
Barcalo hand tools—or write Dept. HA. 


Barealo | 


Manufacturing Company 
Buffalo 4, N. Y. 





























Far cry from the rock rolled be- 
fore a cave to Dexter Tubular 
with the Bit-Guide — the tool that 
helps contractors and builders do 
the job easier, faster, betterl 
Show your customer how it clamps 
on the door — self-centering, no 
measuring —it is a sound mer- 
chandising feature of the Dexter 
line. Write for details. 

















EVEN | KNOW IT’S EASIER 
TO DRILL A ROUND HOLE 
THAN TO MORTISE 
A SQUARE ONE 





| 


1944 War Housing Calls for 
DEXTER-TUBULARS 


Cave Men of the Old Stone Age rolled a rock in front of their cave 
homes to lock it against intruders. What advancements from those 
engine days! What advancement even during the last twenty yearsl 
oday scientific ingenuity has brought the Tubular lock and latch — as 
easy and quick to install as drilling a hole! Time-consuming, laborious 

mortising and fitting has given way to the Dexter march of progress. 

And joie especially, builders appreciate the time-saving advantages 












of Dexter Tubular installations. Owners appreciate their guaranteed 
t U LAR lifetime performance. 
Now available as provided by Government regulations. Our regular 


established dealers come first. Write for your copy of the Com- 


LOCKS and LATCHES mander Line Catalog, showing hardware conforming to WPB revised 


Order L-236. 


Manufactured by NATIONAL BRASS COMPANY 
GRAND RAPIDS, MICHIGAN 
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MACHINE BOLTS BY NATIONAL SCREW 
meet highest commercial requirements for strength 


and durability ... quality maintained by National’s 
Laboratory-controlled Heat-treatment 


FINISHED POINT—— ~ 
(Cut Thread) 


SMOOTH HEAD 
SHARP CORNERS 
SMOOTH SIDES 


NUTS 


Proper Fit TRUE SURFACE. 


Sharp Corners UNDER HEAD 


Smooth Sides 


FULL DIAMETER 
SHOULDER UNDER 
FULL DIAMETER c HEAD FOR BEARING 
SMOOTH SHANK SURFACE 


(Rolled Thread) 


Judge a machine bolt as an expert judges a dog at a show—by Certain points. 
Excellence is not an accident. In bolts, it begins with selected heats of raw material. 
Good manufacturing is responsible for the visible “points” shown above. Then, 
in addition, National’s controlled heat-treatment under laboratory supervision 
assures the tensile strength and durability of the finished product. 


Full count in the National 
Screw package is assured by 
careful weighing. Nuts are en- 
closed in a separate inner box. 








* 6 


SHAPLEIGH HARDWARE (0 


ST.LOUIS 


Shapleigh National Series Number 2436 








